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Schwab Reelected As 
Pres. of N. Y. State 
Agents Association 


Schenectady Assn. of Ins. Agents 
Awarded London Assurance 
Trophy for Public Relations 


ANNUAL MEET IN SYRACUSE 


Decide on Part-time Agents, Vote 
Requests NAIA to Develop Pub- 
licity and P. R. Program 











Syracuse, N. Y., May 10—Arthur L. 
Schwab of Staten Island was reelected 
president of the New York State Asso- 
ciation of Insurance Agents, Inc., at the 
final session of the 73rd annual conven- 
tion here. 

Other officers also reelected 
C. Fred Ritter of Middletown, 
vice president; Craig Thorn, Jr., of 
Hudson, treasurer, and Emil T. Clauss 
of Buffalo, national state director. Newly 


include 
executive 


elected directors include Joseph Kk. 
Wright of Nyack, George L. Helm of 
Freeport, Albert E. Mezey of New 
York City, Leo D. Mahoney of Little 


Falls, Frederick G. Lyman, Jr., of 
Watertown and William Orband of 
Binghamton. 

The Schenectady Association of Insur- 
ance Agents was named winner of Lon- 
don Assurance public relations trophy. - 


To Appoint Special Committee 


At the final session the agents adopted 
a number of resolutions including one 
which empowered the president to ap- 
point a special committee to study the 
competitive problem which results from 
the sale of automobile insurance by auto 
dealers, finance companies and_ local 
banks that make loans on cars. 
Another resolution authorized the as- 
sociation’s legisl: itive committee to sup- 
port legislation that would require part- 
lime agents and brokers to indicate to 
the public that they are engaged in the 
business as a side line. Earlier at the 
meeting it was brought out that some 
lawyers and accountants sell insurance 
but do not make it known publicly. It 
was felt that some of them would get 
out of the insurance business if they 
had to reveal the fact. ; 
_The agents also voted to request the 
National Association of Insurance Agents 
to develop a program of publicity and 
public relations to bring to the insuring 
public the realization that agents’ serv- 
ices are nationwide in scope. 
Mr. Schwab, in his annual report to 
agents on Monday, referring to direct 
(Continued on Page 21) 
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THE 


OLD SUPERSTITIONS 


and what they mean 


In the Middle Ages, it was 
believed witches kept black 
cats that became witches after 
seven years’ service as 
mascots. A black cat crossing 
one’s path, therefore, might 
be a witch in disguise, 
bringing bad luck. 


Better protection than 
avoiding black cats is to see 
that your customers have 
either the Broad Form or 
Special Form on their 
dwelling. 
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INSURANCE COMPANY OF AMERICA 
° EAST ORANGE, NEW JERSEY 
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Stalson Starts 
School For Study 
Of Administration 


Provides Advanced Management 
Seminars for Policy-making 
Executives 


LOCATED IN GREENWICH 


Dr. Stalson’s Wide Activity in 
Life Insurance Research and 
Education 





A Graduate School of 
ministration to provide 


Insurance Ad- 
advanced man- 
agement seminars for life insurance ex- 
ecutives of the policy-making and higher 
administrative levels has been estab- 
lished in 
Stalson, 


Greenwich, Conn., J. Owen 


founder and director of the 
school, announces. 


Initially, the school will offer training 


for executives of life insurance com- 


panies only. Its most important under- 
years will 


Man- 


seminar 


taking during the next two 
be its seminar in “Life 
agement.” Enrollment in this 
will be limited to 40 qualified life insur- 
executives. They will as- 
Placid 
September 11 for a month of 


Company 


anee Company 
semble at the Lake Club on 
full-time 
study under 
faculty drawn 
and the life 


a large and highly qualified 
from leading universities 
insurance business. 


Some Activities of Dr. Stalson 


The program of seminars to be offered 
by the new School, says Dr. Stalson, 
will benefit from the pioneering research 
done by the Life Insurance M; inage- 
ment Research Center at Columbia Uni- 
versity’s Graduate School of Business 
during the last four years. That re- 
search was made possible by a contribu- 
tion of funds from a group of New 
York City life insurance companies. Dr. 
Stalson, now director of the Graduate 
School of Insurance Administration, was 
director of the Life Insurance Manage- 
ment Research Center and, as an Asso- 
ciate in Insurance on faculty of Gradu- 
ate School of Business, Columbia U niver- 
sity, taught that School’s course in “Life 
Company Management Problems.” Over 
a three-year period, 1951-1954, more 
than 50 exectitives from 13 nearby life 
insurance companies completed that eve- 
ning course. The research in manage- 
ment which Dr. Stalson began at Colum- 
bia will be continued at the Graduate 
School of Insurance Administration. 


Visiting Committee 


For many years, Dr. Stalson has had 
opportunities to hear the views of life 
insurance company officers on the in- 
dustry’s need for management develop- 
ment programs. A number of these offi- 
acquainted with his plans for cre- 
ating effective executive training courses 
at Graduate School of Insurance Ad- 
ministration, will serve on a_ visiting 


cers, 


committee of the new school. They in- 
clude these: 
Paul F. Clark, president, John Hancock. 


(Continued on Page 15) 
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MASSACHUSETTS MUTUAL’S UNIQUE AND FAMOUS 


Extra Protection Plan 


. . . is now available as a term rider with any form of permanent insurance 
— Ordinary Life, Executive Protection, Limited Payment Life, Endowment, 
or Retirement Income. 


ADJUSTABLE AS TO PLAN: 10-year, 15-year, 20-year, or to age 65. 
FLEXIBLE AS TO AMOUNT: from $3,000 minimum to 150% of basic insurance. 
PRIVILEGE OF CONVERSION: 


Full amount at one time or in installments; 
As of original age at issue, or . . . 
As of attained age (with full reserve as conversion credit) 


Liberal conversion period. 


Iustrating — /to 
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NEW 
W RATEs 


Adding an equal amount of Extra Protection will 





If basic insurance, 
issued at age 35, is: 
4 : increase the premium by the following percent: 








10-Yr. Plan 15-Yr. Plan 20-Yr. Plan To Age 65 
ORDINARY LIFE 23.2% 27.4% 32.7% 47.1% 
LirE Patb-ur @ 65 18.6% 22.0% 26.2% 37.8% 
ENDOWMENT @ 65 16.5% 19.5% 23.3% 33.6% 
RETIREMENT INCOME @ 65 (Male) 12.1% 14.4% 17.1% 24.7% 





MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


The Policyholder’s Life Insurance Company 
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Open Prudential South-Central Home Office 


22-Story Building In Jacksonville; $6 Billion Insurance 
In Force In Territory Of 10 States 


By CiarENCE AXxMAN 


The Prudential, founded 80 years ago 
ina basement in Newark, N. J., and 
which has home offices in that city, Los 
Angeles, Houston and Toronto, on Sat- 
urday of last week opened another home 


ce. 

This latest home office operation in the 
company’s decentralization program is a 
-story marble and granite structure 
built amid sub-tropical landscape beside 
the St. John’s River, Jacksonville, Fla. 
Called the South-Central home office it 
will handle a territory consisting of ten 
states in which the company now has 
$6,000,000,000 of insurance in force and 
4 mortgage loan investment which is in 
excess of $1,000,000,000. These states are 
Florida, Georgia, Alabama, Tennessee, 
the Carolinas, Kentucky, Virginia, West 
Virginia and Ohio. Manager of South- 
Central is Charles W. Campbell who was 
an Army colonel in World War II and 
first came into insurance prominence in 
Jacksonville where his agency was so 
successful that he was brought to New- 
ark by the company to be general agent 
of the company there and made an out- 
standing production record. His second 
in command at Jacksonville is Ernest S. 
Allsopp, second vice president, who joined 
the company in 1929 and whose activities 
have been largely devoted to the com- 
pany’s mortgage loan and real estate 
investment activities. 


Warm Welcome Given Company 


The ceremonies and events connected 
with the opening lasted three days and 
concluded with a banquet followed by a 
display of fireworks from the roof of 
the building. To say that Jacksonville 
extended a warm welcome to the com- 
pany is putting it mildly. The state and 
city public officials, the newspapers, the 
bankers and business men and_ other 
prominent citizens of Jacksonville got 
their first pleasant surge of excitement 
when they learned that after its survey 
as to which city would be the locale for 
the new home office Jacksonville was 
selected by The Prudential. Announce- 
ment of the fact that the company would 
build the tallest structure in the South- 
eastern states added to the interest. 

The new building is so located that it 
dominates the skyline of Jacksonville, 
and can be seen miles away from most 
transit approaches to the city. The Pru- 
dential’s property consists of eleven acres 
with some of the most attractive gardens 
in Florida forming the setting for the 
structure. 


Jacksonville Large Insurance Center 


The growth of Jacksonville as an in- 
surance center is one of the most inter- 
esting developments in the insurance 
business. Nine insurance companies have 
home offices there, two of which sharing 
the skyline with The Prudential are 
the Peninsular Life and the Independent 
Life. Another company with its own 
home offices there is the Gulf Life. Insur- 
ance companies numbering 46 have offi- 
ces in Jacksonville, 13 of which are dis- 
trict cffices. Among those who attended 
the events in connection with the open- 
ing of the new home office were the 
chief officers of other life insurance 
companies accompanied by their wives. 
Their attitude is that while competition 
for business will be considerably in- 
creased, the presence in Jacksonville of 
the new home office of Prudential, with 
all the publicity which has attended the 
dedication and prior events, has already 
added considerably to the prestige of 
the institution of life insurance. 

And, speaking of publicity, publishers 
and editors of six different states in the 
territory were represented at the Jack- 
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Prudential’s South-Central Home Office 


sonville ceremonies. They either came 
themselves or sent managing editors, 
news editors or other staff members. 
The official opening of the building 
was last Saturday when President Carrol 


M. Shanks cut the ribbon at the en- 
trance and presented a gold key to Vice 


President Charles W. Campbell, the 
South-Central manager. 
Present at this ceremony were the 





South’s Agricultural Dependence 
Thing Of The Past, Says Shanks 


While Still an Important Revenue Industry Is Growing More 
Important in That Area Says Pru’s President 


The bright future of such states as 
Alabama, Florida, Georgia, Kentucky, 
Carolinas, Tennessee and Virginia was 
discussed by President Carrol M. Shanks 
of Prudential at a banquet talk in Jack- 
sonville last week. The company was 
opening its new South-Central home 
office there. While agriculture in this 
group of states is still an important reve- 
nue producing factor, “the dangerous 
dependence upon agriculture largely 
alone is a thing of the past,” he said. 
As a result, the area has become as 
diversified and well-rounded as any in 
the nation “and better than most” was 
another observation. Technological ad- 
vances are making themselves felt in 
many ways and have brought about im- 
portant economic changes. In agriculture 
itself, for example, there has been a new 
birth of efficiency and profitable opera- 
tion. Uneconomical tenant farming has 
dropped off; mechanization has devel- 
oped in many forms; processing and fab- 
ricating plants have been established to 
utilize crops immediately upon harvest- 
ing, and a profitable cattle industry— 
which climate conditions previously made 
impossible—is a thriving part of the 
southern economy as a result of scien- 
tific development of the cattle, grasses 
and land. 


Development of Industry 


And, ‘now, industry has come to the 
South in an important way. 

In the ten years preceding 1949, the 16 
southern states increased manufacturing 





by 277% in dollar value. 

This increase in industrialization — 
some of it born during the war, but 
little of it discontinued at the war’s end— 
has continued at an accelerated pace. 
The South has turned out to be a far 
better place for industry than many peo- 
ple though possible. As a result, only 
two sections of the country have spent 
more on plant and equipment in recent 
vears than the states in this section of 
the South. 

During the past five years, the total 
number of business firms has grown 
more rapidly in the Southeast than in 
iny other section of the country. “The 
very rapid growth of industry in the 
nigh rate of establishment of new busi- 
and growing. The South can face the 


Steady Economic Development 


This economic development has been 
sound and steady. In general, there have 
been no great spurts of activity, to be 
followed by local depressions and wide- 
spread lay-offs. Income payments to in- 
dividuals have increased steadily. In 1953, 
total income payments to individuals in 
these states were more than two to one 
from manufacturing as against agricul- 
ture. 

Now that the commercial and industrial 
development of the South is well under- 
way, there are evidences that this later 
start had some advantages. For one 
thing Mr. Shanks said, industries are 
moving South only because they have 

(Continued on Page 6) 





Governor of Florida, mayor of the city 
and other Jacksonville public officials, 
two Insurance Commissioners—J. Edwin 
Larson of Florida and T. J. Gilooly of 
West Virginia; officers of other insur- 
ance companies domiciled in Jackson- 
ville, other leading citizens. Most of 
them were accompanied by their wives. 
The British consul of the Florida re- 
gion, D. W. Hennessy and his wife were 
among the guests as was General Van 
Fleet. Among those from the home office 
in Newark was George E. Potter, vice 
president of Prudential, who is in charge 
of construction of home office buildings 
throughout the country. Admiral G. A 
Eubank, of Eubank and Henderson, man- 
agers ‘of Prudential at 40 Wall Street, 
New York, and also an assistant of Presi- 
dent Shanks, was also prominent at 
Jacksonville. 


Get “Chip” from Rock of Gibraltar 


One of the interesting events on the 
day before the formal opening was the 


presentation to President Shanks by 
British Consul Hepaessy of a “chip” 
from the Rock of Gibraltar which 


weighed 700 pounds. It came from the 
Governor of Gibralfar as a symbol of 
the friendship existing between Britain 
and the United States. This rock was 
placed in a niche in the new building. 
Placed in a copper box seated in a wall 
crypt were microfilm copies of 67 lead- 
ing newspapers in the South-Central 
territory. The news men present were 
each photographed holding: a microfilm 
copy of his own paper. Also in: niche 
containing the. rock, which stands in 
front of the crypt, is a history of The 
Prudential and a record of the life and 
times of Prudential’s 80th year. 

The Jacksonville Journal, one of the 
leading Southern daily papers, on Friday 
of last week got out a special supple- 
ment exclusively devoted to the South- 
Central home office. 


Flag Ceremony in Auditorium 


After the formal opening of the build 
ing on Saturday morning there were un- 
usual impressive ceremonies in the large 
auditorium of the building which opens 
directly to the main terrace entrance so 
that any group meeting will have direct 
access to the auditorium, its seating ca- 
pacity being 575. The stage is equipped 
to serve a variety of purposes for em- 
ploye groups and conferences. To the 
center back of the auditorium is a pro- 
jection room and on each side of the 
stage are dressing rooms. Three 500-ton 
centrifugal refrigeration compressors cool 
all water pumped throughout the build- 
ing for air conditioning. 

Chairman of the Saturday events in the 
auditorium was Vice President Allsopp. 
Following an invocation by Malcolm 
Knight, president of Jacksonville Minis- 
terial Alliance, there was a color guard 
ceremony in which the State of Florida 
was represented by Major General Mark 
Lance, its Adjutant General. Next came 
a procession of attractive South-Central 
girl employes representing the ten states 
in the territory and each carrying the 
flag of her state, which they placed in 
position on the rostrum. 

During the week there was also held 
an open house for builders, architects, 
sub-contractors and suppliers. The prin- 
cipal building tours started with a pre- 
view by Jacksonville citizens. They 
lasted part of two days, with an esti 
mated daily attendance of approximately 
1,200 Jacksonville business men and their 
wives 

One of the principal social events was 


(Continued on Page 4) 
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Executive Staff of Pru’s 
South-Central Home Office 


Executive staff of Prudential’s new 
South-Central home office, gems lle, 
is headed by Col. Charles 'W. ( campbell, 
CLU, vice president. Second in com- 
mand is E. S. Allsopp, second vice presi- 
dent. Other members of the executive 
staff listed alphabetically with their 
titles follow: 

G. R. Adams, director of agencies. 

Bf Cowden, CLU, associate director of 


we F. Ekdahl, CLU, director of agencies. 


J. E. Galm, director of Group sales and serv- 


J. D. Geiger, executive director of district 
agencies. 

L. S. Gibson, assistant general manager. 

I. R. Handly, assistant director of agencies. 

V. E. Hruska, assistant general manager. 

C. W. Jacoby, actuarial director. 

A. U. Tenkins, associate actuarial director. 

W. G. Jennings, associate counse 

W._H. Jobes, associate counsel. 

F. Kozicki, assistant general manager. 

J. T. Kvernland, executive general manager. 

L. D. MacFarlan, director of agencies. 

O. F. McGill, general manager and assistant 
treasurer. 

T. O. Morris, Jr., director of public relations 
and advertising. 

Dr. R. A. Nelson, assistant medical director. 

J. J. Plumb, executive director of agencies. 

W. G. Powell, assistant director of Group 
U nderwriting. 

Dr. P. V. Reinartz, medical director. 

W. J. Rivers, Jr., associate general manager. 

Dr. W. W. Rogers, assistant medical director. 

H. B. Schnabel, assistant general manager. 

J. S. Skelly, director of agencies. 

Dr. R. A. Snider, assistant merical director. 

R. P. Taft, bond investment manager. 

M. F. Terbrueggen, associate director of agen- 


E. R. Weaver, personnel director. 

F. A. Weidknecht, counsel. 

W. S. Weier, ,U, assistant director of com- 
munications relations—home office. 


Large Guan “ae Sains and 
Radio at Building Events 


The building inaugural and inspection 
events and social affairs connected with 
the formal opening of The Prudential’s 
South-Central home office in Jacksonville 
last week were attended by an exception- 
ally large group of communications peo- 
ple. They included those from the news- 
papers, the architectural magazines, the 

radio and TV, and also [for part of the 
time], by Ralph Paine, publisher of 
Fortune magazine. Most of them re- 
mained for three davs. Those present, 
in addition to Mr. Paine: 

Everett Allen, general manager, Chattanooga 
daily newspapers. : 

S. C. Butz, managing editor, Times Union, 
Jac ksonville. 

Ted Chapeau, program director, WMBR radio. 

D. J. Chipman, business manager, Winston- 
Salem Journa!-Sentine 

Harold Cohn, general manager, Station WRHC. 

Rolland Dean, associate editor, Orlando Sen- 
tinel Star. : 

Douglas Doubleday, business editor, St. Peters- 
burg Times , 

Tack Dudley, financial editor, Cincinnati En- 
quirer. i 
A. F. Falk, Akron Beacon Tournal. 
Harvey S. Ford, Toledo Blade... 
Emerson Goble, managing editor, 

tural Record. 

Harry C. Hamm, managing editor, Wheeling 
News Register. 

Glen Marshall, president, Station WMBR 

John A. Montgomery, managing editor, The 
State, Columbia, S. ( 

Edgar Morris, publisher, Springfield Newspa 
pers, Springfield, O. 

R. D. Peterson, St. Petesburg Independent. 

Carl W. Pollock, Charleston Post Courier. 

Fred Schilling, Station WIVY. 

Frank She ee, 
Daily Mail. 

Dallas Higbee, news editor, Charleston Gazette. 

Charles Stone, vice president, Station WMBR- 
TV. : 

N. S. Veal, publisher, Jacksonville Journal. 


Architec- 


business editor, Charleston 





SOUTH-CENTRAL TERRITORY 


37,000,000 People Live in Area Handled 
by New Home Office of 
Prudential 
Col. Charles W. Campbell, vice presi- 
dent of The Prudential in charge of its 
new South-Central home office at Jack- 
sonville, said at opening of the new quar- 
ters that in the ten states which com- 
prise the South-Central territory there 

are 37,000,000 people. 

“As we open the building,” he said, 
“we are serving more than 4,000,000 
families who are protected by the $6 
billion of insurance in our company in 
this area. Also, we have approximately 
one-and a- half billion dollars invested 
in the homes, farms and business en- 
terprises of these ten states, an indi- 
cation of the proof of the interest that 
Prudential has in the economic strength 
and prosperity of this region.” 








British Consul D. W. Hennessy (right) standing by segment of Rock of Gibraltar 
which, on behalf of Governor of Gibraltar, he presented to President Shanks of 
Prudential (left). Behind Mr. Shanks is Manager Charles W. Campbell of South- 


Central home office. 
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A WELL-BALANCED COMPANY 





Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 











nsurance 
Company 





SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 











Prudential Building 


(Continued from Page 3) 


a dinner to President and Mrs. Shanks 
given at Timuquana Country Club by 
Jacksonville’s Committee of 100, a group 
devoted to bringing new business and 
industry to the city. A number of in- 
surance men from other companies at- 
tended this affair with their wives. 


Use Southern Limestone, Marble, 
Granite 


The building rests on more than 2,000 
piles and they rest on a solid layer of 
bedrock. Nearly 6,000 tons of steel 
were used in the framework. The build- 
ing is faced with Alabama _ limestone, 
Georgia marble and North ‘Carolina pink 
granite. In the river front lawn there 
are two shuffleboard courts, horseshoe 
pits and beautiful gardens. There are 
also two putting greens. More than 170 
palm trees are included on the site and 
100 other trees. A promenade along the 
river is 1,100 feet long. On the second 
floor is the cafeteria which can accor 
modate 700 employes. On first floor is 
the auditorium made available for civic 
and welfare organizations of the city as 
well as for the executives and clerical 
and other staffs. The auditorium ex- 
tends into the second floor. To the cen- 
ter back of auditorium is a_ projection 
room. There is a large lounge and 
library. 

On the fifth floor is the machine ac- 
counting division. It includes a keypunch 
section for creating and effecting changes 
in more than 117,000 punched cards 
weekly. Here are the electronic calcu- 
lator, alphabetic interpreter, electronic 
statistical sorter, card sorter and _vari- 
ous other machines. Floors 20, 21 and 
22 also house mechanical equipment. A 
group of 400 Jacksonville business men 
is organizing a luncheon and dinner club 
on the topmost available floor for such 
a club—the 19th floor. 

On the seventh floor are offices of the 
sales executives who administer affairs 
for the field offices. 

Brilliant floodlights illuminate _ the 
tower at night. The company name is 
spelled out in 14-foot letters on each 
side of the tower and when illuminated 
the name can be seen for a distance of 
some miles. 


Minneapolis H. O. Building Opens Next 
onth 


The new home office building of The 
Prudential in Minneapolis will- be for- 
mally opened next month. Then wil 
come Chicago where the company has 
erected a 40-story building. 


May 








{| 








1955 


— 
= 

































































































































































































































































ssc NESE S hj RARE Sire peerien ote ae 
— 
Saige — ‘i 
AS 954 $§ i 2 
Ce MEX 
e " " = Ae EEE Tess yr 
. $ TOO TT -- ree ett 
ms 3 6 {LSON £o 67 $45 
i Cae GESSNEE ; — ~ 
PC) 0 7 @ RURPAY Boyes sat 
. rs mane wai eee (LEO SRE 
T ttt 230 
7 _— Mine 70) 
7 360 — - 
av 6} 3 ae c] 
Hu DARCAN 
03 48 oo 38 Ses ee aim 
BS SH $374 TEMPLIN Tr ise ‘ —- mn 
a CRESS TC ST | ane “a 
PEN 258 463 Li Ws EIT | nD UTN % 
GORMAN mEMXE thick eI — sarin 
in § 373 CARPNTE 38 Si THT ST n 
aut nh) se tes SEAN TS BED 
WASH JONES CET] HOPKINS 5 BEL ; 
corn £000 ars ete Wiss ae 84 — 
FORE 3336 GUERIN S1é TT The 
4 Hy 3i 863 MARK $8 CURRY 44 
AGNER & bd es ‘ 3 LuTRY 5 
#22 = - 
ww 2 a = See i" trey a x \ a ‘ 


Going Places... Doing Things! 


Back of your 
independence 
stands The 
PENN MUTUAL 








We are great for teamwork at The Penn Mutual. When we set out to do a job, everyone 
joins in—which explains why so many new production records are being put on the 
books. And our business comes only from Penn Mutual underwriters—the 
company accepts no brokerage business. 


In March 1955 the Penn Mutual Field Force decided to ‘“‘Test Its Muscles” with the 
following results: 


T They surpassed the best previous paid month in the Com- 
* pany’s history by $11,000,000. 


They increased business by 53% over March, 1954. 


over the corresponding quarter of last year. 


They presented their March accomplishments on a 51 x 16 
foot progress board, pictured above before the March, 
1955 figures were revealed, at the Company’s Top Pro- 
duction Club Conference banquet held at The Greenbrier 
on the night of April 1st. 


3 They completed the first quarter of 1955 with a 35% plus 


This is a report of progress—the kind of progress that raises the sights of all concerned 
and helps fulfill our obligation to bring the benefits of life insurance to an ever- 
increasing number of Americans. I congratulate the members of Penn Mutual’s Field 
Force on their past accomplishments and even greater promises for the future. They 
are going places and doing things! 


Matcotm ADAM 
President 













































oii 
Wt t——L_ ated | 
A [= 








May 13, 1955 








Big Cities to Continue Big, Says Shanks 


Tells Reporters Corporations Want Headquarters Near Finan- 
cial, Advertising and Other Centers; Looks for 
Big'Chemical Plant Developments 


Carrol M. Shanks, president of The 
Prudential, had one of the busiest weeks 
of his life while attending the three days’ 
events connected with the opening of the 
company’s new South-Central home office 
in Jacksonville. He made several talks at 
building ceremonics, one at the dinner 
given to him by leading citizens of the 
city at a country club, and also answered 
many questions at a press conference at- 
tended by newsmen from a number of 
states. When he left Jacksonville Sunday 
morning by airplane for White Sulphur 
Springs to attend the convention of the 
Life Insurance Counsel he did not appear 
tired. The following are some of the 
answers he gave to interrogation by re- 
porters at the press conference: 

Asked by West Virginia reporters if 
he took a pessimistic view of the coal 
situation, Mr. Shanks replied in the 
negative. He said that the Mid-America 
home office of the company soon to be 
opened in Chicago will be heated and 
cooled by coal, and not by oil. Use of 
coal, he said, is economic: ul, clean, causes 
little trouble. He said he had read and 
heard much about atomic power, but 
he did not believe it would supersede 
coal or oil. Also, he is a director of the 
local public utility company in northern 
New Jersey. “When the chips are all 
down,” he said, “coal is just about the 
most economic: il fuel.” He thought we 
are approaching the time when the pub- 
lic utility companies will be going back 
to coal as the best way to produce 
power of anything in sight. 

He also called attention to the de- 
velopments in the chemical industry 
which he thought would be staggering. 
That development will be one of the 
most important ones in the whole Ohio 
Valléy region which includes West Vir- 
ginia. “You have mineral resources of 
all gorts in that area,” he said. “Such 
mineral resources are not found in New 
Jersey or New York. So in the next two 
or three decades there will be a tre- 
mendous development in chemical plants.” 

Large Cities to Continue Large 


Another question asked of Mr. Shanks 
was if he thought that there would be 
considerable decentralization by the large 
cities. His answer was that he felt they 
would hold their own. He thought that 
big business will want to keep its execu- 
tive offices in the centers where other 
corporations are located—where they are 
in close contact with financial, adver- 
tising and other businesses whose serv- 
ices they are using. They will want to 
be part of a city, able also to have the 
fire and polite protection of the cities. 
Near all the large cities also are the 
principal airports. While the growth of 
the suburban population is increasing, 
there are some business drawbacks to 
them. Executives liying in suburbs do 
not always find the transportation ques- 
tion an easy one to solve. With the in- 
creasing congestion of the roads it is 
sometimes: not easy either to reach the 





Campbell and Allsopp Careers 

Charles W. Campbell,” manager of 
Prudential’s _ new South- Central home 
office, Jacksonville, is a Phi Beta Kappa 
graduate of University of Alabama after 
which he became vice president, Mus- 
cogee Bank & Trust Co., Columbus, 
Ga. Joining Pru in Columbus in 1923 
he averaged $500,000 Ordinary business 
for seven-year period, twice paying for 
more than a million a year. He became 
North Florida manager in 1930. The 
agency grew to cover all of Florida and 
southeast Georgia and in 1943 and 1944 
led all Ordinary agencies of the company 


(Continued on Page 15) 


city from the suburbs or to get back 
home, especially in the case of bottle- 
necks. 

Asked if he thought the program of 
buildings being erected by insurance 
companies and then leased back to cor- 
porations would continue, he said the 
idea made sense. It is helpful to both 
the investment institution as well as to 
the insurance companies. “After all, one 
function of our business is to invest,” he 
said. “More companies will be engaged 
in lease-backs.” 

Mr. Shanks was asked if The Pruden- 
tial made any loans to newspapers and, 
if so, would that not be a medium for 
controlling the press. He said his com- 
pany had made loans to newspapers, but 
believed in such investments as good 
ones from the investment standpoint. 
“We run our own business,” he said, 
“and the newspapers run theirs. We 
don’t want to dictate editoriz il policies ; 
would not, if we could.” 


——__ 
ee, 
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RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 











Shank’s Banquet Talk 


(Continued on Page 15) 


considered the matter thoroughly and 
have deliberately decided to become part 
of the Southern economy. They have 
been attracted by the quality of Southern 
labor, the availability of raw materials, 
and the growing prosperity of the South- 
ern market. 

The crowded industrial areas of the 
Northeast and Northcentral states, on 
the other hand, developed largely be- 
cause industries historically were started 
there, drew upon existing pools of labor, 
grew, expanded, and were kept from 
moving to more advantageous locations, 
even if they so desired, by the fact that 
any attempt to move them would prove 
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“Why can’t I wear it? I graduated from the Home Office School 
with flying colors!” 


Bankerslifemen Never Stop Studying 


Bankerslifemen never feel that they have achieved “gradu- 


tion” 


from study of their business even though they are 


graduates of our fine home office schools. They never stop 
studying ... never stop learning ... in the interest of better 


service to their clientele. 


Training that starts in their earliest days in their agency 
offices goes on through the years in a series of home office 
schools. These provide fine training in themselves, so that 
a less dedicated type of life underwriter might feel that he 
had really “graduated” when he completed those schools. 


The very evident desire to be the best informed life 
insurance man possible helps to make the typical Bankers- 
lifeman the kind of life underwriter you like to know as a 
friend, fellow worker or competitor. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 





ee 


a major and costly project. Many j; in- 
dustries are imprisoned in the older jp. 
dustrial centers because of circumstances 
largely beyond their control. But new 
industries are in the South because they 
wanted to come. 


Mobile Labor Can Go to Industry 


“Another thing,” he said, “is that these 
industries are moving South at a time 
when it is no longer necessary to find 
existing pools of labor. Labor is now 
mobile and can go to the industry—and 
it can be trained locally. For this rea 
son, there is a wholesome tendency 
to "seek out less crowded areas and 
avoid congestion. The South may there. 
fore remain free of many of the poten. 
tial evils customarily associated with 
industrialization.” 

In Jacksonville an increasing number 
of industries are setting up outside the 
city proper where they find more elbow 
room, reflected somewhat by the sharply 
increasing business activity and popu- 
lation of the metropolitan area as against 
the city proper. In the 10 years pre- 
ceding 1940, the population increase in 
the city and the area were substantially 
the same—32% and 35%. Between 194) 
and 1950, the city increased 18% while 
the area increased 44%. Between 1950 
and 1955, the city increased 12% and 
the area 26%. This is a pattern being 
followed throughout the South—a pat- 
tern that combines the benefits of sub- 
urban life with the business and tranpor- 
tation facilities, and general economic 
advantages, of a nearby urban center. 

Another consequence of relatively re- 
cent industrial development is the diver- 
sification which has resulted. In _ the 
early days of industry, for several good 
reasons, there was a tendency to con- 
centrate certain industries within spe- 
cific areas. Steel went to Pittsburgh, 
automobiles to Detroit, flour mills to 
Buffalo and: Minneapolis, furniture to 
Grand Rapids and textiles to New Eng- 
land. “But look around your section of 
the South, and you will find compara- 
tively little such concentration,” he con- 
tinued. “This is important, because it 
spreads the risks. You have a_ good 
share of the chemical industry. You 
have diversified cotton, wool, and _ syn- 
thetic textile activities. There are many 
types of lumbering operations, chiefly 
those related to cellulose or wood fabri- 

cation. You have heavy industry, food 
axautitee. and increasing activity 
among distributive groups which are 
rapidly building the South into one of 
the major U.S. markets. And _ finally, 
you will see a thriving financial indus- 
try—and this is a good sign, because 
the financial industry is a service indus- 
try, and what it serves is growth and 
progress. 

“Still another advantage of later in- 
dustrial development_is the fact that the 
industries moving South are _ bringing 
with them all of the advances that tech- 
nological development has made possible. 
The pattern of diversified industrial ac- 
tivity which has come about in_ the 
South, was developed deliberately, and 
at great expense, by New England after 
her textile industry economy virtually 
collapsed and nearly wrecked the area 

“Tt is safe to conclude that the South 
has developed as rapidly as it has, and 
in the way that it has, for only one rea- 
son: the people had strong, determined, 
civic minded leadership,” said the Pru- 
dential president. 

In comments made on Ohio and West 
Virginia, two of the states in the juris- 
diction of the new home office, Mr. 
Shanks said: 

“They have demonstrated over the 
years that they know how to build and 
maintain a dynamic economy.” 
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Appointed by Travelers as 
Supt. of General Agencies 



















HERBERT J. PROUTY 


Herbert J. Prouty, who has been as- 
sistant superintendent of agencies, life, 
accident and health agency department 
of the Travelers, has been appointed to 
the newly created position of superin- 
tendent of general agencies, according 
to an announcement by Vice President 
Perry T. Carter. 

In his new position, Mr. Prouty will 
devote his time exclusively to the gen- 
eral agency offices of the company. 

Mr. Prouty became associated with 
the Travelers in 1930 as a field super- 
visor, a capacity in which he served at 
St. Louis and Peoria. In 1937 he was 
appointed assistant manager at Cincin- 
natii He became manager at Columbus 
in 1939, manager at Peoria in 1947 and, 
in 1948, was appointed manager at De- 
troit. He went to the Travelers home 
office in 1952, as assistant superintendent 
of agencies. 

A native of Illinois, Mr. Prouty was 


graduated from Nebraska Wesleyan 
University and has done graduate work 
at the University of Colorado. 





Lisle Payne President of 


Iowa State Association 


Lisle Payne of Des Moines, Lincoln 
National, was elected president of the 
Iowa State Association of Life Under- 
writers at the recent annual meeting 
held at Sioux City. An all-day sales 
congress was included in the convention 
program. Mr. Payne, formerly was 
secretary-treasurer of the association 
and succeeds Harry Livingston of Mar- 
shalltown as president. 

Roland K. Manbeck of Des Moines, 

Massachusetts Mutual, was_ reelected 
first vice president; Morton Greenstone, 
Sioux City, Aetna Life, was named as 
second vice president; and Don Repass 
of Waterloo, Minnesota Mutual, was 
named as secretary-treasurer. Mr. Re- 
pass had been serving as a regional vice 
President. 
_ Three regional vice presidents named 
included _ Rosswell Pickford, Cedar 
Rapids, Northwestern Mutual; George 
Aiken, Davenport, Provident Mutual; 
and C. R. Johnson, Spencer, Equitable 
Society of New York. 

Lester O. Schriver, managing director 
of NALU, addressed the convention. 
Other speakers included J. D. Ander- 
‘on, agency vice president, Guarantee 
Mutual Life, Omaha; Richard Wether- 
ee, production manager for the Mutual 
Benefit agency, Cincinnati; and C. S. 
Ohsner, a life insurance broker from 
Columbus. - 


Carl R. McGee Manager in 


Denver for Prudential 
Expansion operations of The Pruden- 
tial in Denver, Colo., has led to the 
opening of the Red Rocks district 
agency, it was announced by M. Row- 
land Rutherford, CLU, director of agen- 
cies, western home office, Los Angeles. 
The new office is under the manage- 
ment of Carl R. McGee, former manager 
of the Cherry Creek Denver office. Mr. 
McGee will be succeeded by Harold R. 
Dolan who has been in charge of the 





company’s Denver Mile High office for 
the past 15 years. 
Following in his father’s footsteps as 


manager of the Mile High district 
agency is Mr. Dolan’s son, James R. 
Dolan. The younger Dolan is a native 
of Colorado, and goes to Denver from 
the western home office where he man- 
aged the field training division there. 
Another Denver office affected by the 
expansion and manager realignment is 
Rocky Mountain. Retired manager Victor 
H. Nelson was succeeded by Harry J. 
Kneip, former manager of the company’s 
Albuquerque, New Mexico, office. 








Guarantee Mutual Gains 

New business volume in Guarantee Mu- 
tual Life for April exceeded that of April 
a year ago by 32%. April was the fourth 
consecutive gain month this year. An- 
nouncement of the gains in new business 
was made by J. D. Anderson, agency 
vice president. 

H. Glenn Spearow, Sidney, Nebraska, 
of the C. A. Story Agency was the 
leading salesman for April. The Novara 
Insurance Agency, Detroit, was the lead- 
ing general agency for the month. 





Dividends 
to policyholders in 1955: 


115% more than 1950. 












29% greater than in 1954, and 


Accident & Sickness 
Insurance sales totalled 22,000 policies, 
with annual premiums of $1.3 millions. 






Benefits to 


$141.2 millions. 


ANOTHER 

















These highlights 





BANNER YEAR 


MONY! 


from MONY’s Annual Report 

















policyholders and their beneficiaries: 


Life Insurance in Force 
passed the $5 billion mark in 1954. 
























Group Insurance Plans 









show that 1954 was one of the 
most successful years in MONY’s 

















totalled $14.6 millions of life insurance, 
annuities of $1.2 millions, and accident & 
¥ 2 1 sickness insurance involving 

"2 _— history! A itl of the annual premiums of $111,000. 
Annual Report is yours 


for the asking. 


Sales: 17% greater 
than 1953, for a total of 
$424.1 millions. 













Surplus totalled 
$208.5 millions at the 
year's end. Surplus ratio is 9.90% 
as compared with the maximum of 10% 
permissible under the New York 
State Insurance Law. 


Maron New Yorx 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 
BROADWAY AT SSTH STREET, NEW YORK 19. N. Y. 


Net Investment 
Yield increased for seventh 

successive year to 3.23% after 
all investment expenses and Federal 
taxes. This compares with 3.13% 
in 1953. 






































Life Insurance— Accident ond Sickness —Hospitalization— 


Retirement Plans... FOR INDIVIDUALS AND EMPLOYEE GROUPS 






MOONY TODAY MEANS MONEY TOMORROW! 
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Field Changes of Penn Mutual Life 


Lantz Superintendent of Agencies; Brown, Dorman and Clark 
New Cincinnati, Washington, D. C., and Louisville 
General Agents; New Post for Hance 


Appointments effective May 1 by Penn 
Lantz, 


Mutual Life include James W. 


Jr., CLU, to be superintendent of agen- 
cies at the home office; James H. Hance 


to bé director of new organization, and 
Mr. 
Lantz is succeeded as Long Beach, Cal., 
Miller. Julius 


some field management changes. 


general agent by James E. 
S. Brown succeeds Duane D. Guerin as 
Wayne E. 
placed in 


general 


CLU, 


Cincinnati agent. 


Dorman, has been 





JULIUS. S. BROWN 


charge of the Washington, D. C., agency 
succeeding Joseph A. Marr, general 
agent there since 1931. Earl E. Clark 


succeeds Tom E. Lipscomb as Louisville 
general agent. 

Mr. Lantz joined Penn Mutual imme- 
diately after graduation from University 
of Illinois. In World War II he served 


WAYNE E. DORMAN 


five years and was a major when dis- 
charged. In Long Beach he has been 
unusually successful as an agency 
builder. He was president of the life 
underwriters association there. 

Mr. Hance, who has been with the 
Stephenson agency of the company in 





Kansas City, was president of Missouri 
Life Underwriters Association. He was 
a first lieutenant in the Army Air Corps 
for three years. 

Careers of Brown, Dorman, Clark 

Mr. Brown was graduated from the 
University of California and _ received 
his master’s degree in Business Admin- 
istration from Harvard University. An 
Army veteran of World War II, he was 
a captain in the European Theatre of 
Operations. He assumed supervisory du- 
ties in the James W. Lantz, Jr., Long 
Beach agency in October, 1952, and in 
that capacity assisted in its formation. 
In May, 1954, he was chosen for partici- 
pation in the company’s general agent 
in training program. Mr. Brown was a 
President’s Club winner in both his first 
and second life underwriting years. 

Mr. Dorman, a graduate of Amherst 
College, served during World War II 
as a Navy lieutenant aboard a destroyer 
in the Pacific. He became assistant gen- 





JAMES W. LANTZ, JR. 


eral agent of the Washington, D. C., 
agency in December, 1953. Mr. Dorman 
attended the company’s first manage- 
ment assistants school, and last year 





Supposing one of your life insurance 
clients is suffering from illness or acci- 
dent — and his earning power has 
stopped. 


How are you going to feel when he says 
to you: “But why didn’t you tell me I 
ought to carry disability insurance that 
would pay me a regular income while 
I’m laid up?” 


You are the personal insurance counselor 
of your “life” clients. You owe it to them 
to outline a permanent and complete 
program that will furnish them assured 
protection when earning power stops 
and expenses continue or increase. 


NON-CANCELLABLE 
DISABILITY 











Why wail for this fo happen: 


We welcome your request for full information 


GUARANTEED RENEWABLE 
INCOME 


MASSACHUSETTS INDEMNITY 
INSURANCE COMPANY 


Home Office: 654 Beacon Street, Boston, Massachusetts 
OFFICES IN PRINCIPAL CITIES FROM COAST TO COAST 


7 


Start out now and explain the favorable 
M. I. I. C. Disability policy to every 
client and prospect. It is non-cancellable 
and guaranteed renewable; incontestable 
after two years; creates a definite pro- 
tection fund; provides total disability, 
including intermediate periods; partial 
indemnity following total; immediate 
hospital or nurse coverage irrespective 
of waiting period; aviation coverage; 
grace period of 31 days; and benefits 
irrespective of house confinement. 


As a conscientious insurance counselor, 
interested in offering genuine and com- 
plete service—and, naturally, in earning 
additional first-year and vested renewal 
commissions — you will want to show 
your clients how they can get this full 
protection. 


PROTECTION 








—_— 
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LIFE BROKERAGE MANAGER 


Successful life underwriter, age 35-45. LUTC 
or CLU graduate preferred. Must have 
personal production record of $400,009, 
Salary, $300. mo., plus Tato override, plus 
personal commission. Replies strictly con. 
fidential. Raymond A. DuFour, CLU, Gen. 
eral Agent, Pacific Mutual Life Insurance 
og 1511 K Street, N. W., Washing. 
ton, D 
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qualified for attendance at the Peny 
Mutual’s recent Greenbrier conference 
He is a member of the District of €p. 
lumbia Life Underwriters Association, 
the Washington Chapter of the Ameri. 
can Society of CLU and the Genera} 
Agents and Managers Association of 
Washington. 

Mr. Clark joined the company’s Den- 
ver agency after World War II service 





EARL E. CLARK 


as a major with the Ski Troops in the 
Aleutians and in Italy, following which 
he attended the Universities of Chicago 
and Denver. In 1951 he was appointed a 
supervisor in the Denver agency and in 
September, 1954, was chosen for general 
agent training at the home _ office. 
He attended .the company’s nineteenth 
agency building school and is a graduate 
of the Life Underwriter Training Coun- 
cil course. 





State Mutual Awards 


Winners of State Mutual Life’s two 
top agency awards were announced at 
the annual General Agents Conference 
held recently at The Homstead, Hot 
Springs, Virginia. 

The B. W. and D. W. Ayres Agency 
of Worcester, Massachusetts received 
the President’s Cup for the second con- 
secutive year. In making the presenta- 
tion, President H. Ladd Plumley paid 
tribute to the father-son team of general 
agents for heading up the agency with 
the “best over-all record in sound man- I 
agement reflecting the high average of 





successful career associates and the ex- ext 

cellent quality of their business.” can 
The Agency Builders Award was won ° 

by the Bernard S. Rosen Agency of cat 


Denver for the third year in a row 
for its “outstanding accomplishments in I 
recruiting, training and supervising Ca 


reer underwriters.” futi 
The Nothhelfer-Leck Agency in Chi- 

cago was runner-up for the Presidents of : 

Cup and the Richard F. Wagner Agen- 

cy in Boston was runner-up for the fror 


Agency Builders Award. 

Both the Worcester and Denver aget- 
cies produced more business in 1954 than 
in any previous year in their histories 
Worcester led the company’s other 6 
nationwide agencies in ordinary paid-for 
sales and Denver was the leader in the 
sales of non-cancellable sickness an 
accident protection. 
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This is a Life Insurance 


He is always ready to lend a helping hand. 

If the volunteer fire company needs an 
extra man, they can count on him. If there is 
canvassing to be done for some community 
cause, he offers his services. 

He believes in his community and its 
future. He is a good neighbor; and the spirit 
of service that he shows springs naturally 


from his work. 


There—with friendliness and foresight— 
he serves his community as few other busi- 
nessmen can. 

He asks people to buy peace of mind—for 
themselves and their families. In today’s 
world, that is no small product to sell! 

Yet men do not always buy this product 
easily. He must have patience, understand- 


ing and wisdom. But — sooner or later — he 


sees his hard work justified. Somewhere a 
family lives without fear of the future be- 
cause of the life insurance he once sold a 
father who now is gone. 

Then a warm glow fills his heart. 

In private life—as in his chosen career— 
he is glad, indeed, to be able to help his 
neighbors do what must be done for every- 


one in the community. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE U.S. 


Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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Van Schaick Chairman 
Security Mutual Life 

FORMER NEW YORK STATE SUP’T 

At One Time Vink Pedtiont of NW. Y. 


Life in Charge of Real Estate 
and Mortgages 





George S. Van Schaick, former Super- 
intendent of Insurance, New York State, 
former vice president of New York Life 
and who for some time has been prac- 
ticing law in this city, has been elected 
chairman of the board, Security Mutual 
Life, Binghamton, N. Y. He will main- 
tain his residence in Bronxville, N. Y., 





GEORGE S. VAN SCHAICK 


and his New York law office and expects 
to spend two or three days a week in 
Binghamton. 

Born in Cobleskill, N. Y., and a gradu- 
ate of St. Lawrence University and of 
Yale Law School with a cum laude, he 
practiced law in Rochester, N. Y., for 25 
years, and was head of the law firm of 
Van Schaick, Woods and Warner. Gov- 
ernor Roosevelt appointed him Superin- 
tendent of Insurance in March, 1931, and 
he was twice reappointed to the post by 
Governor Lehman, resigning May 10, 
1935. After practicing in Rochester for 
a year he was elected a vice president 
of New York Life in charge of its real 
estate and mortgage loan department. 

Mr. Van Schaick had a distinguished 
career as a State Insurance Superintend- 
ent. While he was in that office the 
Department was confronted by the worst 
depression the United States had in 
years. High points in his administration 
as Superintendent were these: 

1. Took leadership in adoption of the 
range of the Stock Market as a standard 
of valuation rather than the Exchange 
quotation on a certain day. This was a 
major step in conservation of 

2. The life insurance moratoriums 
when the bank holiday of 1933 threw 
an unexpected and exceptional burden 
upon the life companies for loans and 
surrender values. 

3. Unusually able direction and han- 
dling of the collapse of guarantee mort- 
gage companies which resulted in his 
assuming tremendous responsibilities in 
helping investors who had placed their 
life savings in guaranteed mortgage cer- 
tificates. 

4. Many activities in 
full compliance with 


assets. 


insisting upon 
regulatory laws. 


REPUBLIC NATIONAL SCHOOL 


_Eleven representatives of Republic 
National Life attended a basic school 
at the Dallas home office last month. 


Teachers were Lyman E. King, CLU; 
Charles Walters, James Galloway and 
Ek, F. Brewer. 


Equitable of Iowa Holds 
Colorado Springs Meeting 


The second of three 1955 sectional 
conventions of Equitable Life of Iowa 
was held May 2, 3, and 4, in the Broad- 
moor, Colorado Springs, Colorado. The 
program included joint sessions of the 
Agency, President’s and Organization 
Clubs during the first two days, and sep- 
arate meetings of the President’s and 
Organization Clubs on the final day. 
Theme of convention, “Organizing for 
Sales,” was the basis of the discussion 
of both field representatives and home 
office officials who appeared as program 


speakers. 

In addition to discussions led by the 
home office officials, the following field 
representatives were featured speakers: 
JT. M. Howell, Denver; W. E. Lowen- 
berg, Davenport; F. H. Manning, CLU, 
Kansas City; H. F. Mischke, CLU, St. 
Paul; R. B. Ryden, CLU, Des Moines, 
and G. G. Short, Wichita. 


A banquet held on the evening of the 
first day of the conference was a feature 
of the conference. R. E. Fuller, agency 
vice president and superintendent of 
agencies, presided and presented awards 
to various field underwriters and gen- 
eral agents. 





DO YOU HAVE A CLIENT WHO NEEDS 


$100,000 


MORE LIFE INSURANCE? 
(But thinks he can't afford it) 


Just show him our non-participating Guaranteed Cost 


Annual renewable term. 


For $100,000 


Annual 
Age Premium 
30 $ 629 
35 691 
40 829 
45 1,065 


Also, non-participating Selected 


Risk Ordinary Life. 
For $100,000 


Age of Annual 

Issue Premium 
30 $1,705 
35 2,020 
40 2,441 
45 2,987 





A simple and complete Selected Risk Ordinary Life sales folder with 
rates, cash values, and a triple-duty sales track and proposal can be yours 


for the asking. 


These policies are a special addition to our complete line of participating 


“Providing sound coverage at reasonable 


life plans. 


Md. 





Insurance Company 


cost through competent representatives” 
Dit Cd’ NATIONAL LIFE 


/ 
E MY, ne lett} 


Interested? We'll be glad to send you complete information and sales 


material. Just fill in coupon. 


Name 


GENERAL AGENCY INQUIRIES INVITED 


Please send me your sales material on Non-par 
policies. No obligation. 





Address 








City 


State 








Henry Marshall Returns to 
Brooklyn for Berkshire 





HENRY MARSHALL 
The Berkshire Life will 
agency in Brooklyn on May 15, accord- 
ding to an announcement by H. S. Hart, 
agency vice president. 

Henry Marshall, CLU, who formerly 
headed the Brooklyn agency, will return 
there as general agent with offices at 26 
Court Street. 

Mr. Marshall has been associated with 
the Berkshire for seven years. Since 
January, 1953, he has been a vice presi- 
dent of the S. S. Wolfson Agency, Inc, 
directly assisting Mr. Wolfson, general 
agent for the Berkshire in New York 
City. 

In returning to Brooklyn, Mr. Mar- 
shall: is going back to where he has 
spent the major portion of his life in- 
surance career. 


reopen an 





Guardian’s March Campaign 


New one-month submitted records 


were set during March for Guardian Life 
in both life volume and A. & H. pre- 
miums, according to James A McLain, 
the company’s president. In a_ special 
one-month campaign honoring Agency 
Vice President Frank F. Weidenborner, 
the Guardian field force submitted more 
than $25,000,000 in life insurance and over 
$118,500 in A. & H. premiums. 

Agency competition in the Guardian 
campaign was on the basis of percentage 
of quota achieved. In life insurance, the 
Donald R. Campbell agency in San 
Diego, ‘California, nearly tripled its quota 
to finish in first place; the Douglas L 
Duckham agency in San Jose, California, 
took second place, and the William S. 
Collins agency in New York City was 
third. 

The three leading agencies in A. & H. 
submissions, by percentage of quota 
achieved, were: the John E. Fay agency, 
Hartford, the Thomas S. Muir, CLU, 
agency, Cincinnati, and the Dandridge 
M. Gray agency, Providence. j 

In actual submitted volume, the Spaul- 
der, Warshal] and Schnur agency 11 
New York City led all agencies in both 
life insurance and A. & H. premiums. 
The Holcombe T. Green, CLU, agency, 
Atlanta, was runner-up in life volume, 
and the Norman V. Remole agency, Min- 
neapolis, took second in A. & H. pre- 
mium volume. 

Fieldmen who took individual honors 
during Weidenborner Month are: A. J. 
Raumann, CLU, New York, life volume; 
D. J. Bailey, Boston, and C. E. Kentz, 
Deriver, tied in total lives; L. A. Neiditz, 
Hartford, A. & H. premium volume, and, 
A. M. Schorr, New York, A. & H. apps. 
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Joins Franklin Life 




















JAMES A. DALY 





James A. Daly has been appointed 
special representative in Waterbury, 
Conn,, for Franklin Life of Springfield, 
il. A U. S. Air Force veteran, Mr. 
Daly was formerly associated with the 
Provident Life and Accident. He was 
educated at Fordham University and Co- 
lumbia University, and for ten years was 
associated with the Securities and Ex- 
change Commission and the Treasury 
Department Bureau of Customs. 

In his new association with the Frank- 
lin, Mr. Daly will specialize in the com- 
pany’s Insured Savings Plans. 





H. Smith Hagan Advanced 
By Midland National Life 


H. Smith Hagan has been elected 
executive vice president of Midland Na- 
tional Life, Watertown, S. D. Mr. Hagan 
has been vice president in charge of 
production since joining the home office 
staff in 1952. He had held the position 
of eastern division manager in charge 
of all territory east of the Rocky Moun- 
tains for Occidental Life of California 
before becoming associated with Mid- 
land National. 

Mr. Hagan began his life insurance 
career in 1929 as an agent for The Pru- 
dential in Kansas City. He was soon 
promoted to the post of assistant man- 
ager, then to home office inspector, and 
later as manager of the St. Joseph, Mo., 
office. He joined the Occidental in 1944 
as home office supervisor with offices in 
Kansas City. He was later transferred 
to the home office at Los Angeles, and 
in 1949 was named eastern division 
manager, 





P 
New Life Company 

Organization of a new life insurance 
company with home office in Phoenix, 
Ariz., was announced following the 
granting of a certificate of authority 
by the Arizona Insurance Department 
to the Pacific Life Insurance Co. 

Officers of the company are headed 
by J. G. Earle as president; Paul H. 
Roca, vice president; L. E. Earle, vice 
president; Jess W. England,, secretary- 
treasurer, and Charles A. Stanecker, ex- 
ecutive secretary. The board of di- 
rectors include the Messrs. Earle, Roca 
and Stanecker, plus Harold E. Scoville 
and Edwin Beauchamp. 

The company will make its headquar- 
ters at the Luhrs Building, in Phoenix, 
and is to be managed by Cravens, Dar- 
gan & Co., prominent national manag- 
ing general agency. 

While qualified under its certificate 
ot authority to engage in both life and 
disability, the Pacific Life plans at the 
Outset to confine its activities exclusively 
to life insurance. 


New York Life to Write 
Higher Amounts on Juveniles 


The New York Life announced it is 
now prepared to issue policies on chil- 
dren for increased amounts in New York 
State. This action was made possible by 
the liberalization last week in the New 
York Insurance Law, which permits 
higher amounts of life insurance to be 
issued on children under age 15. 

Under the new program, New York 
Life will now issue in New York State 






policies on children 1 to 14 years old for 
amounts up to $2,000. Previously, the 
maximum by law was fixed at $200 at 
age 1, scaling up to $1,500 at age 14. 

At age 5 to 14, policies for more than 
$2,000 can now be issued if the parent 
carries certain specified amounts of in- 
surance on his own life. 


For children under six months of age, 
the company will issue policies which 
will increase to the $2,000 limit at the 
end of the first year. As heretofore, such 
policies will be issued from the moment 
of birth. 





Newton J. Lander Dies 


Newton J. Lander, president of Con- 
tinental Life Insurance Co., died recently 
at his home in Toronto. He had been 
associated with the firm since the age 
of 21 when he joined the home staff. In 
1928, he was appointed secretary and in 
1933 was elected to the board of direc- 
tors as well as named managing director. 
In 1942, he was elected vice president, 
Six years later he was elected president. 

He is survived by his widow, two sons 
and one daughter. 
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84 William Street, 


NOW eee FIRST TIME 


FOR NEW YORK AGENTS, BROKERS! 


x * * 


U.S.LIFE offers True Group Life Insurance 


~ 













especially designed for employers with 
10 to 24 employees! 





ALL THESE SELL-ECTIVE FEATURES: 


e Automatic (no medical exam required) coverage 
up to $5,000.00. 
(Up to $10,000 with home office approval) 


Standard group rates 
@ New, attractive commissions 
® Conversion privilege 
¢ Waiver of premium 


Simplified group accounting procedures 


At last—thousands of new firms can now qualify for Group Life Insurance, 
heretofore limited to larger firms. Check your very own files for leads. 
Group Accidental Death & Dismemberment, Hospitalization, Surgical, 
Medical Reimbursement and Disability Benefit Law coverages are also 
available for this size group. Get the facts... ‘Write now!’ 


Stop groping... start GROUPING! 


Write now to your U. S. Life general agent or to 
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INSURANCE COMPANY 
YORK 


New York 38, N.Y. 
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Mutual Life of New York Marks 
Fifth Year in New Home Office 


Mutual Life of New York, marking its 
fifth anniversary in its 25-story home 
office at Broadway and 55th Street, re- 
ported Monday that modern office design, 
together streamlined procedures 
made possible in the new building, have 
enabled the company to handle almost 
double the volume of business with no 
increase in office space and with no in- 
crease in staff. Savings to policyholders 
have And 
room left for expansion of facilities. 

In the five Mutual of New 
York’s sales of life insurance increased 
to $424,000,000 annually from $268,000,000 ; 
total insurance in force climbed past the 
$5,000,000,000 mark; assets rose to $2,- 
403,000,000 from $2,075,000,000; dividends 
115%; total 
payments to policyholders and 
their families increased to $141,200,000 
annually from $115,800,000; surplus funds, 


with 


been substantial. there is 


years, 


to policyholders increased 
benefit 


benefit of policyholders, 
from $174,000,000 ; 


increased to 


held for the 
$08,500,000 
yield on 
2.82%. 
occupies the 


rose to 
and net assets 
3.23% from 

MONY first thirteen 
floors of the Broadway building. Office 
space totals 250,000 square feet—actually 
18,000 square feet less than in the old 
home office at 34 Nassau Street. Yet 
the design permits such efficient use of 
the space that MONY has expanded its 
operations, added new departments, in- 
cluding accident and sickness and group 
insurance, increased its services and 
has room for another 200 employes if 
they are needed in the future. 

The building was designed by Shreve, 
Lamb & Harmon Associates and erected 
by the Turner Construction Company. 
Its features include moveable steel par- 
titions that allow complete flexibility for 
changing office layouts; summer and 
winter air conditioning; autotronic ele- 
vatoring; and an automatic vertical con- 














Other various sized rooms are suitable for 






Over a thousand can be seated com- 
fortably for meetings in the new 
auditorium, 72’ wide by 112’ long. 

For a banquet it accommodates 
860. The 42’ by 20’ stage is com- 
plete with orchestra pit and 

dressing rooms. 


any type of dining or meeting arrangement. 


A theatre, with inclined floor, provides lounge-type seating for 400. Its stage, 34’ x 
16’, also has orchestra pit and dressing rooms — plus a wide CinemaScope screen. 


For complete information 
address: 
DIRECTOR OF SALES 


re 


WHITE SULPHUR SPRINGS, WEST VIRGINIA 


Or inquire of Greenbrier offices at: New York, 588 Fifth Ave., JU 6-5500 


@ 


* Boston, 73 Tremont St., LA 3-4497 * Chicago, 77 West Washington 


Street, RA 6-0625 * Washington, D. C., Investment Bldg., RE 7-2642 





Gene Hays Agency Breaks 
Company Production Record 


By paying for their fourth consecutive 
month of over $2,000,000, Boston’s Gene 
Hays Agency established a production 
record for New England Mutual. This is 
the first time in the history of the 
company that any agency has had new 
business of over $2 million in four suc- 
cessive months. Their $8% million in 
the four months of 1955 represents a 
gain for the Hays Agency of 40% com- 
pared to 1954. Twenty-nine full-time 
members of the agency contributed to 
the record April production. 





veyor system that permits mail deliveries 
every twenty minutes. 

The $11,000,000 structure, Manhattan’s 
first post-war skyscraper, was started in 
October, 1948, and completed within 
eighteen months, one month earlier than 
expected and at less than the budgeted 
cost. 

MONY moved into the building in 
May, 1950. The building quickly became 
a prominent landmark in New York City 
with the addition in August, 1950, of 
the big illuminated Weather Star which 
changes color to signal metropolitan 
weather forecasts. 

Mutual of New York formerly had 
occupied quarters at 34 Nassau Street 
for nearly 70 years. This property was 
sold to the Guaranty Trust Company 
shortly after MONY vacated. Recently 
Guaranty resold it to the Chase-Man- 
hattan Bank. 





ooking for a 


real “Special” Policy? 


—— 


Midland Mutual Life Names 
Trasin Agency Secretary 


Appointment of David T. Trasin as 
agency secretary has been announced by 
Charles E. Sherer, director of agencies 
for Midland Mutual Life of Columbus 
Mr. Trasin assumes his new duties after 
more than three years in the agency 
department of the company. Since Sep- 
tember, 1952, he has served as editor oj 
Field Notes and The Builder, the com. 
pany’s two field publications. 

A graduate of Ohio University, Mr, 
Trasin was associated with the insur. 
ance division of the Veterans’ Adminis- 
tration prior to joining Midland Mutual, 





General American Record 


General American Life, St. Louis, set 
a new monthly production record jy 
March, shattering by 7% a previous all- 
time high that had stood only since 
November, 1954, and topping by 35% 
business submitted in March of 1954, 

The record set with March written 
business resulted in a new campaign 
record for General American Life as a 
six-week “Spring Fiesta” contest ex- 
ceeded the previous high for a campaign 
of similar length by fourteen percent, 

President Powell B. McHaney pointed 
out that the record-breaking March: pro- 
duction was a result not only of a num- 
ber of new agency appointments in 1955 
but of the development of existing agen- 
cies in all parts of the country. 









A 
Xe 


The “Special” Whole Life Paid Up at 70— 


one of Postal’s newest policies — has Brokers 







and Surplus Writers in raves. The-premium is 






so low, you’d expect it to be a preferred policy 
— but it’s written substandard to 500%! 







Better than Ordinary! At younger 






ages, premiums are lower than 






Ordinary, net cost is better, retire- 






ment and paid up values are 





higher. Term can be added — giv- 





ing Quadruple Protection! Com- 






missions on term riders same as on basic 


policy! 








Look up your nearest Postal General Agent! 
Check on this plan — and on Postal’s field | 


service — today! 
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Massachusetts Mutual’s 
Sales at Record High 


COMPANY’S QUARTERLY REPORT 





Over $36,000,000 Paid to Policyholders 
and Beneficiaries; Over $4,500,000,000 


Now in Force ' 





Massachusetts Mutual Life disbursed 
over $36,000,000 to policyholders and their 
beneficiaries during the first three 
months of 1955, President Leland J. 
Kalmbach told the company directors at 
their quarterly meeting. Of this total, 
$7,762,000 represented death claims re- 
ported on 1,231 policies, while the bal- 
ance went to living policyholders and 
beneficiaries in the form of endowments, 
annuity payments, disability claims, divi- 
dends, and other benefit payments and 
settlements. 

The company had premium income of 
$44,337,000 during the quarter, and in- 
come from interest, dividends and rents 


amounted to $15,916,000. 
Activity in Investment Field 


The president’s report indicated con- 
siderable activity in the investment field, 
as $74,358,000 of new money was invested 
in securities, mortgage loans and real 
estate at a gross yield of 4.21%. Of 
this amount, $59,580,000 was in bonds and 
stocks at 4.11%, $14,065,000 in mortgage 
loans at 4.66%, and $713,000 in real es- 
tate at 4.51%. 

As of March 31, Massachusetts Mu- 
tual’s total portfolio included $1,210,736,- 
000 invested in bonds and stocks at a 
gross yield of 3.67%, $426,432,000 in 
mortgage loans at 4.31%, and $40,617,000 
in real estate. The company’s outstand- 
ing commitments for investments were 
the greatest in its history and amounted 
to approximately $215 million. 

Sales of life insurance were at a rec- 
ord high and showed nearly a 41% over- 
all increase over the same period a year 
ago. New business for the first three 
months totaled $188,685,000, with Ordi- 
nary sales amounting to $154,531,000 and 
Group sales to $34,154,000. Led by the 
Yates-Woods Agency of Los Angeles 
with $8,025,000, 56 agencies delivered 
over $1 million of Ordinary life insur- 
ance, compared with 43 for the same 
quarter last year. Sixty-nine of the 91 
agencies had sales increases, with nine, 
headed by the Lizotte Agency of 
Newark, showing an increase of over 
$1,000,000. 

The company now has over $4,500,000,- 
000 of life insurance in force, and all 
but one of the agencies increased in size 
during the quarter. Ordinary insurance 
in force totaled $3,920,877,000, and Group 
insurance, $597.554,000. The largest 
agency is the Simon Agency of New 
York City, closely followed by the Yates- 
Woods Agency. ; 


B.M.A. Sun Valley Meeting 


_ Business Men’s Assurance Co. held the 
irst of two 1955 all-star conventions at 
Sun Valley, Idaho, May 1-4. Over 260 
leading representatives and their wives 
trom 13 western states were guests of 
the company at the famous Idaho resort. 
These salesmen qualified for the meet- 
ing on the basis of their production since 
the last all-star meeting in 1953. in 
Kansas City. 

Principal speakers addressing the 
meeting included J. C. Higdon, presi- 
dent, H. G. Horn, manager of the Port- 
land branch office, Vice Presidents J. 
W. Sayler and W. D. Grant and several 
of the company’s leading producers. 

B.M.A.’s second all-star meeting will be 
held July 17-21 at Grand Hotel, Mack- 
inac Island, Mich., and will be attended 
by approximately 300 eastern All-Stars 
and their wives. 





OCCIDENTAL ASST. MANAGER 

Michael J. Kack, former agent and 
unit supervisor for Penn Mutual Life, 
has been named assistant manager of 
Occidental Life of California’s Westlake 
branch near San Francisco. Mr. Kack 
joined his former company in 1949, 





Liner & Co. Agency, Boston, 
Broadens Profit Sharing 


An enlarged profit sharing plan has 
been put into effect by the John Liner 
& Co. agency, Boston, in which all 
employes will participate in the profits 
of the firm. A percentage of net profits 
after taxes is paid into a fund each year. 
Under the Federal tax law this cannot 
exceed 15% of the annual compensation 
paid to employe members. Members 
invest 1% to 5% of their own earnings. 
Employer and employe contributions are 
paid to the Old Colony Trust Co. as 
trustee. 

Benefits accrue to each member ac- 
cording to the number of years he re- 
mains with the company. Benefits are 
payable upon retirement, upon total dis- 
ability, or upon death of the employe. 
In case of hardship, members can _bor- 
row against their share. 

All employes at least 25 years of age, 
who have been with the Liner organiza- 
tion for at least two vears, automatically 
become members of the plan. Upon re- 
signing from the company, an employe 
receives all of his personally invested 
share, plus his “vested” share of profits. 


' In case of leave of absence, layoff, or 


military service, an employe continues 
to get credit for continuous service. 
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MANHATTAN LIFE 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 








Central Standard Names 
H. D. Tracey, C. B. Norton 


President E. H. Henning of Central 
Standard Life announced the appoint- 
ment of Herman D. Tracey and Charles 
B. Norton as superintendents of agen- 
cies. These appointments are further 
steps in the agency building program of 
the Central Standard Life. 

Both men started in the life insur- 
ance field in 1947, Mr.. Tracey with the 
Equitable Life of New York, Mr. Nor- 
ton with the Equitable of Iowa. 

Mr. Tracey is a CLU and a graduate 
of the LIAMA managers school. Prior 
to his affiliation with the Central Stand- 
ard Life he was with the Ohio National 
Life. 

Mr. Norton became an agency super- 
visor after a successful career as a per- 
sonal producer. In 1951 he joined Guard- 
ian Life as manager. 


Midwest Medical Directors 
To Meet in Chicago in Nov. 


The Midwest Medical Directors’ As- 
sociation, formed of life insurance com- 
pany doctors from five states, will meet 
in November at Chicago for its second 
program. R. N. Chattin, medical director, 
Federal Life, is local chairman of ar- 
rangements. 

The doctors held their first meeting 
in Cincinnati April 22. Joseph Wilber- 
ding, guest speaker, and a round-table on 
problems common to those _ present 
formed the program. 

Officers of the newly formed associa- 
tion, which includes 41 members from 
life companies in Indiana, Illinois, Ohio, 
Kentucky and Tennessee, are: Dr. John 
S. Pearson, American United Life, presi- 
dent; Dr. John L. Humphreys, Lincoln 
National Life, vice chairman, and Dr. 
William F. H. O'Neill, 


secretary-treasurer, 


Franklin Life, 








Nonparticipating Insurance 
Participating Insurance 


Accident & Sickness Insurance 


— including Noncan, Commercial, 
Deductible Hospital, and 
Major Medical 
















BROAD 


INSURANCE COVERAGE 


Income Disability 


Flexible Family Income Plans 


The 


Juvenile Insurance 
Special Low Cost Plans 
Retirement Plans 


Mortgage Redemption 


Impaired Risk Service 

Wide Age Range 

Salary Savings Systems 

Supplemental Term Riders 

Pension Plans 

A full line of Group Coverage 
LNL Is Geared To Help Its Field Men 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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J. B. MacWhinney Agcy. 
Holds Sales Seminar 


IN ASBURY PARK TWO DAYS 





Newark Agency of John Hancock Spon- 
sors Special Meeting for 
Production Staff 





A special two-day sales seminar was 
held for the production staff of the J. 
Bruce MacWhinney agency, John Han- 
cock, Newark, at Asbury Park, N. J., 
last week. Representing the home office 
at the meeting, which was sponsored en- 


tirely by the MacWhinney Agency, was 





MacWHINNEY 


J. BRUCE 


Ek. Wayne 


ent of 


Wood, 


agencies, 


assistant superintend- 
who presented awards 
for outstanding production at the eve- 


ning banquet to agents William Schnei- 


dewind, Jr., Hugo Lester, Frank Dun 
ham, Harry Levine, Leonard Tepper, 
Anthony Mancuso, William Carmel, and 


in absentia, Lawrence Kroner and Ned 
Litwack. Mr. Wood substituted for R. 
Radcliffe Massey, Hancock 


president, who was unable to 
to illness. 


John vice 


attend due 


Other speakers, in addition to J. Bruce 
MacWhinney, general agent, and Ken- 
neth W. MacWhinney, associate general 
agent, who acted as master of cere- 
monies for the entire program, were 
Anthony Klug, John Hancock, Roches- 
ter, N. Y.; Calvert Hall, MDRT mem- 
ber, The Prudential; John Desmond, 
John Hancock, Rochester; John R. 
Schrumpf, Acacia Mutuai, Newark; 
Benjamin 3rewster, John Hancock, 
Rochester; Edgar Levesque, associate 


general agent of the MacWhinney 
agency, and Bruce Smeltzer. 
Anthony Klug, moderator at a panel 


discussion, explained the two main areas 
in which a salesman had to succeed. 
One was the mechanical area, and the 
other was the psychological area. Mem 
bers of the panel included successful 
agents, who explained “How | Do the 
Job.” Calvert Hall told of his 
in the field almost entirely on the 
of “cold” canvassing. John Desmond ex 
plained how he operated as a 


success 


basis 


“package” 


salesman primarily among young single 
men, using the idea of an endowment 
at age 05 as a savings plan Bruce 
Smeltzer told of his method of opera 
tion in the rural market. John Schrumpf 


told of his success as a simple program 


mer. Despite the fact that he fet col- 
lects a premium with an application, he 
practically never has a “not taken” 
policy. Benjamin Brewster explained 
how he operates among young married 


National Life of Vt. Has 
16% First Quarter Gain 


Directors of National Life of Vermont 
heard President Deane C. Davis report 
the highest first quarter sales in the 
history of the 105-year-old company. 
Sales made by its 60 general agencies 
throughout the country totaled $48,787,- 
141, an increase of nearly 16% compared 
to the corresponding period last year. 

Directors elected Robert C. Morrow 
an officer of the company with the title 
of assistant actuary. Before joining Na- 
tional Life two months ago, Mr. Morrow 
Was associate actuary for three years 
of Farm Bureau Life in Columbus. 
After graduating from the University of 
Manitoba in 1946, Mr. Morrow joined 
the actuarial department of Confedera- 
tion Life Assurance in Toronto and 
later became an officer of that company 
with the title of assistant actuary. He 
is a Fellow of the Society of Actuaries. 





couples, after which he gave some very 
profound thoughts concerning the phil- 
osophy underlying the life insurance 
career agent. 

Messrs. Desmond, Smeltzer, and 
3rewster have all been in the business 
less than two years. Calvert Hall is 
just completing his third year. John 
Schrumpf will have completed five years 
in July. Mr. Hall produces better than 
a million dollars a year, while Mr. 
Schrumpf and Mr. Brewster are ex- 
ceeding three-quarters of a million. Mr. 
Desmond and Mr. Smeltzer have an an- 
nual production of about $500,000. Each 
of these men has averaged about two 


apps a week and in some cases the 
average is nearer three a ieck, 
May 1 marked the sixteenth anni- 


versary of J. Bruce MacWhinney as 
general agent of the company. The pro- 
duction staff of the agency conducted a 
special six-weeks drive in honor of the 
occasion, which resulted in a testimonial 
being presented to him in the amount 
of $1,902,757 of written business. 




















“As Faithful as 
Old Faithful’ 







PROFITABLE GENERAL 
AGENCY OPENINGS NOW 
AVAILABLE 


Write to the 
Agency Secretary 








. PRODUCERS HAVE ENJOYED THE 
ing ‘uae COMPETITIVE ADVANTAGES OF: 


Low Net Costs 

Flexible Settlement Options 
Net Level Premium Reserves 
A Strong Surplus 


For 50 years, Mutual Trust has been soundly and 
economically managed on a purely mutual basis 
for the benefit of its policyholders. 

In both large metropolitan areas and in smaller 
cities, Mutual Trust general agents are operating 
successfully in: 





LIFE INSURANCE COMPANY 
135 $ 


G. A. Cronk, General Agent 


In Vermont for Occidental 


Occidental Life of California has 
opened its first general agency in Ver- 
mont in Burlington and named George 
A. Cronk, CLU, general agent in charge. 

Mr. Cronk takes over his new post 
after eight years there as special agent 
for New York Life. Prior to joining 
New York Life, he was a supervisor at 
Bell Aircraft’s Burlington plant. 

A native of New York State, Mr. 
Cronk is a graduate of the University 
of Pennsylvania. In 1953, he was a di- 
rector of the Burlington Association of 
Life Underwriters, and is currently vice 
president and treasurer of the St. Paul’s 
Men’s Club, committee chairman of the 
Eihan Allen Club, and a member of the 
Masons and the Burlington Chamber of 
Cumme:ce. 


Robert H. Flynt Dies 


Robert H. Flynt, retired vice president 
of Union Central Life, died recently at 
his home in Mt. Lookout, Cincinnati. 
He was 68 years old. Mr. Flynt, elected 
vice president in 1947, retired last De- 
cember after 46 years with Union Cen- 
tral. He joined the company in 1908 as 
a clerk in the insurance department, 
shortly after his graduation from Am- 
herst College. 

He served as manager of the corre- 
spondence, inspection and _ policy divi- 
sions before being advanced to supervisor 
of applications in 1930. Two years later 
he was elected assistant secretary and 
later became assistant vice president and 
assistant secretary of the company. 

Mr. Flynn leaves his wife, Mrs. Wynn 
Bates Flynt; two daughters, Mrs. Har- 
riet Schmidt and Mrs. Perry Phinney, 


three sisters, Miss Esther H. Flynt, Miss 
Olivia C. Flynt and Mrs. John Marshall; 
and one grandchild. 





Cal., Conn., la., Ill., Ind., Mass., Me., 
Mich., Minn., N.H., N.J., N.Y., N.D., 
Ohio, Pa., R.I., Vt., Wash., Wis. 





Wha UGE 


LA SALLE STREET, CHICAGO 





Mutual Benefit to Hold 
Property Planning Workshop 


A Property Planning Workshop will : 
held May 18-20 by Mutual Benefit Life 
Newark, at the Statler Hotel in Cleye. 
land. Twelve company representatives 
will attend the three-day sessions 
participate in discussions on estate anj 


business insurance problems and em. 
ploye benefit plans. 

Director of Advanced Underwriting 
Services George B. Gordon and Assistan; 
Counsel James C. Wriggins, both of the 
home office, will direct the workshop, 

Those who will attend are: Thomas 
A. Card, CLU; Robert Cisar, CLU; Wil. 
liam H. Farmer, Jerome N. Halle, Wal. 
ter C. Locke, Laurance W. McDougall 
CLU, general agent; Rodney B. Miller, 
Joseph C. Palmer, Edward Y. Warren, 
Frederick N. Winkler, and Frederick P. 
Winkler from the Cleveland Agency, and 
Wallace H. King, Cincinnati. 





Columbian National Life 
President’s Club Meeting 


With a record membership up 100% 
over last year, Columbian National Life's 
1955 President’s Club met in Bermuda 
recently for its annual conference. Pres. 
ident Julian D. Anthony welcomed §& 
people including club members and their 
guests to the Elbow Beach Surf Club. 

Business sessions were forum discus- 
sions of business insurance and tax prob- 
lems of Club members, moderated by 
C. C. Robinson, vice president. 

The 1955 President’s Club membership 
is made up of agents representing 19 
of the company’s agencies. Qualification 
was based on a half-million dollar pro- 
duction during a 12-month period. 





Midland Mutual Awards 


Winners of the President’s Award for 
1954 have been announced by Midland 
Mutual Life, Columbus. They are Tice 
& Associates, Columbus general agency, 
and the Randall Yeager agency of War- 
saw, Ind. 

The President’s Award goes annually 
to those Midland Mutual general agen- 
cies doing the most outstanding work 
over the past year in agency building 
and development. Plaques emblematic 
of this achievement were presented to 
the 1954 winners at the company’s 
Spring Management Conference in 
Granville, Ohio, on May 5. 





On Life Ins. Co. of Ga. Board 


J. Lon Duckworth, vice president and 
general counsel, and Bruce Batho, vice 
president and actuary, Life Insurance 
Co. of Georgia, have been elected direc- 
tors. 

Mr. Duckworth, a civic and church 
leader, has been ‘with Life of Georgia 
since 1942. He was general attorney for 
12 years and last May was elected’ vice 
president and general counsel. Mr. 
Batho became associated with the com- 
pany in 1944; was named vice president 
and actuary in 1954. He is a former 
president of both the Southeastern and 
Chicago Actuarial Clubs, and a member 
of the American Society of Actuaries. 





Equitable Life of Iowa 
Sets Four-Month Record 


New life insurance paid for in the 
Equitable Life of Iowa during the first 
four months of 1955 totaled $48,564,815, 
representing the largest first four months 
in the 88-year history of the company. 
This four-month record represented an 
11.3% gain over the same _ period in 
1954, and brought life insurance in force 
to a new high of $1,385,535,618. 

The Chicago agency, Griffin, Ingram 
& Pfaff, general agents, placed first 
among all agencies throughout the 
country. 
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Adam Heads Pa. Federation 


Malcolm Adam, president, Penn Mu- 
tual, has been elected president of Insur- 
ance Federation of Pennsylvania. Ken- 
neth B. Hatch, president, Fire Associa- 
tion of Philadelphia, is the new first 
vice president. Secretary- -manager and 
general counsel is Homer W, Teamer of 
Philadelphia. Chairman_ of executive 
committee is John A. Diemand, presi- 
dent, North America Companies. 





Southern Round Table 
Of LAA Meets in Dallas 


Current developments in the selling of 
life insurance were emphasized in ad- 
dresses and discussions during the 26th 
annual meeting of the Southern Round 
Table of_the Life Advertisers Associa- 
tion in Dallas, May 2-3. Some 60 rep- 
resentatives of member companies at- 
tended the sessions. 

Lotlin E. Harwood, director of public 
relations, Southwestern Life, was ad- 
vanced to chairman to succeed Marion 
L. Davis, Provident Life & Accident, 
Chattanooga. Other new officers are: 
Vice chairman, Harry E. Nelson, Life & 
Casualty of Nashville, and secretary, Jay 
C. Leavell, Guaranty Savings Life, 
Montgomery, Ala 

Theme of changing conditions or the 
“New Look” in the life insurance busi- 
sounded by Charles K. 


ness was 
Reid, CLU, consultant for the Agency 
Management Association, who spoke 
on “Look Out—Greater Competition 


He pointed to the rising tide 
of special policies now being offered, 
predicted that many more companies 
would enter the special policy field, and 
said that it indicated a trend away from 
selling for needs to selling on a basis of 
cost. 

Mr. Reid also dwelt on the point that 
the percentage of savings going into life 
insurance is remaining constant whereas 
there has been a sharp increase of 
money spent for other investments. 

Other major program features in- 
cluded a workshop on “Public Rela- 
tions,” led by Al Richardson of the Life 
of Georgia; a panel on “Promotion in 
Action,” with Don B. Parkinson, CLU, 
Southwestern Life, as chairman, and a 


Ahead.” 


talk on “Opportunities in Life Insurance 
Advertising,” by A. H. Thiemann, vice 
president of the New York Life and 


president of the Life Insurance Adver- 
tisers Association. 





Solomon Huber Agency 


Reports Substantial Gains 

The Solomon Huber Agency of Mutual 
Benefit Life in New York, which led the 
company for the first quarter of this 
year as well as for the month of March, 
reports that April business of $1,303,693 
is substantially ahead of April, 1954. As 
of the end of the month total paid vol- 
ume stood at $5,436,380 exclusive of an- 
nuities, term riders and group (which 
the company does not write). Average 
premiums amounted to $45 per thousand. 

Outstanding records are being com- 
piled by David Adelman, Henry Ber- 
kowitz, Joseph Handschu, Stanley Lam- 
pert and Bernard Mayer as leaders in 
volume. The latter two associates are 
noted athletes who have achieved promi- 
nence as shot putters. Mr. Adelman is 
also a former national shot put champion 
and Georgetown University football star. 
Messrs. Berkowitz and Handschu were 
formerly lawyers. 

Except for annual reviews, practically 
ul business has emanated from the use 
of the Analograph and Estatology, the 
agency’s own copyrighted and registered 
procedure. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 











Campbell-Allsopp Careers 


(Continued from Page 6) 


in paid new business. During World 
War II he was a colonel in the adjutant 
general’s office. In May, 1945, he was 
transferred to the Newark agency where 
he made an outstanding record. He was 
elected vice president of the company in 
June, 1952, at which time his agency was 
paying for $30,000,000 a year. 

Ernest S. Allsopp, a native of Newark, 
received his higher education in Cornell 
University, Wharton School of U. of P., 
New York University and American In- 
stitute of Banking. Joining Farmers 
Loan & Trust Co., New York, he was 
assigned to credit analysis and a year 
and a half later went with the Chemical 
Bank of New York continuing in credit 
work. Moving to Florida, and with 
Thacher-Allsopp Corp. there, he did a 
general real estate business. He was ap- 
pointed Florida mortgage loan manager 
of Prudential and then made manager 
of the New England office in Boston 
with reference to mortgages and in 1945 
went to home office as supervisor of all 
city loan applications coming to Newark 
from the field offices. A number of pro- 
motions followed, including being made 
manager of real estate investment pur- 
chases and industrial loans. He was 


AMM OO 
EVERYONE’S TALKING! 


OUR GENERAL AGENTS— 
about Crown Life’s 


© Lower Rates. 
@ New Policy Plans. 
© Greater Opportunities. 


about Crown Life’s 


they need. 
POLICY OWNERS— 
about Crown Life’s 
© Low Cost Protection. 


ment. 
@ Our outstanding record. 


Licensed in: Alabama, Alaska, 
Columbia, Florida, 
Maryland, Michigan, 


Georgia, Hawaii, 


Minnesota, 


Texas, Vermont and Washington. 





BROKERS and SURPLUS WRITERS— 


e Ability to provide the extra services; 


© Understandable Policies of achieve- 


For comparisons at a glance—ask for Crown Life’s dial-a-rate card— 


rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN 
INSURANCE COMPANY 


Home Office, Toronto, Canada 
OVER ONE BILLION IN FORCE IN OUR 54th YEAR 


Arizona, Arkansas, California, Colorado, 
Idaho, 
Mississippi, 
North Dakota, Ohio, Oregon, Pennsylvania, Puerto Rico, South Carolina, Tennessee, 
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Lillian Joseph’s New Post 

Lillian L. Joseph of Home Life has 
been elected president of the New York 
City Federation of Women’s Clubs. One 
of best known women agents in the 
country she was chairman of Women’s 
Quarter Million Dollar Round Table and 
of women’s committee, NALU and has 
been president of Life Insurance Women 
of New York. She is vice president of 
New York League of Business Women 
and is on executive committee of Greater 
N. Y. Girl Scouts Council. 





elected second vice president in 1947 
and in February, 1953, was named as 
second ranking executive for South- 


Central home office. 










LIFE 


District of 


Indiana, Kansas, Louisiana, Maine, 


Missouri, New Jersey, New Mexico, 





Stalson Founds School 
(Continued from Page 1) 


Harold J. Minnesota 
Mutual. 


Deane C. 


Cummings, president, 


Davis, president, National Life. 


Ralph R. Lounsbury, president, Bankers Na- 
tional. 

. W. Manning, managing director, Great- 
West Life. 


James A McLain, president, Guardian Life. 
H. Bruce Palmer, president, Mutual Benefit 
Life. 


Fabian Bachrach 
1. OWEN STALSON 


State Mutual. 
Connecticut Gen 


LOMA 


director, 


Hl. Ladd gore 

Frazar B. Wilde, 
eral. 

Frank L. Rowland, managing director, 

Charles J. Zimmerman, managing 
Agency Management Association. 

The advisory board of the new school 


will include: 


president, 
president, 


Dudley Dowell, executive vice president, New 
Yor! ife 

Clyde F. Gay, vice president, John Hancock 

John Hill, vice president, New England 
Mutual. 


L. Douglas Meredith, executive vice president, 
National of Vermont. : 
George Wilgus, manager of 


tual of New York. 
Some Who Will Teach and Lead 


Discussions 


personnel, Mu 


participants as teachers and 
discussion leaders in the 1955 seminar 
in Life Company Management will be 
George T. Conklin, Jr., vice president, 
Guardian Life; Robert Kieffer, assistant 
vice president, Metropolitan Life; and 
E. Donald Hyer, assistant personnel di 
rector, Mutual Life of New York. 

In addition to the morning classes of 
lectures and organized discussion, and 
afternoon sessions of informal discussion 
under faculty leaders the seminar mem- 
bers will have op portunity each week to 
hear views of a “headline speaker” who 
will address them on a topic closely re- 
lated to the week’s class work. Among 
such speakers will be Holgar J. Johnson, 
president, Institute of Life Insurance, 
and Charles J. Zimmerman. 

The seminars will emphasize top man 
agement responsibilities for long-range 
planning, organization, management de- 
velopment, control measures and coordi- 
nation, 


\mong 
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U. S. LIFE GROUP PLAN 





Writing True Group Plan for 

Employers With As Few As 
10 to 24 Employes 

United States Life has announced that 
they are now writing a true Group life 
insurance plan for employers with as few 
as 10 to 24 employes. Specially designed 
by U. S. Life, the plan features all of 
the advantages heretofore limited to 
groups with 25 or more employes and is 
sold at standard Group rates except for 
the usual occupational ratings. 

Features of United States Life’s “10-24” 
plan, as announced by Fred O. Becher, 
Group vice president of the company, 
include the following: 

1. Automatic (non-medical) coverage 
up to $5,000. Up to $10,000 will be ac- 
cepted upon home office approval. 

2. Standard Group rates. 

3. Conversion privilege. 

4. Waiver of premium. 


Now 


In addition, there is also available to 
the 10-24 size groups accidental death 
benefit law coverages. Of interest to 


brokers and agents will be the new 10% 
commissions paid on 10- ap- 
plicable for both first and plo years. 

To make the selling of the plan easier, 
a new, simplified accounting system for 
employer-clients will go into effect with 
each case. It minimizes the administra- 
tive detail thus reducing handling costs 
for the plan. The issuance of cases has 
also been streamlined and speeded up so 
i obtain the 





that it is now possible to 

written policies within a few days after 
receipt of the application, Mr. Becher 
said. 


An advantage in Group selling aids is 
incorporated in United States Life’s sales 
technique which allows the agent or 
broker to bind the company to the risk. 
This automatic binding privilege, a high- 
light of the company’s “Sales-Robot,” is 
applicable to the “10- 25” Group life in- 
surance plan if the case is “non-con- 
tributory”’—where the employes are not 
required to share in the cost of the 
insurance. 


Connecticut General Opens 


Davenport District Office 
Connecticut General Life, Hartford, 
has opened a district office in Daven- 
port, Iowa. The office will be located in 
the First National Building, and will be 
managed by Louis P. Kruzick, formerly 
assistant manager of the company’s Des 
Moines branch office. 

Connecticut General maintains six offi- 
ces in Jowa under the overall direction 
of Charles A. Holman, manager of the 
Des Moines branch office. In addition 
to the new Davenport office, there are 
district offices in Sioux City, Waterloo, 
Cedar Rapids, and Burlington. 

Mr. Kruzick has been with Connecticut 


General since 1950, and has qualified 
each year for the company’s honor roll 
for agents. He has also been a member 


of the President’s Club, Connecticut Gen- 


eral’s top prestige group for agents who 
have outstanding records in both sales 
performance and quality of service to 
clients 


Midland Mutual Conference 


“Keys to Greater Achievement” in the 
field of agency development was the 
theme of "shee Midland Mutual Life’s 
spring management conference held in 
Granville, Ohio, May 4, 5 and 6. 


\pproximately 60 home office staff mem- 
and general agency personnel were 
in attendance. 


bers 


\mong the subjects covered were re- 
cruiting, induction, sales promotion, 
agent financing, underwriting and mo- 


rale and motivation. Featured speaker 
Was Stuart Ferris, senior consultant of 
the Life Insurance Agency Management 


Association. 





HEADS TOLEDO AGENCY 
Boyd Montgomery has been appointed 
agent in charge of the Toledo, Ohio, 
agency of Ohio State Life. He succeeds 

James E. Krause who has resigned. 


Dougherty President of 


Life Counsel Association 
Charles G. Dougherty of Metropolitan 
Life, one of the nation’s outstanding 
figures in insurance law and relations 
between insurance companies and State 


CHARLES G. 


DOUGHERTY 


Insurance Departments, was this week 
elected president of Association of Life 
Counsel at its meeting in 
Greenbrier Hotel, White Sulphur Springs. 
Francis V. Keesling, Jr., first vice presi- 
dent and general counsel, West Coast 
Life, was elected vice president. Three 
new members of the executive committee 


Insurance 





Against Bricker Amendment 


Devereux C. Josephs, chairman, New 
York Life, is one of the sponsors of the 
Committee for Defense of the Constitu- 
tion by Preserving the Treaty Power. 
It is opposing the Bricker amendment 
to limit the President’s treaty-making 
power. Chairman of the committee of 
sponsors is Gen. Lucius D. Clay, former 
commander-in-chief of the U. S. forces 
in Europe. 





are John W. Fishback, general counsel, 
Minnesota Mutual; B. M. Anderson, vice 
president, Connecticut General, and John 
J. Magovern, Jr., vice president, Mutual 
Benefit Life. 
Career of Mr. Dougherty 

A graduate of University of Virginia 
Mr. Dougherty joined Metropolitan as 
an attorney in the law division and later 
became associated with the office of the 


late Charles G. Taylor, Jr., beginning 
when the latter was executive vice 
president. 


In World War II Mr. Dougherty was 
an executive and operations officer in 
Scouting Squadron 36 of the Atlantic 
Fleet. Following his promotion to lieu- 
tenant commander he was transferred to 
Carrier Air Group 85 as administrative 
and assistant operations officer and was 
assigned to the aircraft carrier Shangri- 
La which participated in the Okinawa 
and other Pacific campaigns. With rank 
of commander he returned to Metropoli- 
tan as assistant general counsel in Feb- 
ruary, 1946; was elected second vice 
president on January 1, 1951. For some 
time he was secretary-treasurer of the 
Association of L. I. Counsel. Mr. Dough- 
erty is a vestryman in the historic Grace 
Church, Broadway and Eleventh Street. 
















































"Aladdin weve a- 
Fold underwriter, could 


he wish 2 for MORE! 


1. A fast growing, progressive company. 

2. A definite plan for advancement. 

3. Anew and modern contract. 

4. A liberal financing plan. 

5. A bonus of $1.50 per thousand on paid 
business for NQA winners. 


6. A bonus of $550.00 for receiving 
C. L. U. designation. 












































Write: G. Frank Clement, 














Vice President in Charge of Agencies 
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Roanoke 10, Virginia 
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INC. 


Paul C. Buford, President 


Mutual of N. Y. Starts 


Regional Conferences 


Officials of Mutual Life of New York 
this week began a series of business 
conferences with a record-high number 
of top-ranking field representatives 
from all over the United States and 
Canada. Under discussion is the com. 
pany’s insurance program for 1955, 

More than 800 underwriters who 
qualified for the Top Club and National 
Field Club, Mutual of New York honor 
groups, will participate in five meetings 
with company officials including Louis 
W. Dawson, president ; Lewis W. Doug. 
las, chairman of the board; Roger Hull, 


executive vice president; Stanton G, 
Hale, vice president for sales; regional 
vice presidents D. D. Briggs, Frank B, 
Jackson and Edward E. Waller; Leland 
T. Waggoner, assistant manager of sales 


sunervising the Western division; and 
vice presidents Andrew C. Webster, 
Richard J. Learson and _ Clifford B 


Reeves; and Dr. Richard L. Willis, chief 
medical director. 

The series of conferences was led off 
by a meeting of more than 250 Top 
Club members this week in Victoria, 
B. C. On May 18 and 19, 126 members 
of the Western division of the National 
Field Club will meet with company offi- 
cials in Los Angeles. The conference 
will be under the direction of Mr. Wag- 
goner. 

On June 1 and 2, 130 members of the 
Southern division of the National Field 
Club will gather at Old Point Comfort, 
Va., for a conference directed by Mr. 
Briggs. Some 164 Eastern division mem- 
bers of the National Field Club will meet 
at Bretton Woods, N. H., on June 9 and 
10. Mr. Jackson will direct the confer- 
ence. 

The final conference in the series will 
be at Mackinac Island, Mich., June 17 
and 18, when 145 members of the central 
division of the National Field Club will 
hold a conference under the direction 
of Mr. Waller. 





Monarch Names C. L. Mack, 
P. F. Kolkman, J. H. Fee, Jr. 


Monarch Life of Springfield, Mass., 
has announced the promotions of Clinton 
L. Mack, Paul F. Kolkman and Joseph 
H. Fee, Jr., to the rank of general agent. 
All three started with Monarch as field 
underwriters and achieved their new 
positions through participation in Mon- 
arch’s management training program. 

Mr. Mack, a Monarch representative 
since 1942, becomes general agent in 
Phoenix, Ariz. Originally a field under- 
writer in San Francisco, he began his 
management training as supervisor in the 
Oakland agency. 

Mr. Kolkman, who has been with Mon- 
arch for seven years, is being promoted 
to general agent in Milwaukee. Joining 
Monarch as a field underwriter in Des 
Moines, Mr. Kolkman later was advanced 
to supervisor. 

Mr. Fee, Monarch’s general agent in 
Houston, joined the company in 1951 as 
a field underwriter in Kansas City. Prior 
to his appointment in Houston, he served 
as a supervisor in the Kansas City 
agency. 


David A. McDonald Retires 


David A. McDonald, purchasing agent 
for Pacific Mutual Life, after 45 years 
of affiliation with the company, retired. 
He joined Pacific Mutual Life in 1909, 
and within a comparatively short time 
became head of the purchasing and sup- 
ply department. 

C. Davis Poehler has been named as 
successor to Mr. McDonald. He went 
to Pacific Mutual in 1928, took time out 
during the war years to head the pro- 
curement facilities of a large southern 
California industrial firm, then returned 
to Pacific Mutual in 1950 as assistant 
to Mr. McDonald. 
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One of Harriman’s Advisers 
Leroy A. Lincoln, chairman, Metro- 
olitan Life, has been made chairman 
of the group of business advisers of 
Governor Harriman of New York. 





Allen-Pratt Agency Becomes 
The Harold G. Pratt Agency 


The John Hancock announces the ap- 
pointment of Harold G. Pratt as general 
agent at 225 Broadway, New York, suc- 
ceeding to the partnership of the late 
Edwin J. Allen and himself in the Allen- 
Pratt Agency, name of which has been 
changed to Harold G, Pratt Agency. Mr. 
Pratt joined the company at home of- 
fce in boston in 1917. Twelve years later 
he came here to be associated with the 
Harry Gardner agency as office mana- 
ger. lie was made_ assistant general 
agent in February, 1953, and in January, 
1945, was appointed associate general 
agent with Mr. Allen when the Gardner 
agency's name was changed to Allen- 
Pratt. Mr. Allen died a few weeks ago. 

John Hancock also announces these 
staff appointments in the Pratt agency: 
Joseph 1). Murphy and A. Robert Jacobs, 
associate general agents; Victor O. 
Hampil, office manager; Edward Scherd- 
ing and P. J. Smith, agency supervisors. 





Deans of Business Schools 
Visit Northwestern Mutual 


Over 100 business school deans and 
many of their wives were guests re- 
cently of the Northwestern Mutual Life 
at its Milwaukee home office when 
members of the American Association 
of Collegiate Schools of Business were 
there to attend the association’s annual 
convention. 

After a noon luncheon, they were wel- 
comed by Northwestern Mutual Presi- 
dent Edmund Fitzgerald, who also in- 
troduced the theme of the event: “What 
Northwestern Mutual looks for in and 
has to offer a college graduate.” The 
group was also addressed by Vice Presi- 
dents Philip K. Robinson and Grant L. 
Hill, CLU. Mr. Robinson spoke of op- 
portunities for the college graduate in 
the home office and the mortgage loan 
agencies and Mr. Hill, who is director of 
agencies, covered life underwriting op- 
portunities. A question and answer pe- 
riod and a tour of the home office 
wound up the program. 





J. F. Stark Heads Brokerage 
Agency of Conn. General 


Connecticut General Life announced it 
has opened a new brokerage agency in 
Portland Ore. The Portland office will 
serve as a life department for the in- 
dependent insurance broker. It is the 
sixteenth office established by the com- 
pany especially for general insurance 
men. 

The office will be located in the 
Broadway Building and will be man- 
aged by John F, Stark. 

Mr. Stark, a native of Cleveland, has 
ben with Connecticut General since 
1953. Prior to his appointment in Port- 
land he was associated with the com- 
pany’s Cleveland brokerage office. 





Annual President’s Month 
Of Indianapolis Life 


Waiter H. Huehl, president of Indian- 
apolis Life, will be honored by members 
ot the company’s field force during its 
annual President’s Month which extends 
from April 25 to May 31. A record goal 
of $6,000,000 has been established for the 
campaign this year, which is the com- 
Pany's golden anniversary year. This is 
the highest goal ever set for the com- 
Pany’s President’s Month. 

jop award for the campaign is the 
Walter H. Huehl Award, given to the 
leading individual producer for the five- 
weeks campaign. An award also will go 
to the leading agency, with additional 
recognition for leading agencies and in- 
dividuals in’ six regional districts. 








Dr. Lawrence G. Sykes Dead 


Dr. Lawrence G. Sykes, 67, prominent 
in life insurance medical circles, died 
in Bronxville, N. Y., his home, of a 
coronary, Monday night. 





Fabian Bachrach 
DR. LAWRENCE G. SYKES 


Dr. Sykes started his insurance-medi- 
cal career in Milwaukee where he be- 
came assistant medical director of North- 
western Mutual. In 1924 he became 
medical director of Connecticut General. 
From 1932 to 1937 he was medical di- 
rector of Life Extension Institute in 
New York City. After that he supervised 
medical activities of all agencies of 
Northwestern Mutual in this city and 
was a top-limit examiner for some other 
leading companies. During his career he 
was chairman, Hartford Medical Direct- 
ors Association, chairman of aviation 
committee and of medical section, Amer- 
ican Life Convention, and an officer of 
Association of Medical Directors of Life 
Insurance Companies. 

Upon his retirement as medical referee 
here for Northwestern he joined the 
agency of John Kellam Associates, Na- 
tional Life of Vermont, New Canaan, 
Conn., and New York City, and at time 
of his death was also medical director 
of Union Casualty & Life, Mt. Vernon, 
N. Y. He is survived by his widow, 
Gertrude Kasten Sykes, and two daugh- 
ters, Mrs. Alan H. Mathewson and 
Mrs. William M. Rohrer. 


TO INCREASE ITS CAPITAL 





Washington National Board Recom- 
mends It Be Changed from 
$10,000,000 to $15,000,000 
The board of Washington National 
Life of Evanston, Ill., has recommended 
to stockholders an increase in capital 
stock from $10,000,000 to $15,000,000. R. J. 
Wetterlund, chairman, said this increase 
is being recommended to keep the capi- 
tal structure in line with company’s 
growing business and to provide addi- 
tional safety margins for benefit of pol 
icyholders. At end of 1954 the company 
had total assets of more than $193,620,000 
and $1,092,000,000 life insurance in force. 
At end of 1954 the company’s total capi- 
tal, surplus and contingency funds were 

$43,455,000. 


ASSISTANT BRANCH MANAGER 
Rowland H. Stade, assistant brokerage 
manager in San Francisco for Occidental 
Life of California since 1951, has been 
named assistant branch manager there. 
Mr. Stade was an agent for Connecticut 
Mutual and assistant manager for New 
York Life prior to joining Occidental in 
San Francisco. He attended Northwest 
ern University, is an Air Force veteran, 
and a member of the San Francisco Life 
Underwriters Association. 





HEARD On The WAY 











To help America salute its hospitals 
during National Hospital Week (May 
8-14), Mutual Life of New York pre- 
pared a special script for its public 
health radio broadcast series, “Keep 
Healthy,” designed to bring to listeners 
a realization of what their local hos- 
pitals really mean to them and to their 
families. 

Titled “Symbol of Security,” the 15- 
minute dramatization of a medical emer- 
gency that might occur in any family 
gave emphasis to the benefits to be 
found in modern hospital care. A “tour” 
of a typical general hospital was given 
by the show’s fictitious “Dr. Barclay” to 
illustrate that, rather than a place to be 
feared, a hospital is a symbol of hope 
and help to those in need—a place of 
healing miracles. 

The script was written by Judith and 
David Bublick. The show was produced 
and directed by Chick Vincent, and 
starred Vinton Hayworth as Dr. Barclay. 
The special show was heard on WOR, 
MBS station in New York City on Sun- 
day evening, May 8. The Mutual Broad- 
casting System broadcast the show to 
member stations on Saturday night, 


May 7. 


Heart disease accounts for 42% of all 
deaths among its policyholders, The Pru- 
dential reported following a study of the 
causes of policyholder deaths. 

The study, based on an analysis of 
45,000 of the almost 400,000 Prudential 
policies on which death payments were 
made during 1954, shows heart ailments 
responsible for more deaths than the 
combined total of the next three major 
causes. 

These are: Cancer, 17%; cerebral 
hemorrhage, 7%, and _ accidents, 6%. 
Polio, although a frequent crippler, is 
responsible for only one-fifth of 1% of 
the deaths among the company’s policy- 
holders. 

During 1954, Prudential paid out in 
benefits $918,000,000. Of this, $630,000,000 
went to living policyholders, and $288,- 
000,000 to beneficiaries of deceased 
policyholders. 

Uncle Francis. 


Midland National Director 

_ Oran H. Kite, vice president of Repub- 
lic National Bank of Dallas, was named 
a director of Midland National Life to 
replace Gerald C. Mann, investment 


counseler of Dallas. 
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Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill. 










Hearthstone Insurance Co. of Mass. 


395 Commonwealth Ave. — Boston, Mass. 


Combined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 


Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 
President 









P. J. NOUD JOINS OCCIDENTAL 

Patrick J. Noud, former district man- 
ager for Guarantee Mutual Life in Eu- 
gene, Ore. has been named general 
agent there for Occidental Life of Cali- 
fornia. Mr. Noud, a native of Portland, 
Ore., and a graduate of the University 
of Portland, joined his former company 


in 1945. 
CROWN LIFE DIRECTOR 


J. U. Boyer has been named a di- 
rector of Crown Life Insurance Co., 
Toronto. 








nally 


In Pacific Mutual’s 
SELECTION Process 


helped Arthur K. 
Coty (Los Angeles) 
determine that he 
could succeed, and 
opened the way for 
his meteoric rise to 
top rank standing 
in the Big Tree 
Leaders Club with- 
in his first year, and 
to production lead- 
ership of the W. W. 
Stewart General 
Agency—one of 
Pacific Mutual’s 
foremost — in his 
third year. 


Quality 


is the dominant 
objective in all of 
Pacific Mutual field 
procedures. 
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Congress, 





SOME BULAU RECOM 
MENDATIONS 


One of the most common-sensed ob- 


servers of the property insurance scene 
is Alvin E. 


Bulau, assistant secretary of 


the Home Insurance Co. and a_ skillful 
practitioner of public relations. He gave 
some ideas in this connection at the 
annual meeting last week of the Louisi 
ana Association of Insurance Agents 
which was held at Edgewater Park, 
Mississippi. There he told the agents 
that a great need in the current property 
insurance business is for the insuring 


public to understand the real difference 
between quality and price. In his opinion 
he felt that the insurance agents of the 
nation have made a strong contribution 


to “quality” of coverage by reason of 


the fact that they are on the job week 
in and week out watching and protecting 
the the 
When a policy is written, the transaction 


changing needs of insured. 


is not closed just because it has been 
put on the books. The insured still has 
need for the insurance agent who is 
frequently a neighbor and immediately 
available, and sometimes that need is 
pressing and great. 

In his address Mr. Bulau_ indicated 
that this desirable end can also be 


advanced through the combined adver 


tising and public relations efforts of 
agents and companies. He added _ that 
the number of companies developing 
intense national advertising campaigns 


the 
local agent and the quality of the pro- 


stressing the superior services of 
tection he provides, is steadily growing. 
He that fail to 


capitalize fully on these efforts by 


found, however, agents 
not 
tying in their local advertising with the 
national programs of their companies. 
Mr. Bulau was also correct in saying 
that the 
their companies as they 


agents should closely review 


campaigns of 
appear in trade magazines and from 
them adapt personal programs designed 
to appear in local media simultaneously 
with the publication of the national ad- 


vertisement. He thought that the indus- 





communications 
such 


try’s over-all public 
greatly 


effort. 


would be enhanced by 


concerted 

Direct mail was not neglected by Mr. 
Bulau, who outlined a number of ideas 
for aggressive 
and successful agency direct mail pro- 


the maintenance of an 
gram. He reminded agents attending the 
convention that many of the more suc- 
cessful producers appropriate a portion 
of their income to a sales program of 
that nature. He also suggested that for 


added effectiveness, agents refer to 
themselves in all communications with 
the public as “your independent local 


agent,” a reference which should iden- 
tify agents as local independent business 
men, in contrast to the representatives 
who work on a salary basis for direct 
writers. 

talk Mr. Bulau 
maintained that security through insur- 


In concluding his 
ance would be in even greater demand 
in the years ahead and that local mer- 
chandising would be largely in the hands 
of agents. He said that if agents will 
“coordinate their individual efforts and 
keep their own public well informed of 
their advanced services, then there is no 
question of which type of 
merchandising will survive.” 


insurance 


Howard P. Maxfield, special agent in 
the southern department of the Factory 
Insurance Association, completed 25 
years of service with the organization 
on May 8, 1955. He joined the FIA in 
1930 as an underwriting clerk. Military 
service interrupted his career from 1942 
to 1945 and he returned to the Associa- 
tion upon his discharge from the Army. 
In 1948 he was transferred to the field 
and returned to the 
home office as an underwriting super- 
visor in 1949. He was promoted to spe- 
cial agent in the southern department in 


as an inspector 


1954. In recognition of his service, Mr. 
Maxfield was presented with a_ gold 
wrist watch by FIA management and 


admitted to the Pioneers’ Club, whose 
membership is made up of long-service 
employes. 






May 1. 





ANDREW M. ROLLINS 
Appointment of Andrew M. Rollins to 


director of group creditors’ insurance 
has been announced by The Prudential. 
Mr. Rollins, formerly associate director 
of consumer credit insurance, joined 
Prudential in 1929. He had been asso- 
ciated with the company’s Group sales 
office in New York when, in 1941, he 
transferred to the home office. 

Mr. Rollins is a graduate of Bowdoin 
College and a veteran of World War I. 
He is a trustee of the Rutherford Free 
Public Library, a past president of the 
Bowdoin College Club of New Jersey, 
and a member of the Upper Montclair 


Country Club. 
* x 


Joseph F. Lawler, chief qualifications 
examiner of applicants for agents’ and 
brokers’ licenses for the New York In- 
surance Department with which he has 
been connected for 30 years, will be 
guest of honor at a breakfast May 15 
given by Insurance Branch No. 21 of 
the Anchor Club of which he is or- 
ganizer and past president. Principal 
speaker will be Rev. John M. Corridan, 
S.J., assistant director of Xavier Labor 
School. He is known as the “waterfront 
priest,” his work on the New York 
waterfront being the subject of many 
articles also the inspiration of the Acad- 
emy Award movie, “On the Waterfront.” 


 * & 


John A. Newman, associate general 
agent in the L. A. Cerf, Jr., Agency of 
State Mutual Life in downtown New 
York, has been appointed to a committee 


on community planning in Richmond, 
Staten Island, by Borough President 
Albert F. Maniscalco. The committee 


will give its immediate attention to the 
planning problems connected with the 
proposed Brooklyn-Staten Island bridge 
over the Narrows. Mr. Newman is one 
of the leading citizens of Staten Island 
appointed to serve on the committee. 


* * * 


Seneca M. Gamble, advertising man- 
ager, Massachusetts Mutual Life, has 
been elected president of Faith Church 
Men’s Club, the largest organization of 
its kind in western Massachusetts. Pre- 
viously he was chairman of the publicity 
and program committees, first vice presi- 
dent, and executive committee member. 


* * * 


N. Murray Longworth, president of 
United Benefit Life of Omaha, appeared 
on an “Invest in America” TV forum, 
April 28, on WOW-TV with four other 
financial and industrial leaders of the 
city. 








Fred W. Soderberg, Jr., controlle 
Marsh & McLennan, Inc., Chicago, ha 
been elected to membership in the Cop. 
trollers Institute of America. Estab. 
lished in 1931, the Institute is a nop. 
profit management organization of ¢op. 
trollers and finance officers from | 
lines of business—banking, manufacty. 
ing, distribution, utilities, transportation 
etc. The total membership exceeds 4.44) 


* * * 


P. S. Bower, assistant general manager 
and treasurer of Great-West Life, lef; 
May 7 for Tokyo, Japan, where he yj 
represent Canada at a Congress of the 
International Chamber of Commerre 
May 16-21. Mr. Bower, director of the 
Canadian Chamber of Commerce in 1954 
is one of four businessmen chosen a 
official Canadian delegates to the 15} 
biennial Congress of the Internationa 
Chamber. He joined the other delegates 
in Vancouver and the party left from 
there for Tokyo, May 11. Following the 
Congress, the Canadian delegation will 
tour the Japanese cities of Kyoto, Osaka, 
Hakone, and Kamakura. They will leave 
Tokyo, May 27 and are scheduled ty 
return to Canada, via Hawaii, May 31, 


* * * 


Frank E. Westerberg, art director for 
the Life Insurance Agency Management 
Association, has received an award of 
meritorious distinction from the Boston 
Art Directors in their annual competi- 
tion for advertising and editorial art 
His winning entry, one of 26 of approx- 
imately 1,000 submitted, consisted of art 
work in the September issue of Mana- 
ger’s Magazine. The article accompany- 
ing the winning art work was “The 
Importance of Being Important,” a dis- 
cussion of the necessity of an agent 
having prestige, and what the manager 
can do to help his agents achieve this. 
The author is Fred B. Wiley, branch 
manager in Seattle, Wash., for Occiden- 
tal Life of California. 

i a 


Jens Smith, agency secretary of Pa- 
cific Mutual Life, is celebrating his 45th 
year with the company. Beginning with 
a minor clerkship in the Chicago gen- 
eral agency of the company, he was ad- 
vanced rapidly to the position of cashier 
of the agency, then became its auditor, 
and in 1916 was appointed general agent 
Next came a decade and one-half of 
agency building, with the result he was 
called to the home office as a member of 
the agency staff, the appointment later 
resulting in his heading the staff as 
agency secretary. 

* * x 


H. Ladd Plumley, president, State Mu- 
tual Life, has been elected to the ex- 
ecutive committee of the American En- 
terprise Association. This non-partisan 
association, which is supported by more 
than 200 of the country’s largest cor- 


porations and_ outstanding _ business 
leaders, compiles analyses of current 
legislative proposals and __ long-range 
studies of basic economic and_ social 
issues. Reports are then provided for 
government agencies and _ individuals, 
educators, newspaper editors and Ii 
brarians. 
* * * 


S. Dwight Parker, president of the 
Springfield Fire & Marine Insurance 
Co. has been elected a trustee of the 
American Foreign Insurance Associa- 
tion, replacing William A. Herbert, for- 
mer president of the Springfield Group 
and of AFIA. 


: *e we 


Britton Drew McConnell, son of In 
surance Commissioner F. Britton Mc 
Connell, is following his father’s foot 
steps, having opened an office in Los 
Angeles for the practice of law. 
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Any Insurance Men at Kentucky 
Derby? The Answer: Yes 


The most popular and most highly 
publicized horse race event in this coun- 
try is the Kentucky Derby annually run 
at Louisville, Ky. But it is something 
than a speed contest between 
horses. It is one of the top social events 
in the country. Many people rent homes 
in Louisville for the week to which they 
invite friends from many parts of the 


more 


country as guests. 

Among those attending the recent run- 
the Derby were a number of 
insurance people. Some, had arrived i 
the city earlier in the week to attend 
Zone 3 meeting of National Association 
of Insurance Commissioners and they 
remained over with accommodations ar- 
ranged by Commissioner Goebel of Ken- 
tucky and Spalding Southall, assistant 
manager of National Association of In- 
dependent Insurers, who is a former 
Kentucky Commissioner. The latter dis- 
pensed some unusually popular hospital- 
ity centering around the country hams 
which had been cooked and aged for two 
years by “Pappy”’—Mr. Southall’s father, 
and one whose skill in this direction is 
justly celebrated. 

Col. Leslie Miller, now a key official 
of Insurance Co. of Texas, and Mrs. 
Miller entertained at a barbecue at their 
home in the Indian Hills section. They 
expect to take up residence in Texas 
before long. 

Clinton L. Allen, 
(Fire) was in charge 
English, vice president and manager of 
First Kentucky Fire. Charles E. Becker, 
president of Franklin Life, flew there 
from Los Angeles and had in his box 
George Pickett, Mississippi manager of 
Franklin Life, and W. W. Chamberlin 
of Montgomery, Ala., southeastern man- 
ager of that company. Mr. Becker also 
worked in a dinner for the Louisville 
staff. 

J. Ray Kirchdorfer of Louisville looked 
out for the insurance contingent. He 
does considerable legislative work for in- 
surance. During Derby week, his 2-year- 
old-horse, named “J. Ray K.,” won a big 
race for 2-year-olds and Judge Kirch- 
dorfer is now reaching for the sky. 

Insurance Commissioners on hand in- 
cluded Robert Taylor, Oregon, Cyril 
Sheehan, Minnesota, Byron Saunders, 
Texas, and Benjamin Franklin, marine 
commissioner of Louisiana. Texans in- 
cluded C. W. Murchison, owner of At- 
lantic Life, Lamar Life and Midland 
National; Charles Sammons, chairman of 
Reserve Life of Dallas; Gus S. Wortham, 
American General, Houston; John M. 
erguson, Jr., president of Houston Fire 
and ( ‘asualty. 


ning of 


president of Aetna 
of Samuel O. 


Ge ge H. Moloney of Chicago, vice 
President of Hartford Accident, was 
sporting a nifty pair of binoculars. Not 


lar off was Dr. W. H. Timmons of Mon- 


















































ticello, Ind., who retired in 1947 as gen- 
eral manager of Hartford Live Stock 
Ins. Co., with his son W. M. Timmons, 
manager of Hartford Live Stock. 

y . Persson, president of Toplis & 
Harding- Wagner & Glidden, was there 
with John MacGregor, manager of Un- 
derwriters Salvage Co. of Chicago and 
Roy Manning, Louisville manager of the 
salvage company. 

Arthur Gallager, prominent Chicago 
agent and broker, was in the H. C. 
Fruehaf box, wanting rain, as the Frue- 
haf’s Derby entry, Blue Lem, was known 
as a mudder. David M. Martin of Mar- 
tin Bros. agency, Flint, Mich., was there. 

C. W. Leftwich, vice president of Farm 
Bureau Mutual Auto of ‘Columbus, O., 
was there with Mrs. Leftwich. 

Vestal Lemmon, general manager of 
National Association of Independent In- 
surers, and Newell Johnson, general 
manager of American Mutual Alliance, 
were keeping their eyes on each other. 

John Mylod, president of Pacific Na- 
tional Fire, and Mrs. Mylod were accom- 
panied by Owen Murray. chairman of 
Paramount Fire, and Mrs. Murray. Thus 
TransAmerica was well represented. 


(My society editor assigned to the Ken- 
tucky Derby is Levering Cartwright, who 
was eauipped with that German camera, 
which he 


somewhat larger than a cigar, 
bought (the camera, not the cigar) in 
Panama while en route to Chicago by 


plane after attending the Insurance Hemi- 
spheric Conference in Brasil. His report 
to The Eastern Underwriter of that Con- 
ference and the personalities attending it 
is regarded as a classic. If names of any 
insurance men attending the Kentucky 
Derby are omitted on this page the blame 
must be placed on Colonel Cartwright, so 
busy was he in Louisville earning his Ken- 
tucky title. Incidentally, Colonel Cart- 
wright forgot to send me any pictures of 
Derby personalities for this page. I hope 
Colonel Bourbon was not experimenting 
with Cartwright’s $185 Germon camera 
and put it out of business —Big Bill edi- 


torial note.) 
* * 


U. S. Car Plants in 28 Nations 


The American automobile industry’s 
overseas plants are now integral parts 
of 28 foreign nations. Earliest known 
export of American cars was in 1898 
when three were shipped to India. By 
1904 an automobile plant was established 
in Canada. Together the American- 
owned plants abroad employ more than 
175,000 persons. Total investment abroad 
is well over half a billion dollars. 

There are many human interest fea- 
tures. For instance, the Americans had 
to have experience to know that plans 
for an Egyptian plant should include a 
mosque at its gate so Moslem employes 
would not spend hours each day getting 
to worship. In a land where tempera- 
tures may exceed 100 degrees for days 
on end it took special insulation and an 
air conditioning system to permit a 
sustained production effort. 


Automobile Facts, published by Auto- 
mobile Manufacturers Association, said 
in its last issue: 

“Foreign governments welcome these 
plants, which bring dollar investment, 
local employment, a spur to industrial- 
ization and many local material pur- 
chases—window glass, tires, batteries 
and so on. In turn, auto makers are 
better able to offer models tailored to 
local conditions. 

“Underlying these activities is the 
profit motive, yet the mé ujor profit has 
accrued to nations gaining plants. For 
long periods all profits—if any—may 
be absorbed in building and expansion, 
and in worker training. Where indus- 
trialization is new, training workers is 
a major endeavor. 

“Hundreds of young engineers are 
brought to the United States each year 
for intensive schooling in American pro- 
duction methods, alternating between 
classroom and production line. Overseas 
programs arm thousands more with la- 
test applicable advances developed in 
U. S. plants. Some trainees eventually 
take responsible positions with native 
companies, where they widen the in- 
fluence of American productive skills. 
One major automotive executive insists 
that we must ‘speed this process—in our 


own interest.’” 
x * * 
W. L. Gordy 
W. L. Gordy has been made district 


sales manager in New York for Retail 
Credit Co. 

A native of Columbus, Georgia, he went 
with Retail Credit Co. after his gradua- 
tion from Georgia School of Technology. 
With the exception of a brief period as 
inspector in Charlotte and Atlanta he 
spent his early years in the company’s 
home office in Atlanta where he served 
first in the accounting department and 
later as division head in the standards 
department and the sales department. 

In 1934 he was made special represen- 
tative in Philadelphia and then assistant 
manager there. In 1940 he was made 
special representative in New York, re- 
maining in that capacity until 1942 when 
he entered the Navy where he served 
three years having the rank of lieutenant 
commander when discharged. He then 
returned to the company, handling spe- 
cial relief assignments until 1946 when 
he was made district sales manager in 
Los Angeles. In that capacity he worked 
continuously until his recent promotion 
to district sales manager in this city. 

G. A. Oliver, who was district sales 
manager in New York, died in March. 
He had been with the Retail Credit Co 
for three decades. 


* * as 


“Mail Order” Insurance Rapped 
by Daily Paper 


A blast against “mail order” insur- 
ance and a strong defense of the Amer- 
ican Agency System was recently pub- 
lished by the editor of a small town 
newspaper in an article containing con- 
siderable plain, horse sense. The paper 
is the Daily Eagle of Claremont, N. H 
The article in part follows: 

“Mail order” insurance concerns are 
flooding the mails in certain areas of the 
state with circular letters advertising a 
“saving” on insurance. At first glance 
the saving seems attractive. But we 
should weigh other factors which seem 
to us to be of vital importance. 

Perhaps we may go 364 days of the 


year without even needing insurance, 
but on the 365th day we may need 
some sound advice immediately. When 


we need a speedy answer to insurance 
problems we don’t want to write letters 
and wait days for an answer. We could 
be in a jam before we obt: uined that 
advice in, perhaps, what might extend 
into a series of letter exchanges. 

The real test of insurance, in our 
opinion, comes on that 365th day when 
we want an immediate answer. To us, 
the real test of insurance is the service 
we can obtain at the time of loss, and 
not during the other 364 days when we 
have no use for insurance. 


We think that the American Agency 
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New Hampshire 
agencies are a 
These agents 
as we are in 
These agents 


system, of which all 
and Vermont insurance 
part, is an ideal system. 
are experts in their field, 
the newspaper business. 
give their clients immediate service in 
the event of a immediate informa- 
tion on requests for advice, and repre 
sent us in dealing with the company 
which writes our insurance. We would 
not have a representative dealing with 
the company in our interest if we in 
sured directly with the company. 
There are other reasons, too, why we 
like the American Agency system. We 
came across these in an editorial writ 


loss, 


ten by a Holdenville, Okla., editor. He 
wrote it after receiving a circular letter 
advertising such a “saving” on fire and 
automobile insurance offered by a “mail 


concern: 

We shall be obliged to 
reject the offer... . We get reasonable 
insurance rates by purchasing our in 
surance protection from established, rep- 
utable local agents who are here on the 
ground and whose services will be avail 
able should we have a loss —— which 
we are protected in the standard insur- 
ance policies in our safe. We would not 
be obliged to indulge in lengthy cor- 
respondence with some stranger in 
Kalamazoo or Timbuktu. The local boys 
would be on the job, would check and 
report the loss, and settlement would be 
made without difficulty or quibbling. 


order” insurance 
“No, thanks! 


“Moreover, the established insurance 
agents are our friends and _ neighbors. 
They help support the schools which 


are aiding in the mental development of 


my ten-year-old daughter; they help 
support the churches that provide me 
and mine spiritual stimulation; they 
help support the police agencies that 
protect my property against plunder; 
they help support the fire department 
that protects my property against fire; 
they help support the city, school dis 
trict, county and state governments that 


bestow many blessings upon me. 

“Why should I take my insurance 
business from these benefactors, these 
friends, these fellow citizens and give it 
to some foreign concern that doesn’t 
care a tinker’s dam about Holdenville, 
except for what profit they can extract 
from Holdenville ? 

“The few cents I would save on every 
hundred dollars of insurance protection 
I now have wouldn’t begin to compen- 


sate me for the trouble and inconveni 
ence in event of loss. It isn’t worth 
the difference. 

“Cheap insurance is like any other 
cheap commodity; it’s very apt to be 


more expensive in the long run.” 
And that’s how the Daily Eagle feels 
about “mail order” insurance. 
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London Assurance Group Changes 


Bidwell Deputy U. S. Manager and Executive Vice President; 


Idler and Sargent Assistant Managers; Dadd U. S. 
Secretary; Saal and Hoyt Assistant Secretaries 


Important changes in the executive 
staff of London Assurance and Man- 
hattan Fire & Marine are announced by 
Walter Meiss, United States manager 
and president. 

In the London Assurance, Kenneth J. 
Bidwell has been promoted to Deputy 
U. S. manager; John F. Idler and Joseph 
W. Sargent have been appointed as- 
sistant managers; Ronald F. Dadd has 
been promoted to United States secre- 
tary and Fred C. Saal and Donald A. 
Hoyt become assistant secretaries. 

In Manhattan Fire & Marine, Ken- 
neth J. Bidwell has been elected ex- 
ecutive vice president; John F. Idler and 
Joseph W. Sargent have been elected 
vice presidents; and Fred C. Saal and 
Donald A. Hoyt have been elected as- 
sistant secretaries. Ronald I. Dadd con- 
tinues as secretary. 

Bidwell, Idler and Sargent Careers 

Kenneth J. Bidwell, educated at Liver- 
pool College, England, after an exten 
sive experience here and abroad with 
Reliance Marine and Britsh & Foreign, 
established the Inland Marine depart- 
ment of Manhattan in 1938. He was 
advanced to general agent of London 
Assurance and assistant secretary of 
Manhattan in 1942, supervising automo- 
bile and inland marine lines. In 1950 he 
was appointed Assistant U. S. manager 
of London and _ vice president of the 
Manhattan. 


John F. Idler, prominent in casualty 
insurance, comes to the London with 
an extensive background in that field. 
Born in Chicago, educated at Loyola 


University in that city and Marquette 
University, Milwaukee, he holds a B.S. 





Affiliated Photo—Conway 


JOHN F. IDLER 


and Professional Degree Civil Engineer 
ing. Starting his insurance career in 
1928 as safety engineer with Hartford 
Accident & Indemnity he advanced to 
superintendent of the liability depart- 
ment before departing in 1936 to become 
supervising home office underwriter of 
all lines with the Zurich. In 1944 he or- 
ganized the casualty department of the 
National §$ Corp. becoming vice 


Surety 
president two years later. In 1950 he 


Fabian Bachrach 
KENNETH J. BIDWELL 


was elected vice president of New Eng- 
land Casualty and Springfield Fire & 
Marine in charge of casualty and bond- 
ing operations. He will direct the casu- 
alty activities of the London Group. 
Joseph W. Sargent, a fire insurance 
executive of broad experience, was born 
in Hartford. He started his insurance 





JOSEPH W. SARGENT 


career in 1925 with Scottish Union & 
National advancing through the various 
underwriting ranks to become assistant 
superintendent of the special risks de- 
partment. In 1942 he joined Home In- 
surance Co. with whom he has since 
been continuously associated except 
while in the armed forces. In 1948 he was 
appointed underwriting manager of that 
company’s Eastern division. Mr. Sargent 
will be in charge of the fire and allied 





St. Louis Blue Goose Names 


W. H. Crandall MLG of Pond 

St. Louis, May 9—W. H. Crandall, 
Aetna Fire Group, was elected most 
loyal gander of the St. Louis Pond of 
the Blue Goose, International, at the 
annual meeting and Initiation of the 
Pond held in the Missouri Athletic Club. 
Mr. Crandall, who had served the Pond 
as its supervisor of the flock during 
the past year, succeeds Stanley L. 
Bodman, Marine Office of America, as 
most loyal gander. 

Other new officers elected at the 
annual meeting are: supervisor of the 
flock, Aug. F. Dierker, Missouri In- 
spection Bureau; custodian of the gos- 
lings, Joseph F. Lisy, Home Insurance 
Co.; guardian of the pond, George A. 
Allen, Western Adjustment & Inspection 
Co., and keeper of the golden goose egg, 
John E. LaPeire, Phoenix Group. 

G. W. Voshardt, Western Adjustment 
& Inspection Co., who had done a fine 
job in the position of wielder of the 
goose quill, was reelected to that post 
for another year. 

The membership committee prior to 
the meeting had rounded up a class of 16 
goslings, who were properly initiated at 
the meeting, taking their first swim in 
the pond, and bringing its total mem- 
bership to about 

Six life members, the pond’s largest 
class in that select group of ganders was 
honored at the gathering, receiving 
proper credentials. The average time 
these members had spent in the insur- 
ance business was 39 years. These life 
members were: A. O. Bray, who operates 
his own insurance agency in Webster 
Groves, Mo.; W. Ayton Cox, Geo. D. 
Capen & Co., general insurance agency; 
Frank P. Flick, Automobile Insurance 
Co.; John W. MacKay, Underwriters 
Adjusting Co.; George W. Steinkamp, 
general insurance agent, St. Louis, and 
Bailey T. Turner, Clayton, Mo., retired 
since January 1, 1955, formerly with 
North America. 


New York Board of F. U. 
Annual Meeting May 18 


The annual meeting of the New York 
3oard of Fire Underwriters will be held 
Wednesday, May 18, at the board room, 
85 John Street, when officers will be 
elected. The committee on nominations 
has reported the following slate: For 
reelection as president, T. Morgan Wil- 
liams, vice president of the Home Insur- 
ance Co.; vice president, Joseph J. Ma- 
grath, secretary Federal Insurance Co.; 





secretary and treasurer, E .C. Niver; 
assistant secretary, Stanton E. Small; 


assistant treasurer, David S. McFalls. 





lines underwriting of the London Group 
succeeding A. H. Steffens whose request 
to be placed on the inactive rolls for rea- 
sons of ill health has been granted. 
Dadd, Saal and Hoyt Careers 

Ronald F. Dadd, born in Canada but 
long a United States citizen, joined the 
London in 1946 after extensive account- 
ing experience with a large insurance 
group. In 1950 he was appointed branch 
secretary of London Assurance and sec- 
retary of Manhattan and will hereafter 
direct all accounting activities of the 
Group. 

Fred C. Saal, entered insurance with 
the Great American Insurance Co. 
shortly after graduation from C.C.N.Y. 
In the U. S. Air Force during last war 
he rose to captain. Joining London 
Group in 1946 as an underwriter he was 
subsequently advanced to state agent in 
Indiana. In 1951 he returned to the 
home office to head the production de- 
partment as agency manager. 

Donald A. Hoyt has been continuously 
engaged in the insurance business since 
completing his education at Brooklyn 
College in 1938 except for an interval of 
three years with U. S. Air Force. Join- 
ing the Royal in 1946 in the inland ma- 
rine department he later became super- 
visor of the inland marine department 
of the Atlas. In 1952 he became inland 
marine manager of the Manhattan and 
will now in addition to those responsi- 
bilities assume supervision of multiple 
peril dwelling, burglary and plate glass 
activities of the Group. 





New Reciprocal Insurer 
Launched in Los Angele, 


Los Angeles, May 5—Imperial Under. 
writers, Ltd., a California corporation, 
has been granted a permit by the Cah. 
fornia Department of Insurance to go, 


licit powers of attorney and application; 
for policies of insurance to be exchange; 
under the name and style of Imperia| 
Exchange and collect premiums and ¢e. 
posits in connection therewith and , 
permit to solicit contribution certificates 
to the surplus. 

The home office of the proposed ney 
reciprocal insurer will be in San Gabrie| 
California Imperial Underwriters, Lt 
officers are: President, Walter Kane. 
executive vice president, John W. Dayjs. 
first vice president, J. Cowell Davis; sec. 
ond vice president, Ben Reddick; see. 
retary, Arthur C. Culver; Fred McPher. 
son, treasurer; Herbert McCormick, ag. 
sistant secretary; Grady Setzler, as. 
sistant treasurer. 

It is understood the proposed ney 
insurer, when and if it secures its cer. 
tificate of authority intends to devote 
a considerable percentage of its actiyj- 
ties to servicing string of community 
newspapers for the lines of insurance 
authorized by its certificate of authority, 





O. C. GLEISER TO RETIRE 





Deputy U. S. Manager of Commercial 
Union-Ocean Group; With Organi- 
zation Since 1920 
O. C. Gleiser, deputy United States 
manager of Commercial Union-Ocean 
Group, vice president and a director of 
Commercial Union Fire of New York 
and American Central in St. Louis, and 
a director of Columbia Casualty Co,, will 
retire June 30. Starting in insurance in 
1908 with Illinois Inspection Bureau he 
joined Commercial Union 12 years later 
as an Indiana special agent. In 1928 he 
was called to New York to handle su- 
pervision of the Western department of 
the Group. In 1931 he was elected secre- 
tary of American Central in St. Louis 
and in 1938 was appointed assistant U.S. 
manager of the Group in charge of its 
Midwestern operations. On January 1, 
1948, he was appointed deputy U. §. 
manager. He has been on _ numerous 
industry committees and is widely known 

throughout -the insurance field. 





HAROLD T. CARTLIDGE DEAD 





Retired in 1943 as Deputy U. S. Man- 
ager of Royal-Liverpool Insur- 
ance Group 

Harold T. Cartlidge, 76, former deputy 
S. manager of Royal-Liverpool In- 
surance Group,: died in Sarasota, Fla, 
May 7. He had been living there for 
the past four years. His retirement from 
Royal-Liverpool was in December, 1943. 
_Mr. Cartlidge joined L. & L. & G. in 
Chicago in 1922 as associate manager, 
and three months later became manager. 
Seven years later he was transferred to 
New York as assistant U. S. manager of 
L. & L. & G,, and in 1934 became deputy 
U. S. manager of all companies in Royal- 
Liverpool Insurance Group. Surviving 
are his widow and a son, Richard K. 





American Insurance Assn. 


Has Its Annual Meeting 


The American Insurance Association 
on May 7 elected these officers: Chair- 
man, Manning W. Heard, first vice 
president and general counsel, Hartford 
Accident & Indemnity; vice chairman, 
Kenneth E. Black, president, Home In- 
surance Co.; treasurer, F. Elmer Sam- 
mons, president, Hanover Fire. 

These groups of companies were made 
members on the Association’s general 


committee: America Fore, Americat 
Surety, Chubb & Son, Commercial 
Union-Ocean, Employers, Firemans 


Fund, Glens Falls, London & Lancashire, 
Loyalty, St. Paul, Standard Accident 
and U. S. Fidelity & Guaranty. 
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Direct Writer Competition Big Topic 
In Lively Local Board Forum Meeting 


Speakers Call on New York Association to Adopt Resolutions 
on Agent License Law Revision; Closer Liaison With Com- 
panies on Rule and Rate Changes; Olson Talk Scores Hit 


Syracuse, May 9—Major problems fac- 
ing both agents and companies including 
direct w riter and automobile dealer com- 
petition, were discussed here this morn- 
ing at the Local Board Forum of New 
York State Association of Insurance 
Agents, Inc., under the able chairman- 
ship of John N. Walsh, Jr., Buffalo, 
who is a member of the association’s 
board of directors. As the first attrac- 
tion of the 73rd annual meeting of the 
organization, the forum had an unusually 
good attendance. 

One of enthusiastically received talks 
was by a Jamestown, N. Y. agent—Con- 
rad W. Olson—who for nearly four years 
was salesman for one of the largest 
direct writer companies and who is now 
secretary-treasurer of Erickson Agency, 
Inc., of Jamestown, representing agency 
capital stock companies only. He scored 
a hit as he told about weaknesses in the 
direct writer system of operation. Mr. 
Olson was asked more questions than 
any other speaker. 

Burt on Driver Education Credits 

Lead-off speaker was Milton E. Burt, 
Chemung County Association of Insur- 
ance Agents, who explained require- 
ments for the 10% rate credit now given 
by National Bureau companies to high 
school and college students who have 
taken approved driver training courses. 
To qualify for the credit the student 
must show that he has had 30 hours of 
classroom instruction and six hours of 
car driving. Anything less will not 
qualify, he indicated. 

Mr. Burt viewed this rate recognition 
program as a challenge to agents and 
their associations inasmuch as it came 
largely as the result of field pressure 
on the companies to do something to 
meet direct writer competition. He 
therefore emphasized: “Unless it is 
handled on a uniform basis it will not 
continue. 

Some agents in the audience spoke 
critically of the practice of one of the 


large direct writers which distributes 
certificates” rather freely to high 
schools having such driver training 


courses, The teachers give them to stu- 
dents who have taken the training but 
apparently the requirements to be met 
for the rate credit are not as exacting 
as those of the bureau companies. It 
was felt that this direct writer is get- 
ting the jump on other carriers and 
Mr. Burt hoped that the New York 
association would give cognizance to the 
situation in resolution form. 

Get Rid of Parasites, Rothschild Urges 

Chief appeal made by the next speaker 
—Sol L. Rothschild, Westchester County 
ee of Insurance Agents—was 
that the license bureau of the New York 
Insuri ance Department be alerted to the 
“menace” of part-time agents who are 
cutting in on the business of the bona 
fide insurance agents. Mr. Rothschild 
reterred to accountants, lawyers, dentists 
and even doctors who will write insur- 
ance for friends and clients and in so 
doing deprive the full-time agent in town 
ot the business. 

Mr. Rothschild viewed this “parasite” 
activity to be as serious as that of direct 
Writer competition. In fact, he said that 
the latter could really be considered as 
“a shot in the arm” for many an agent 
as it has forced him to snap out of his 
complacency and start hustling for busi- 
ness, 

He hoped that the New York State 
association would adopt, a_ resolution 
which would “smoke out” the parasites 
by a revision in the agents’ license law 


of the state. “Tighten up on require- 
ments; make it necessary for all agents 
to display their certificate of license in 
their offices the same as real estate men, 
doctors, dentists ...” was his plea. 

Stearns Denicts “Service” in Action 

Because direct writers are featuring 
service as well as price in their aggres- 
sive advertising for business Robert J. 
Stearns, president of Dutchess County 
Association of Insurance Agents, pro- 
posed that NAIA members intensify 
their own “service” efforts both in their 
own communities and nationally. He told 
the story of an accident sustained by a 
motorist, insured in an agency stock 
company, in a New Hampshire town. No 
one in the car was hurt but the repairs 
amounted to $300. 

Although the company in which the 
driver was insured had no local claim 
facilities or agent in this town the local 
police chief put him in touch with an 
agent of another company who handled 
the entire servicing job in commendable 
style. 

He said that Dutchess County associa- 
tion proposes to NAIA that a counsel- 
ing system of this character be made 
an integral part of the organization’s 
nation-wide facilities to its member 
agents. As a first step he thought that 
the NAIA’s American Eagle emblem be 
displayed in- agency offices so that mo- 
torists will know where to go in case of 
accidents. “Necessarily the motorists we 
want to help would carry an identifica- 
tion card showing they are clients of 


NAIA members and insured in stock 
agency companies. Companies in turn 


should be urged to feature the American 
Eagle emblem in their national advertis- 
ing, and NAIA members should do like- 
wise in their local newspaper ads. It 
will signify that agents displaying this 
emblem are of the highest type,” said 
the speaker. 

There was little doubt, judging from 
audience reaction to Mr. Stearns’ plea, 
that it will be shaped up into a reso- 
lution. 

Greene on Rule and Rate Changes 

The need for closer liaison between 
companies and agents on rule and rate 
changes was vigorously advocated by 
Mott P. Greene, CPCU, representing the 
Orange County Association. His biggest 
point was that agents are kept in the 
dark on fire rate and rule changes. He 
referred in particular to the lapse of 
three months before agents were fully 
informed of CPL and multiple location 
rule changes. This delay, he felt, makes 
the agent seem uninformed in the eyes 
of his clients. Agents should have at 
least 10 days prior notice of such 
changes, he said. They should, in fact, 
be consulted well ahead of a contem- 
plated change. Details should be sub- 
mitted to state association officers by 
the fire bureaus the same as is done by 
the casualty bureé 1u, and “thus we would 
have some voice in the changes contem- 
plated and a better understanding of 
their necessity.’ 

The TV and radio aerial change of 
May 5 was mentioned in this connec- 
tion. Mr. Greene explained that “we can 
now attach loss assumption clause to the 
standard fire policy to cover TV and 
radio aerials, and the minimum premium 
is $7.50.” This reverses the TV _ rule 
change of a few months ago. 

Stanz for 60 Days Prior Notice 

William Stanz of Brooklyn was on 
his feet as Mr. Greene finished and 
declared: “I can see no reason why we 
can’t get 60 days prior notice on these 





changes; also that they be made effec- 
tive on the first month’s renewals and 
not on the second month. We are en- 
titled to this amount of advance notice 
in the interest of our policyholders.” It 
also appeared a certainly that the New 
York association would be asked to ap- 
prove a resolution urging the requested 
closer liaison with the companies. 

Queen Tells Speakers’ Bureau Story 

Harold Queen, public relations divi- 
sion, Association of Casualty & Surety 
Companies, the next speaker, did an 
excellent job in telling about the New 
York State Speakers’ Bureau. The 
agents’ association is cooperating with 
the C. & S. Association in putting it 
across. Details are given in another 
column. The over-all impression given 
by Mr. Queen is that this project will 
do a big job for the stock insurance 
industry as it will make available speak- 
ers and prepared speeches to be given 
at service club meetings throughout the 
state “in the near future.” Mr. Queen 
gave credit to Robert I. Catlin,: vice 
president, Aetna Casualty & Surety, and 
David S. McFalls, prominent New York 
City agent, for their conscientious job 
in screening the speech material which 
is incorporated in the speakers’ manual. 

He hoped that the New York project 
will be a pilot for the expanded opera- 
tions of the speakers’ bureau in other 
states. “It is not supposed to sell poli- 
cies,” he explained. “It is a vehicle for 
the promotion of the agent and our 
industry to the public.” 

Hemley Extols Agency System 

The talk by Ben Hemley of Jamaica, 
L. I., about the importance of the 
American Agency System was well 
placed as it preceded that of Conrad W. 
Olson, who revealed weaknesses of di- 
rect writers. Mr. Hemley proudly up- 
held the indispensability of independent 
agents, saying: “Through us the com- 
panies can market and distribute their 
product which is protection. Our svs- 
tem has been in existence over 100 
years, through major catastrophes in- 
cluding the hurricanes of late 1954, and 
it deserves public confidence. 

Mr. Hemley saw no possibility of the 
agency system being displ iced as was 
the corner grocer. It is too strongly 
intrenched. Furthermore, he is strongly 
opposed to “over the counter” selling 
of insurance, especially as the personal 
relationship of the agent to his client 
is lacking. 

As to price cutting tactics of direct 
writers he said: “Their product is no 
better than ours... it is just cheaper. 
Never forget that when you put your 
name on a policy you are putting on it 
the seal of approval of the agency stock 
company you represent.” The speaker 
was also undisturbed about the criticism 
that agents neglect to call on their 
clients. He maintained that when their 
assistance is needed, just as in the case 
of the lawyer and doctor, they responded 
quickly to the call. In closing he quoted 
from NAIA’s code of ethics that “I will 
do my part to uphold the American 
Agency System and will pledge myself 
to support right principles and oppose 
bad practices.” 

Olson Exposes Direct Writer 
Weaknesses 

Exposing weaknesses of a large direct 
writer, Conrad Olson spoke from actual 
experience in selling automobile insur- 
ance for the Allstate. However, he 
warned his audience not to underesti- 
mate the alertness and aggressive sell- 
ing of this major competitor. He said 
that the percentage of renewal business 
of the Allstate is about 90% and that 
its salesmen, who are on a strict monthly 
quota system on both new and renewal 
business, average about $12,500 a year 
in income. 

As a representative of the 
he worked 52 hours a week, both coun- 
ter and outside work. He was required 
to ring doorbells for business. His quota 
was 75 new applications a month and 
60 future expirations. He was paid 15% 
on new automobile business and 614% 
on renewals. “If you worked as hard 
and under as much pressure as All- 


company 


Schwab Reelected 
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declared some in the 
reduction in com- 


writer competition, 
industry feel that a 


missions would reduce costs enough to 
compete 


more successfully with direct 





ARTHUR L. SCHWAB 
writers. “This in itself is not enough,” 
he said. “Agents must get out and see 
people and prove to them that knowl- 
edge, ability and service are well worth 
paying for.” Mr. Schwab told the agents 
that continued efforts must be made to 
solve the problem of the financially ir- 
responsible motorist. A positive approach 
to this problem must be found or com- 
pulsory insurance law will take over. He 
told of discussed plans which would 
tighten the present Financial Responsi- 
bility Law, requiring motorists to have 
proof of financial responsibility to oper- 
ate on the highways in New York. At 
present the law requires this proof only 
after an accident occurs, he said. 

Referring to the North America case, 
which threatened to precipitate an all 
out rate war in the dwelling fire busi- 
ness, Mr. Schwab noted that such a rate 
war would hurt agents and small com 
panies. He emphasized that the Asso- 
ciation’s action in filing a brief amicus 
curiae with the Appellate Division, was 
not directed against the Insurance Co. 
of North America as a company but 
against the principle of rate reduction 
based on lower commissions to the agent. 
Though the Court did not agree, Mr. 
Schwab believes the association accom- 
plished its purpose in alerting all the 
companies to the situation. 

In further reviewing the past year’s 
accomplishments, Mr. Schwab noted that 
a forward step had been taken in agencv 
qualification. After Sept. 1 an agent will 
be required to have taken a 90-hour 
course before being permitted to take 
the agents’ examination. The examina- 
tion will be an over-all one. 

In the field of public relations, Mr 
Schwab told the agents: 

“Of major importance is the speakers 
bureau which has been formed and will 

(Continued on Page 22) 





state’s agents you would get big 
commissions,” he said. 

Mr. Olson revealed that medical pay- 
ments coverage sold by his previous 
company is now “excess coverage only 

. collectible only after all other avail- 
able insurance is exhausted.” He also 
paid his respects to the “cancellation” 


too 


practice of the company and how in- 
sureds whose policies hav e been can- 
celled are advised that insurance is 


available through the assigned risk pool. 
Citing examples, he indicated that it 
would be better public relations for the 
company not to be so strict on can- 
cellations. One of his final observations 
was that the agent does not have the 


freedom of action as with an agency 
stock company . they cannot inter- 
cede for the insured...they are 


strictly a company employe. 
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Vitt Calls on Agents 
And Companies to Unite 


IN DIRECT WRITER CHALLENGE 


Should Meet pry Threat With Joint 
Offensive, Study Client Needs, 


Reexamine Costs 


May 9—A 
company offensive is needed to 
the competitive challenge of the direct 
writers, B. C. Vitt, president of Ameri 


Syracuse, united agency- 


answer 


can Insurance Co. told the New York 
State Agents. 


“Today the direct writers of insurance 


are challenging our method of merchan 


dising our product,” he said. “They are 
not 
tack—neither 
economic assault upon companies alone. 
They system to 


which 


out producers for their at- 
their 


singling 


are they directing 


are attacking the very 
devoted our ca- 
challenged, 


you and I have 


We are 


jointly we 


reers. jointly and 


must respond if we would 


advance the cause we bclieve in and 
cherish.” 

Calling attention to recent multiple line 
developments, Mr. Vitt pointed out that 
“The 
solicit the so-called bread and butter lines 
the lines at the 


time 


package policies enable you to 


and unexploited side 


same with one sale, one billing, one 
savings al] through our 
merchandising pre xcedure—not to mention 
the freeing of time to increase your per- 


sonal contacts with your customers. 


Agent Should Study Needs 


collection and 


“The wise agent wastes no time com- 
plaining about the so-called confusion 
resulting from the several new forms 


now available. He spends his time in 
stead analyzing his clientele and_ his 
prospects, dividing them into their re- 
spective income groups and setting up 
an insurance program tailored to fit each. 
He refuses to relinquish any segment of 
his business to direct writers—for he 
knows that today’s modest buyer of basic 
coverages is tomorrow’s middle income 
purchaser and eventually may even move 
into the higher income market. The 
alert agent, therefore, zealously watches 
and services his minimum buyers. He 
knows that if they are lured away today 
by direct writers, he may never win them 
back. In fact our competitors are count 
ing on that very development. By build 
ing on a base of small buvers, they can 
increase volume, develop their own pack 
ages and wind up with the same variety 


of coverages we alone can offer today 
Gentlemen, we must not allow them to 
complete their plan. We must use what 
we have now. 

With regard to the agency companies’ 


ability to keep pace with the specialty 
companies’ so-called marketing advan 
tage, Mr. Vitt stated, “Our competitors 
the direct w riters, maintain research de 


partments to analyze the changing in 
surance markets and the public’s protec 


tion needs. But we have an army: of 
qualified researchers in every village, 
town and hamlet in this country—you.” 


Excerpts from Mr. Vitt’s talk follow. 

The most important steps in this con 
test are to learn the nature of the enemy 
and to assay our own) strength and 
weakness before joining battle. As to 
the nature of the enemy, two short sen 
tences will suffice: He is underselling 
us. He is selling protection minus you 
We are selling protection plus you. 
Simple deduction tells us then that what 
he lacks and what we have is indeed a 
source of strength. That is you. Let 
us therefore first take a good look at 
you before we swing the spotlight 
around to the company side of the 
picture 


The Community Agent 


Who and What are You? 


You are a 


community insurance man who can visit 
the average family as a friend, who prob- 
ably grew up with them. You can visit 
the manager of the local mill, bank 
machine shop on the same terms. Your 
purpose in visiting a family is to show 
them how to keep going economically 
in case of loss so that children, perhaps, 
can go to college as planned and life in 
general will continue as before. Since a 
business is nothing more than a lot of 
families with pooled interests, your pur- 
pose in visiting management is to show 
them how to protect assets so that people 
will still have jobs and income after a 
loss and your town will continue to have 
the benefit of production and spending. 
You make these visits with a back-log 
of friendship and confidence. If you add 
competence and service, you are a tough 
man to beat. 

You have a ) 
which you lay on the line 
transaction, and you are there, not only 
before, but after every sale ... not only 
before, but after every loss. Finally you 
have a code of ethics which commits you 
to the performance of the very acts 
which I have described. I commend to 
you a review of that code which appears 
monthly in your National Association’s 
\merican Agency Bulletin. 

All of these potential strong points 
have one thing in common: they are 
based on continuing personal contact. 
That is the one thing lacking in the 
arsenal of the enemy. If we neglect this 
advantage, we are fighting on his ground 
and thereby courting certain defeat. Let 
us always remember that no one can get 
between you and your customer if you 
stick close enough to him in person—not 
by mail or ’phone alone. 


reputation 
with every 


professional 


The Companies 


And now let us take a close, hard look 
at your allies—the companies. They too 
have their codes of ethics—not formal- 
ized but in terms of practical working 
standards. Their managements are guided 


by principles which may be _ briefly 
stated: , 
1. To manage with the firm resolve 


to maintain a fair balance of right among 
stockholders, employes, agents and_ pol- 
icvholders. 

2. Never 
ards and other 
order to achieve illusory gains. 

3. Never to endanger stockholders’ 
rights by permitting excessive expense. 

4. Never to embark upon a course of 
expediency for temporary reasons; like- 
wise never to be standpatters for the 
mere sake of consistency. 


to relax underwriting stand- 
operating principles in 


The day is gone when any company 
or any producer can live on a single 
type of insurance. Selling insurance line 


by line exposes us to the danger of los- 
ing it exactly the same way. 
Our primary attention must be directed 


to the area of costs for that is where 
we are under attack. You will recall our 
premise that the direct writer’s chal- 
lenge is directed toward our method of 
merchandising. Our problem of reduc- 
ing costs must therefore be examined 
throughout our entire system — not 


merely in one or another phase. 

In my judgment the word “expenses” 
is too often considered only in separate 
segments—not as a whole. Most of the 
commentators on cost can tell the “other 
fellow” how to save at his end of the 
business. We must sit down as a famil¥ 
does with a budget—not merely for dis- 
cussion, but with the knowledge that un- 
less that budget is cut, disaster threatens 
our entire agency-company family. That 
is why we must list individually and 
examine critically all expense phases of 
the premium dollar and do the cutting 
on those items which will not bear the 
harsh glare of realistic appraisal. Only 
in this way can we bring costs down to 
the point where the services we provide 
through you will more than equalize the 
difference in our charges and those of 
the direct writers. 





I'm a comparatively young man, 
insurance agency and financial experience. 


retiring soon? I'm ready to buy 
or N.Y. 


N. Y. 





Will Buy or Manage Insurance Agency 


college trained, with some valuable years of 
Now ready for bigger opportunity. 
ently I'm manager of a Westchester County multiple line agency. 


Is there some old established office which wants 
an interest in such an agency. 
Address Box 2313, The” Eastern Underwriter, 93 Nassau Street, New York 38, 


Pres- 


‘new blood'’ or has a partner 
Prefer northern N.J. 








Supt. Holz Cites Economy as Agent 
Method to Meet Direct Writer Threat 


May 9—Superintendent of 
Holz of New York 
today called on local agents to re- 
examine agency costs and economize 
in order to meet the growing challenge 
of direct writers in the fire and casualty 
fields. 

Speaking at the 73rd annual meeting 
of the New York State Association of 
Insurance Agents, Mr. Holz declared 
that there was a definite need and place 
for the local agent but that they should 
not overlook the fact that direct sellers 
are here to stay whether the agents like 
it or not. 

The Superintendent, 


Syracuse, 
Insurance Leffert 


who is presently 
conducting a hearing to determine if the 
rates being the Allstate 
Insurance Co. meet the standards of the 


fire used by 


rating law, stated that he had learned 
a great deal about agency operations, 
direct selling and independent filings 


since taking ofhee three months ago. 
Public Relations Function of Agent 


The function of an insurance agent, 
he told his audience, is definite. In addi- 
tion to many functions which they are 
doing for the companies he said that 
the agents perform a far more important 
function—public relations. The feeling of 
complete satisfaction and confidence the 
public has in the business, he stated, 
stems in a large measure from the good 
will and public relations created by the 
agents. He emphasized that they have 
a very useful place in the business. 

It devolves upon agents, he said, “to 
re-examine the problems of conducting 
an agency and to make a careful study 
of their expenses and the commissions 


they are being paid. When you make 
this study,” he stated, “give some 
thought to whether you can economize 


in your operations.” 


Allstate Decision 


Referring to the New York Insurance 
Department decision in the Allstate 
matter, Superintendent Holz said that 


he had examined the Harris ruling that 
the New York Fire Insurance Rating 
Organization was not an aggrieved party 


under the law and that he had found 
that it squared with the law. The deci- 
sion, he said, was a proper and sound 
legal ruling. 


that he was 
troubled by the fact that the State In- 
surance Department had not held a 
hearing on the merits. He explained that 
he had initiated the hearing because of 
the public interest in the matter and 
its importance. “I am interested in get- 
ting the facts in the case,” he declared. 

The head of the New York Insurance 
Department also touched on another 
matter of vital interest to local agents. 
Discussing the problem of commingling, 
he made clear that he did not approve 
of commingling and will not tolerate it. 
“Commingling,” he emphasized, “is a 
very serious offense and the law will be 
enforced.” 

He revealed that the State Insurance 
Department is planning to send a letter 
to some 70,000 agents and brokers in 
the section of the law 


He declared, however, 


state citing the 





that prohibits commingling of producers 
and insureds’ funds. The letter, he said, 
will have a return slip which will have 
to be signed by the producer and re- 
turned to the Department. After that, 
he indicated, that producers found cuilty 
of violating the commingling section and 
regulation 25 may have their licenses 
revoked or suspended. 

In the meantime, he told the agents, 
the Department will not publicize the 
names of those persons who had been 
disciplined for violating the law. He 
stated that he did not agree with the 
Department policy in this connection 
because he felt that it was not fair to 
publicize the name of a going corpora- 
tion for a minor violation. For the time 
being, he said, only the names of pro- 
ducers whose licenses have been re- 
voked or suspended will be publicized 
by the Department. 





America Fore Party 


Syracuse, May 9—Everyone attending 
the New York State Agents Association 
convention here was invited to the 
America Fore party this early evening, 
a traditional affair at this gathering and 
one which was thoroughly enjoyed. 





Schwab Address 


(Continued from Page 21) 


be ready to roll within the month. This 
speakers bureau is composed of both 
agents and company representatives who 
are prepared to discuss subjects of our 
industry before service clubs, Chamber 
of Commerce, and any other groups that 
would be interested in hearing subjects 
pertaining to insurance. The ground- 
work has been very carefully worked 
out, and by bringing the message of our 
insurance industry to the policyholders, 
we feel that a most significant stride in 
our relation to the public is being made. 

“Company advertising is beginning to 
take on a little more of the agents’ slant, 
and this we feel is a result of constant 


pressure from our organization, the Na- 
tional Association, and other State or- 
ganizations upon the companies and 


company organizations. Our efforts will 
continue in this regard. The activities 
of local boards must continue to be the 
basic public relations for you and _ for 
me in our respective communities. The 
London Assurance which gives a plaque 
each year to the local board doing the 
most for public relations in the industry, 
presented each board with a very at- 
tractive folder to make the entries uni- 
form and make it easier for the local 
boards to present them. They are to be 
congratulated on this fine gesture to us, 
and it behooves us all to recognize that 
public relations begins right at home, in 
our own office, and in our local com- 
munity, -”’ he declared. 

Mr. Schwab noted that membership 
of the association is over 2,000 paid up 
members, highest in the history of the 
agents’ association. He discussed the re- 
gional meetings and conferences with 
company organizations held during the 
past year and the large attendance and 
success of such meetings. 
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McKerrow Tells How Lloyd’s Operates 


Syracuse, May 10—Over the years 
Lloyd’s of London has been an im- 
portant factor in the development of 
insurance in America, especially the re- 
insurance market and Lloyd’s will con- 
tinue in the future to be a considerable 
factor, in the view of Vincent S. 
McKerrow, superintendent Reinsurance 
Division, Continental Casualty, speaking 
before the N. Y. State Insurance Agents 


this week. He reviewed the history of 
Lloyd’s formation, citing some miscon- 
ceptions such as “Lloyd’s insures any- 
ing. 
a4 fact many submissions are rejected 
by the Lloyd’s market when the propo- 
sition in the prudent judgment of Under- 
writers demonstrates the offer as being 
unsound from an insurance standpoint 
or perhaps against public policy,” he 
said, “Furthermore risks involving finan- 
cial guarantee or insolvency are pro- 
hibited and life insurance is not accepted 
except for a very limited amount of 
3 or 5 year temporary term business. 
“It should be remembered through all 
these years and indeed until the end of 
last century that Lloyd’s interests were 
entirely Maritime. It led the world not 
only in Ocean Marine insurance but also 
in intelligence on shipping movement 
worldwide, and in detailed records of 
ships, their age, construction, etc. Toward 
the end of the 19th century a few en- 
terprising underwriters began to take 
interest in insurance other than Ocean 
Marine. So the expression Non-Marine 
came into use in London and is still used 
to identify classes other than Ocean 
Marine insurance.” 


Doing Business With Lloyd’s 


Business is conducted between: the 
Lloyd’s broker, the underwriter, the un- 
derwriting members and the Corporation 
of Lloyd’s and its Committee. 

No one has access to a Lloyd’s under- 
writer—except an approved employe of 
a Lloyd’s brokerage house. The majority 
of these have had association with 
Lloyd’s for very many years. In order 
to qualify for what is considered the 
great privilege of conducting business in 
Lloyd’s it is necessary to prove con- 
clusively high capability and knowledge 
of insurance matters, and sound moral 
and financial stability. Brokers and 
agents outside Britain wishing to place 
their clients’ business with Lloyd’s must 
refer their submission to a _ Lloyd’s 
broker. 


The Lloyd’s Underwriter 


“This word underwriter is used in 
many ways,” said Mr. McKerrow. “When 
I first came to America I was astonished 
to find, for example, an automobile un- 
derwriter might be a youthful person 
male or female engaged in simple ac- 
ceptance of automobile applications. In 
Lloyd’s an underwriter is a very compe- 
tent highly experienced individual who, 
after due deliberation fixes or agrees 
upon a rate for a risk and decides the 
amount of line or liability limit to which 
he will commit the underwriting mem- 
bers he represents. 


The Underwriting Member 


“This is the man who assumes his 
share of the line accepted by the under- 
writer and takes his profit or pays his 
loss. An underwriting member must be 
a British subject and there are of course, 
other fundamental regulations particu- 
larly concerning solvency which will be 
discussed later. 

“With the tremendous growth of 
Lloyd’s it is now customary for ease of 
operation for the underwriting Members 
to form themselves into groups or syndi- 
cates and to have risks accepted on their 
behalf by an experienced underwriter as 
already described, who may or may not 
be an underwriting member himself. 


Syndicates vary in size. Some may have 
more than 100 names and some just 3 
or 4.” 


Corporation of Lloyd’s and Committee 

The act of incorporation in May 1871 
was the final stage in the development 
of Lloyd’s from an ordinary coffee-house 
of the seventeenth century to an institu- 
tion indispensable to the commerce of 
the world. Today’s Committee of Lloyd’s 
elected by underwriting members is re- 
sponsible for cohesion of the whole un- 
dertaking and controls the detail and 
the mechanics. 


Solvency and Financial Stability 


“With the unique system of individual 
responsibility one might perhaps reason- 
ably expect to find here and there during 
this long history some _ policyholders 
being let down through failure or in- 
solvency and it is almost startling to 
find this has never happened,” continued 
the speaker. “Of course, you might say, 
there must have been cases of insolvency 
of a member—maybe, but not to concern 
a policyholder whose claim has always 
been met. The public need have no fear 
for these reasons.” 

Each of the underwriting members, 
more than 2,000 in all, has to establish 
sound financial worth and is liable to 
the full extent of his means. In addition 
each has to deposit substantial funds 
with the corporation and the first call on 
these funds is the member’s underwriting 
liability. Further, the whole of the pre- 
mium received must be placed in a trust 
fund and profits can only be taken after 
an adequate period and then only by 
consent of the trustees. 

A system of guarantee between mem- 

(Continued on Page 31) 
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GENERAL INSURANCE BROKERS 


To increase their income 
and serve their clients better 


Come in today for full details on our 


MULTIPLE NON-CAN. (A &H) FACILITIES 





We have the most complete 
portfolio of income protection 











FEATURES: 


* Guaranteed Renewable 
* Incontestable 
* Non-House Confining 
* Including Waiver of Premium 
* Long or Short Term Illness Coverages 





and a “full time” staff offering complete 
LIFE INSURANCE facilities including: 


Home guarantee-mortgage, life expectancy, family 
income and family maintenance, juvenile (5 for | 
at 21), renewable-convertible term, retirement in- 
come, term-standard or sub-standard, and par or 
non-par. 


The “how can we write it attitude” of our un- 
derwriters will help you as we have helped many 


others to salvage a good case that they might other- 
wise have lost. 


WL Pession 8 Siam, 


Julius L. Ullman, Executive Vice-President 
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Developments In Business 


Interruption Coverages 
By Rupotr §. CurisTIANsEN, CPCU 


Vice President Reciprocal Managers, Inc. 
Attorney-in-Fact and Manager of Associated Reciprocal Exchanges 


Part II 


(Continued from Last Week’s Issue) 


Manufacturers 

The fear of inability to replace stock 
is even more evident in the forms in use 
by our competitors for manufacturers. 
We find thirty-day limitations similar to 
those in mercantile forms applying to 
both raw materials and stock-in-process 
with, in most jurisdictions, large increases 
in rate involved for any extension of the 
extra period. 

Again we feel that, at least in most 
cases, it is unfair to force the policy- 
holder to make the careful study which 
would be necessary to intelligently choose 
the length of the period of indemnity he 
actually needs in respect to both these 
types of stock, and that the insurance 


company is not furnishing good indem- 
nity with such restrictions in the U & O 


policy. We also believe that, in most 
cases, replacement is not a_ serious 
problem. 

Therefore, we have eliminated both 


types of stock replacement restrictions 


without increase in rate. 
Finished Stock 


One further restriction in respect to 
stock appears in every manufacturing 
form but our new form and that is the 
complete exclusion of loss consequent 
upon damage to finished stock. And in 
this case it is not possible to secure 
waiver of the exclusion by payment of 
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Guarantee Corp. Ltd. 
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Follow Client’s Changing Needs 


One advantage the local agent has, because of his loca- 
tion in the community he serves, is the opportunity to 
keep close tabs on his clients’ insurance situations. Per- 
sonal and business fortunes are not static and frequently 
changes occur which produce new exposures or the need 
for larger amounts of insurance e Agents can benefit 
from following closely all community personal news such 
as home sales, social and club life, marriages, deaths, and 
Similar following of all activities 
and reports on the business in the community, sales and 
financial results, new buildings and alterations for expan- 
sion, and new machinery purchases should prove equally 
beneficial e In such news lie opportunities not only to 
increase your premium income, but important also, to 
impress upon your clients that your service includes 
constant alertness to their insurance interests. It is 
knowledge of the latter fact which will keep your clients 
convinced that your services are worth their cost, and 
will deter them from accepting self-service, direct writing 


lhe field representatives of the Commercial 
Ocean Group are co-operating daily 
with agents and brokers in their efforts to win 
recognition as professional local advisors from 
whom it pays to buy insurance protection and 
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additional premium. Coverage in respect 
to finished merchandise has just never, 
either in theory or in practice, been con- 
sidered as a proper subject for U & O 
coverage. 

_In view of this really universal prac- 
tice, one would expect to find some pretty 
convincing reasons for it. Here are the 
reasons generally given: 


1. It would be contrary to a principle 
of manufacturing use and occupancy 
insurance to include finished stock. 
U & O insurance covers loss con- 
sequent upon interruption of manu- 
facturing operations and involves 
the element of time. It is not in- 
tended to cover destruction of prop- 
erty values created by past pro- 
duction. 


bo 


Loss resulting from destruction of 
finished goods is commonly covered 
by a profits and commissions policy 
or by covering finished goods at 
selling price. It is thus unnecessary 
to complicate matters by introduc- 
ing a third method of coverage. 


3. If this insurance were provided un- 
der the U & O policy, it would be 
necessary to charge much more for 
the coverage. Profits losses are 
being paid every day under the 
othe two forms of coverage and we 
would have to allow for the trans- 
fer of these losses to the U & O 
coverages in the future. 


— 
4. It would be difficult to make prope; 
additional charges for exposure 
finished goods damage under the 
U & O policy because of enormous}, 
varying conditions in individy,| 
businesses. Some operate ona hand. 
to-mouth basis, maintaining yer, 
small finished goods inventories. 
others necessarily have warehouse 
full of finished stock at certain sea. 
sons. The present system of profi 
insurance correctly and conveniently 
orig the loss exposure for eac); 
risk. 


Intelligent insurance buyers have fre. 
quently asked us in the past why fin. 
ished goods had to be excluded from 
U & O coverages and we have neve; 
found that the reasons just given, which 
are the only reasons we know of, eye; 
convinced anybody. 

The reason most commonly given, the 
one about U & O covering only many. 
facturing operations, is, in our opinion 
no reason at all because it simply 
prompts the question “Why restric; 
manufacturing U & O to loss consequent 
upon interruption of manufacturing op- 
erations? Why not have it cover what 
one would naturally expect: all direc 
loss consequent upon interruption to the 


business ?” 


Certainly every manufacturer is in the 
business of selling his product and his 


(Continued on Page 31) 








face the facts with 


o 





=“ 





More than 400 pages of the latest scientific analyses 
showing both general policyholders’ and financial ratings of 
stock, mutual, reciprocal, and Lloyds fire, marine, casualty, 
and surety insurance companies operating in the United 
States, whether domestic or foreign—are now available in the 


new 1955 BEST'S INSURANCE GUIDE with KEY RATINGS! 
Best's Insurance Guide provides instant reference to such 


essential information as distribution 
of your companies’ assets and 
classes of business written. 


Best’s Insurance Guide 


75 Fulton Street 


\ ay { 
BESTS INSURANCE GUIDE with Key RATINGS 
a 


lists principal figures on each of 
2600 mutual, fire and casualty in- 
surance companies, including all 
county, township and district mu- 
tuals. 


All this information—vital to the protection of everyone 
interested in insurance—in accurate and complete form in 
the 1955 GUIDE. Published annually in May. 


The cost — only $7.00 a copy. 


ALFRED M. BEST Company, Ine. 


a 


New York 38, N. Y. 
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rv Antennas Now Covered 
Under EC Loss Endorsement 


Yon-commercial radio and TV anten- 
is may now be covered, effective May 
“against windstorm and hail under the 
‘tended Coverage endorsement No. 4, 
t is announced by the New York Fire 
Insurance Rating Organization. The no- 
tice sent out by H. S. Stanley, general 
manager, gives the loss assumption en- 
jorsement as follows: es 

“In consideration of an additional pre- 

i $ the Insured may apply 
up to but not exceeding $— of the 
amount specified for Item No. to 
cover direct loss by Windstorm or Hail 
to Outdoor Radio and Television Anten- 
nas and Aerials including their Lead-in 
Wiring, Masts and Towers subject to 
all other provisions and stipulations of 
the policy and endorsements attached 
thereto including the $50 Loss deductible 
clause if applicable to said Item.” 

Rate for the use of this loss assump- 
tion endorsement is $3 per $100 per an- 
num with the $50 Loss deductible clause 
applicable or $7.50 per $100 per annum 
without the $50 Loss deductible appli- 
cable $7.50 per $100 per annum without 
the $50 Loss deductible clause appli- 
cable subject to an additional min- 
imum premium of $7.50 per policy re- 
gardless of term. Ve 

Also effective May 6, the rate for in- 
suring non-commercial antennas and 
aerials, without a $50 Loss deductible 
clause, under a specific windstorm policy 
is $7.50 per $100 per annum. 


Albany Field Club Meets 


The Albany Field Club held its 
monthly meeting recently at Jack’s Res- 
taurant, Albany, with 47 members at- 
tending. New members elected by the 
Club were Leo F. Hilton, Home Insur- 
ance Co., and Donald Cosgrove, General 
Adjustment Bureau. 

Resigning from the Club were William 
Winkler, Glens Falls Insurance Co.; O. 
W. Singel, New York Board of Fire 
Underwriters; Robert MacMillan, Peter 
Thistle, Matthew Knapp, Royal-Liver- 
pool Group and John Osgood, Boston 
Insurance Co. 

The Club will conduct a town inspec- 
tion of Glens Falls, N. Y., on May 17. 
A new film, “Tony Learns About Fire,” 
depicting what young school children as 
an organized group can do to prevent 
fires in their own neighborhoods, was 
shown at the meeting. 

Two new fieldmen in the territory, 
George Wood, Sun Insurance and Wal- 
ter Viewig, Employers Group, were pro- 
posed for membership. 


Oklahoma City Claim Men’s 
Assn. Holds Legal Institute 


Some 75 Oklahoma City insurance 
men attended an all-day legal institute 
sponsored by Oklahoma City Claim 
Men’s Association there recently. The 
institute, designed to keep insurance 
claims men posted on legal developments 
connected with their jobs, is the first 
meeting of its kind and will become an 
annual affair. Six attorneys prominent 
in the insurance claims field addressed 
the group. 

The speakers included Dave Duval, 
who spoke on the law of negligence; 
(us Rinehart, who spoke on trial tac- 
tics; Paul Duncan, who spoke on demon- 
strative evidence; Harry Palmer, Jr., 
who spoke on basic principles in law, 
liability contracts and investigations of 
settlements; Edgar Fenton, who spoke 
on workmen’s compensation law, and 
Clyde Watts, who spoke on fidelity- 
surety, 


GAB Appoints Radford 


H. H. Radford, Jr., has been appointed 
resident adjuster at Greenville, N. C., 
tor General Adjustment Bureau, Inc. The 
Greenville office will handle losses in 
Greene, Pitt, Lenoir, Washington, Tyrrell 
and Hyde Counties and that portion of 
Beaufort County north of Pamlico River. 
Mr. Radford was formerly with the 
Goldboro office. : 





mium of >- 














G. L. Hampton to Oklahoma 


The Phoenix of Hartford Group has 
appointed George L. Hampton, Jr, a 
special agent in Oklahoma joining the 
field staff of Executive State Agent 
John K. Goodwin, Jr., in the Mercantile 
Building, Oklahoma City. Mr. Hampton 
is a graduate of Oklahoma A. & M., 
spent several years in the agency busi- 
ness and recently completed a_ field 
training course at the company’s home 
office. 


Pittsburgh Graduation 


The Pittsburgh Insurance Schools will 
hold commencement exercises Monday, 
Hotel William Penn, Pitts- 
address will be 


May 23, 


burgh. 


Haven. 


The 


conducted 


at 
Commencement 

delivered by Bernard J. 
retary, Security Insurance Co. of New 


Elementary 
by Insurance 
Pittsburgh, under Chairman 
Schiller, will graduate 28 students and 


Insurance 


Daenzer, 


Women 


Course, 


Emilie 


Ad- 


Course, 


scholarships for the 


award four 


Advanced 


The 


which has completed 20 years of service, 


vanced Course. 


will graduate ten students. Director of 
this course is Robert N. Lyon, with 
Wm. B. Milnor and James W. Henry, 


assistant directors. 


Ottawa—F. C. Cox, claims manager of 
Shaw & Begg Ltd., has been appointed 
managing director of the Consolidated 
Fire & Casualty Insurance Co. 
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FINANCIAL 


STATEMENTS AS OF 


AS Sees 


DECEMBER 31, 


1954 





UNITED STATES NORTH 
FIRE INS. CO. 


Cash in Banks & Trust Companies $ 8,882,644 
* United States Government Bonds 36,908,816 
%* Other Bonds 16,422,150 
* Stocks 44,529,695 

Mortage Loans on Real Estate 3,859 

Real Estate 112,590 

Premium Balances Receivable 

(Not over three months due) 3,394,990 

Interest and Real Estate Income 

Accrued 227,533 
Other Assets ; 2,555,861 
Total Admitted Assets $113,038,138 


INS. 
$ 4,053,093 
19,905,120 


8,080,358 
29,259,270 
5,900 


0 


1,883,629 


118,365 


688,412 


$63,994,147 


IABIL 


RIVER 
co. 


WESTCHESTER 
FIRE INS. CO. 


$ 3,950,563 
19,926,605 
9,112,363 
29,772,345 
10,804 

0 


1,697,854 


151,621 
2,086,614 
$66,708,769 


ie 


U.S. BRANCH 


U.S. BRANCH 


ASSURANCE AMERICA FIRE INS. CO. 
$ 904,441 $ 533,367  $ 819,177 
6,931,823 3,701,674 2,388,736 
1,278,895 716,220 799,324 
1,108,403 1,323,504 1,975,439 
0 0 0 
0 0 0 
388,533 202,104 241,504 
24,272 13,847 12,016 
169,467 80,847 89,158 
$10,805,834 $6,571,563 ‘$6,325,354 





Reserve for Unearned Premiums 


Reserve for Losses and 
Loss Expenses 


Reserve for Taxes and Expenses 
Reserve for All Other Liabilities 
Capital 
Net Surplus 
Surplus to Policyholders 
$1 


$ 37,863,757 


10,848,316 
2,328,536 
2,223,102 
3,000,000 


56,774,427 
59,774,427 


13,038,138 


$19,399,320 


6,103,621 
1,424,700 
846 802 
2,000,000 
34,219,704 
36,219,704 
$63,994,147 


$21,142,469 


7,072,634 
1,583,000 
1,243,414 
2,000,000 
33,667,252 
35,667,252 
$66,708,769 


$ 3,716,050 $2,038,636 $2,521,253 
1,391,790 742,699 730,715 
377,500 199,000 177,240 
209,895 104,010 41,066 
£500,000 £500,000 750,000 
4,610,599 2,987,218 2,105,080 
5,110,599 3,487,218 2,855,080 
$10,805,834 $6,571,563 $6,325,354 











* Bonds and Stocks are valued in accordance with the basis adopted 


by the National Association of Insurance Commissioners. 


Securities in statements include amounts deposited with various states, 
as required by law, in the following amounts: United States Fire, 
$4,533,536; North River, $3,475,523; Westchester Fire, $3,438,237; Western 
Assurance, $1,188,935; British America, $1,140,268; Southern Fire, $512,658. 


On the basis of December 31, 1954 market quotations for all bonds and 
stocks owned, the Total Admitted Assets and Surplus would be in- 
creased by the following amounts: United States Fire, $399,634; North 


River, $50,022; 


Westchester Fire, $2,152; Western Assurance, $2,287; 


British America, $4,806; Southern Fire, $18,848. 


+ Statutory Deposit. 
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Wm. MacLean Executive 
V.P. National Union 


BROAD EXPERIENCE IN BUSINESS 





Joined National Union in 1947 as Treas- 
urer; Three Named Secretaries; 


Others Advanced 





Pittsburgh—The National Union In- 
surance Cos. announce the election of 
William MacLean as executive vice presi- 
dent. He will also continue as treasurer, 
board member and member of the execu- 
tive and finance committees. 

Mr. MacLean started his insurance ca- 
reer with the Great American Group at 





WILLIAM MacLEAN 


its head office in New York in 1927. Two 
years later, he joined the staff of Joseph 
Froggatt & Co., Inc., insurance special- 
ists and accountants, being employed in 
various capacities, and in 1939 became 
manager of the Philadelphia office. 

In 1947 he was employed by the Na 
tional Union Insurance Companies as 
treasurer. In 1949 he was elected a di- 
rector of the companies and in 195] 
elected vice president and a member of 
the finance committee. He was elected 
a member of the executive committee in 
1952. 

Others Advanced 

The board also announced the election 
of W. W. Gerrard, R. F. Keller and 
W. L. Schreiber as secretaries and J. P. 
Hoppa, E. H. Koerbel, C. J. Kuhl, A. S. 
Voltz, and L. W. Weisgerber as as 
sistant secretaries. 

Mr. Gerrard joined National Union in 
1951 from a position as manager of the 
bond department of a casualty company 
in Pittsburgh. He manages National 
Union’s fidelity and surety operations. 

Mr. Keller came to the company in 
1952 from New York City where he had 
been a special agent. He is agency su- 
perintendent of the southern department. 

Mr. Schreiber was a state agént in 
Illinois before he joined National Union 
as state agent in Michigan in 1941. He 
came to the home office in 1951 as as- 
sistant secretary of the middlewestern 
department and now is in charge of that 
department. 

Mr. Hoppa joined the company in 1927 
and has been an underwriter, manager 
of the brokerage department, and since 
1953 agency superintendent of the west- 
ern department. 

Mr. Koerbel joined the accounts de- 
partment of National Union in 1927 and 
in 1952 became general accounts depart- 
ment supervisor. 

Mr. Kuhl joined the company in 1925 
and was made supervisor of accounts in 
the collection department in 1952. 

Mr. Voltz joined the statistical depart- 
ment in 1934. After four years in the 

(Continued on Page 27) 








as your car? 


You buy your car by brand. 
Its name is your guarantee of 
value and performance, 


The same is true of automobile 
insurance, 


For your own sake, buy from 


He gives you service— 
Not just sales-talk, 


Home Office: 





Sutuvence Cen 


THE HOME 


FOR QUALITY PROPERTY INSURANCE, SEE YoUR HOMETOWN AGENT! 


Is your Insurance as good 






It Pays to take an interest 
in your insurance com; 

ne You need a friendly, : 
your reputable HOMEtown agent. inn 


reputation measures up fo 
your car's. Then you know 
you're protected when 
@ loss occurs, 


16foo 


59 Maiden Lane, New York 8 N.Y. 


FIRE + AUTO 
The Home Indem: MOBILE ¥ 


x MAR 
nity Company, an affiliate, — 


ity Insurance, Fidelity and Surety Bonds 





The Home Insurance Company’s new 
advertisement sells more automobile 
insurance, sure... 


but more important, it sells you. 


It tells your clients about your 
services, the quality protection which 
you can offer. 


This advertising is designed to attract 
good automobile business to 
your agency. 


Your Home fieldman is ready to help 
you any way he can—just ask him! 


THE HOME 


ORGANIZED 1853 


(Pusurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 

FIRE . AUTOMOBILE MARINE 

The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 









. 


: This advertisement 
_ will appear in: 


American Home—June 


Better Homes and Gardens 
—June 


Nation’s Business—May 








a 


Vernor Cites Local Role 
In Fire Loss Preventio, 


Addressing the annual meeting , 
Chamber of Commerce of the U. 5 
Washington, D. C., last week, Richard ¢ 
Vernor, manager, Fire Prevention p,. 
partment, Western Actuarial Bure, 
Chicago, declared, “our so-called nation 
human and economic loss by fire js bi 
the cumulative effect of community se 
perience, and the problem must } 
attacked at the local level, both fro, 
the protection as well as the preventio, 
point of view.” 7 

Mr. Vernor told the meeting that . 
successful attack on the fire problem t. 
quires a continuous reappraisal of th, 
changes of the characteristics of th 
nation’s cities. It is estimated that hy 
1960, 15 million new homes will be buil 
One of the changes is the trend towari 
decentralization of business and indys. 
try, creating large plants and _ shopping 
centers near or outside the perimete 
of the cities. In many such cases wate 
mains are inadequate and fire station 
may have to be relocated. 

Another situation creating fire prob. 
lems is resultant of the population jp. 
crease, squeezing lower income groups 
into smaller apartments. The result oj 
this is disregard for safety through ¢e. 
teriorated maintenance, and the failuy 
to provide proper exits, said the speaker 
_Mr. Vernor cited the need for th 
fire service to expand with the growth 
of the cities. He emphasized that fir 
departments must be trained and kep 
up to date. Many cities have wide gap 
between their training programs with 
only rookie firemen receiving suc 































schooling. Also many communities are “Jus! 
backward in studying new fire fighting cannot 
techniques such as the relatively recently by mai 
developed fog or water spray technique tions | 
Fire Prevention Bureau Inspections Mr 
Mr. Ci 


Extensive inspections by local fire pre- 


vention bureaus and fire department re S 
have proven successful. Mr. Vernor pons 
cited a report of the International Asso-fM * «4 1; 


ciation of Fire Chiefs in regard to such 1 


inspections, examples of which are: gl 

“Fire Commissioner E. R. Cavanagh soba! 
of New York reported over 25,000 in- pares 
spections per month were made in a re- oa 
cent six-month period. The last six ogee 


months showed a decrease in the num-§ ..,.; 
ber of fires of 5,116, and reverses an al .,... 
time upward trend without parallel inf)...” 
the history of the New York Fire De. 
partment. to ove 

“A similar program in Portland, Ore. BR joing 
has reduced the number of calls wher MM j..4 
fire losses actually occur by approxi- ‘dais 
mately 47% as the result of this work peopl 


tries 


ness ¢ 


in the last four years.” peer 
Mr. Vernor pointed to the necessity BR accon 
for year-round programs of public edu: ee 
cation in fire prevention. “The story of fces 
fire prevention, must be taken to the in- I Austr 
dividual, beginning with his school days 
and he must never be allowed to forge! , 
it,” he declared. Cities should capitalize \ 


on seasonal campaigns such as Fire Pre: 
vention Week and other such programs 
for emphasis on fire prevention. Mr f servic 
Vernor stressed such activities as junior depa 
fire brigades, fire prevention schools I rine 


panels on radio and TV, special meet: BF ing 
ings. He urged these as but a few 0M befor 
the many ways to help in the safeguard: J istic 
ing of the nation’s cities from fire. of th 
meth 





Allstate Names H. J. Hoag —. . 
As Planning Director & sc: 


Harris J. Hoag has been appointed me “<< 
planning director of Allstate Insuranct : 
Co., subsidiary of Sears Roebuck & & ” " 
He will be in charge of planning a vty 


coordinating annual and long-range Un; 
operations. : wee 
A graduate of the University ‘ 
Washington, Mr. Hoag joined Allstate aa 
in 1946 as accounting manager of the % 
Seattle branch office. He was matt 
branch analyst in 1950 and became a A 
counting manager of the Pacific Coas! 












zone office in 1951. He became service Pig 
manager of the Pacific Coast zone in calle 
1953. During World War II, Mr. How Lou 
was a lieutenant in the Navy in the hie 






Pacific. He is married and has t° 
daughters. 
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Visiting AFIA Branches 
In 6 European Countries 








CUSHMAN 


England, Belgium, The Netherlands, 
France, Spain and Italy are the coun- 
ries which William F, Cushman, assis- 

mt general manager of the American 
Foreig n Insurance “Association, of head 

lice New York, is visiting on an eight- 
_ trip, returning to New York the 
nd of Ju ie. 

“Just as domestic insurance companies 
caumot handle their operations entirely 
by mail, so do AFIA’s world-wide opera- 

ions from time to time require frank 
discussions with men in the field,” says 
Mr. Cushman, with AFIA since 1922 and 
now in charge of its foreign branch 
and agency operations in more than 55 
countries. 

“AFIA’s 24 leading American capital 
stock fire, marine and casualty member 
companies have in 37 years built up a 
global business that has become a firmly 
established part in the international in- 
surance operations. The more technical 
our jobs bec yme, the more human rela- 
tions must be fostered. Our European 
staffs, agents and friends in these coun- 
tries have developed a successful busi- 
ness considering the hardships they had 
to overcome while their economies were 
being rehabilitated. My trip is part of 
head oflice’s program to. strengthen 
mutual understanding with 1,500 staff 
people and 500 agents over the world,” 
concludes Mr. Cushman, who will be 
accompanied by his wife. 

_In Europe AFIA also has service of- 
fices and agencies in West Germany, 
Austria and Greece. 


Maclean Executive Y. P. 


(Continued from Page 26) 


WILLIAM F. 








service he returned to the accounting 
department. He also worked in the ma- 
rine department, the eastern underwrit- 
ing department and as a_ Statistician 
before becoming supervisor of the sta- 
tistical department in 1950. In January 
of this year he became manager of the 
methods and procedure department. 
_Mr. Weisgerber joined the company 
in 195] following several years as a 
safety engineer for a Philadelphia insur- 
ance company. He is presently manager 
of the inspection and audit department 
in the casualty operations of the com- 
pany, 

_The companies comprising the National 
Union group are the National Union 
Fire, National Union Indemnity and the 
Birming ham Fire. All have home offices 
in Pittsburgh. 


A. B. Kelly’s Mother Dies 


Ambrose B. Kelly, general counsel of 
the F ictory Mutual Companies, was 
called from the NAIC Zone 3 meeting at 
a lle, to Chicago by the death of 
us 91-year-old mother. 


















































Don’t Toss In The Trowel Till 
You’ve Tried Advertising 
As A Business-Builder 


To use an ancient cliche — "Rome wasn't built 
in a day" .... neither is a local agency. It takes 
time, effort and planning. Formula for success is 


plan your work and work your plan. 


Modern business methods and competition 
call for planned sales presentations, plus regular 
planned calls every day. The more calls a solicitor 
makes, all other things being equal and the ratio of 
successful closings up to average, the more sales 


he will make in the long run. 


Mr. Local Agent can lay the ground-work for 
his leg-work by means of proven sales procedures 
like our Survey & Analysis Plan, Monthly Mailing 
Plan and 1955 Postal Card Series. 
necessary material thereon will gladly be furnished 


to our Agents, upon request. 


You've got to be up and moving all the time. 
No salesman ever stumbled over sales sitting down! 


NORTH BRITISH and MERCANTILE Insurance Company Limited 





The PENNSYLVANIA FIRE Insurance Company 
The COMMONWEALTH Insurance Company of New York 
The MERCANTILE Insurance Company of America 


Details and 


The HOMELAND Insurance Company of America 


Atlanta 
Detroit 


150 WILLIAM STREET, NEW YORK 38, N. Y. 


Philadelphia 
Chicago 


Boston 
San Francisco 


CITED BY WM. 

















Rising Agency Costs and 

Cut-Rate Competition 
S. CHANDLER 
Tells Annual Meet of Fla. Agents to 


Make Clients Aware of Service, 
Offers Success Formulas 











Rising costs of operations and the in- 
tensified threat to the American Agency 
System by cut-rate 
the theme of an address made by W. S. 
Chandler, vice president, Phoenix of 
Hartford Group, Hartford, Conn., at the 
opening session of the 5lst annual con- 
vention of Florida Association of In- 
surance Agents, held May 6 at Miami 
Seach, Fla. Mr. Chandler, head of sales 
development department of the Phoenix 
Insurance Co., emphasized to the agents, 
that constructive planning is essential 
to the accomplishment of their objec- 
tives. 


competition, was 


Non-Agency Variety of Competition 


Discussing competition, especially the 
“non-agency” variety, the spe iker cited 
the tremendous strides the “non-agency’ 
and specialty companies have already 
made in the auto business and the pres- 
ent inroads being made in the fire busi- 
ness as sufficient cause for alarm. De- 
spite this many agents appear to have 
an apathetic attitude toward the threat 
to their business, he declared. 

“Auto and Fire business constitute 
two-thirds or more of the average 
agent’s premium income,” said Mr. 
Chandler. He continued. “It is foolish 
to think that our non-agency friends 
will be satisfied to limit their writings 
to just these two classes. Only a few 
weeks ago the largest of the lot an- 
gh that they were coming out with 

- homeowners’ policy. I have gained 
the impression that there is something 
mysterious about the reason for the 
sudden strides the specialty companies 
hi ive mi ide. 

“In my opinion, there is a logical ex- 
plang ition for it. If properly diagnosed, 
it means that in the future, agency sell- 
ing and servicing time is going to have to 
take precedence over every other agency 
activity. 

“Cut-rate competition is not new— 
especially on automobile insurance. For 
more than 30 years there have been 
bureau and non-bureau companies writ- 
ing at a price differential approximating 
20%. But now a significant new look 
has been added which gives a different 
aspect to the picture. A factor in this 
new look is the dynamic and sustained 
advertising on a lavish scale by the 
non-agency companies. One such com- 
pany is spending over a million dollars 
this year on auto insurance advertising 
Another factor is the ever-increasing de- 
mands of the insurance-buying public 
for more value for the dollars they 
spend,” declared Mr. Chandler. 

Public Is Price Conscious 

This attitude is a natural result 
brought about by the growth of dis- 
count stores since World War Il. The 
public has become “price conscious” as 
never before. Mr. Chandler asserted 
that progress is being made insurance- 
wise, in educating the public. The idea 
is of buying up to qu ulity and not down 
to a price, he said. 

As to the effect of rising operations 
costs on net profit, the speaker cited 
office payrolls as the one shown in sur- 
veys to be the largest expense factor. 
He told the agents that it was essential 
to obtain the most capable type of cleri- 
cal help availaable. To develop an efh- 
cient office system, the office personnel 
must be trained constantly. It is sig- 
nificant that agents m< aking the highest 
percentage of net profit have fewer but 
better trained help. 

Mr. Chandler urged agents to take 
the time necessary to investigate and 
appraise the value of the new systems 
and equipment designed to get rid of 
costly lost motion and duplication of 
effort. “The substitution of mechanicai 
office equipment for expensive human 

(Continued on Page 30) 
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H. M. Pasewalk Nominated 
To Head D. of C. Agents 


The nominating committee of the Dis- 
trict of Columbia Association of Insur- 
ance Agents has submitted a slate of 
officers with Herbert M. Pasewalk for 
president to be voted on at the final 
luncheon-meeting, May 13. Other pro- 
posed officers are: First vice president, 
Joseph L. B. Murray, Jr.; second vice 
president, Huntington T. Block, Jr.; 
secretary, Charles R. Barker, Jr.; treas- 
urer, Robert V. Oxenham; state national 
director, A. L. Jagoe, Jr. 

Trustees—Walter Schilling, HH. T. 


3eurmann, Francis A. Marks, William 
A. d’Espard, J. Douglass Wallop, Jr., 
Carl A. Anderson, R. Kelvin Shivers, 


John H. 


Pumphrey. 


R. E. Mullen Opens New 
Roanoke Office for Aetna 


Transfer of Special Agent Robert E. 
Mullen, Jr., from Richmond to open a 
new office for the Aetna Insurance 
Group in Roanoke, Va., has been an- 
nounced. Mr. Mullen’s he: adquarters are 
at 515 Colonial-American National Bank 
Building in Roanoke. The Richmond 





office will continue to have supervision 
of the entire state, its facilities avail- 
able to all Virginia agents 


Chi arleston, W. Va., Mr. 
Mullen is a graduate of Loomis School 
in Windsor, Conn., and of Trinity Col- 
lege. He also is a graduate of the 
Aetna’s Multiple Line Training School. 
Mr. Mullen has been associated with 
Resident Manager E. B. Smoot in Rich- 
mond as a special agent since August, 
1952. 


A native of 


Sweet & Sons Purchase 
Stone-Chidester Agency 


Effective April 1, 1955, Sweet & Sons 
of Pittsburgh, took over the general 
agency business of the Stone-Chidester 
Agency. All companies of the agency 
have transferred their business and 
contracts to Sweet & Sons. The latter 
firm consisting of Edward D. Sweet and 
his iwo Edward D., Jr., and J. 
Philip, with offices in the Sherwyn 
Hotel, will consolidate the business of 
both agencies and operate under the 
registered trade name, Sweet & Sons. 


sons, 


N. Y. Brokers’ 


Assn. Meets 


At the annual meeting of the Insur- 
ance Brokers’ Association of the State 
of New York, Inc., held recently at 


the Drug and Chemical Club, 
the following were elected directors for 
a term of three years: John Adams, 
partner, Adams & Porter; Forrest 
Heath, executive vice president, J. S. 
Frelinghuysen Corp.; Ralph Lucas, ex- 
ecutive vice president, Davis, Dorland & 
Co.; L. C. Magnant, director, Despard 
& Co.; Charles Seelig, partner, Corn- 
wall & Stevens; Gilbert J. Sinnott, vice 
president, Cosgrave & Co. of New York, 
and Thomas W. Sweeney, vice president 
and treasurer, H. Mosenthal & Son. 


New Y« rk, 


Novak Leaves Cook Agency 

Miles J. Novak, vice president of 
Leslie H. Cook, Inc. Chicago, has re- 
signed from the firm effective May 1. 


N. Y. C. Agents Golf Party 


Albert E. Mezey, president, New York 
City Insurance Agents Association, Inc., 
announces its second annual golf party 


to be held June 14, at Rockville Coun- 
try Club, Rockville Centre, Long Island. 
The committee of John C. Weg- 
horn, chairman, Clarence Fuss, William 
Hanssler and Alan Ejifert will be in 
charge. 


The Memorial Trophy contributed by 
Hooper-Holmes Bureau and the Pr resi- 
dent’s Cup along with other prizes will 
be put into competition. Tickets and 
information may be obtained from Harry 
Legg, 291 Broadway, N. Y. C., BA 7-9494. 


N. J. Ass’n Mutual Agents 

The New Jersey Association of Mu- 
tual Insurance Agents held its 17th an- 
nual convention May 8-9 at Asbury 
Park, N. J. Charles R. Howell, New 
Jersey Commissioner of Banking and 
Insurance opened the meeting Sunday 
afternoon, after which officers and com- 
mittees made reports. The second day 
of the convention heard several speakers 
and a panel discussion on “The Role of 
the Public Adjuster.” In the evening 
the annual banquet closed the meeting. 





Opens Grand Island Office 


The Phoenix of Hartford Group has 
opened a new field office in Grand Is 


land, Neb., to meet increased service 
facilities in that state under Special 
\gent William H. Neale, formerly lo- 


cated in Omaha. 


Drops Free Stationery 
Insurance Co. of Syracuse, 
N. Y., has notified its agents that after 
long consideration and criticism of the 
practice by local printers, it has decided 
to discontinue furnishing free agency 
letterheads, envelopes and blotters to its 
agents. The letter signed by Robert E. 
Miller, company treasurer, said: 

“Local printers and stationery sup- 
pliers buy their insurance through their 
local agents and feel it only fair that 
the agents buy their stationery supplies 
and printing from them. These local 
business men also feel that the insurance 
companies should stick to the insurance 
business and get out of the stationery 
and printing business.” 


Excelsior 















YDERSON 


CURTIS R. HEN 


Curtis R. Henderson, formerly presi- 
dent of Equity Benefit Plans, Inc., is 
now associated with Johnson & Higgins 
as a consultant on employe benefit 
plans. 

Mr. Henderson has been active in the 
development of equity pension and profit- 
sharing plans, designed to provide pen- 
sions which keep pace with living costs. 
In 1952 he proposed that employers pnt 
part of their retirement plan money into 
an equity annuity in which retirement 
income would be credited in units instead 
of dollars. The units would represent 
a share in the market value of a com- 
mon stock portfolio, the value of which 
could generally be expected to rise and 
fall as living costs increased or de- 
creased. 

Mr. Henderson is a lawyer, having re- 
ceived A.B. and J.D. degrees from Uni- 
versity of Michigan. He was engaged 
in general practice in Ohio before World 
War II. From 1946 to 1953 he prac- 
ticed in New York City, specializing 
in Federal income taxes and employe 
benefit plans. He has contributed articles 
on the subject of equity annuities to 
many business publications. 


Alba Made N. Y. Special 


V. A. Alba has been appointed a spe- 
cial agent by the Springfield Fire & 
Marine Insurance Cos. He will be asso- 
ciated with State Agent Donald E. 
Warren in the New York = suburban 
area and will be located at 161 William 
Street, New York. 

Mr. Alba attended St. John’s Univer- 
sity and has taken courses at the Insur- 
ance Society of New York. For the past 
three years he has had fire, inland 
marine and automobile underwriting ex- 
perience in Springfield’s New York City 
branch office. 
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Cryer Agency Reorganized 


Reorganization ot the Cryer 


The fifth district of the Ohio Associ 
tion of Insurance Agents will hold a cot 
ference 
activities, the 








Santa Ana Insurance Women) con 
Los Angeles—Insurance Women ¢i mn 
Santa Ana, latest organization of insur ) 
ance women to affiliate with the Ni appt 
tional Association, was organized te rat 
cently. beer 
m Jan 
prov 


Agence; 
specializing in contractors’ insur 





ance, was announced in Buffalo, N. Y Gl: 
President John W. Cryer, Jr. Th 
agency was founded in 1932 by John \\ 
Cryer, Sr., who had served as chairma At 
until his eo last February. ance 
Robert A. Marshall, formerly with tl day 
John W. Cowper Co., Inc., has_ bee follo 
— a vice’ president. John M. Bre: comi 
vice president and _ secretary, hw Dori 
been elected a director succeeding thi Eiga 
Mr. Cryer. Thomas A. Ceglia be Wau 
comes a director succeeding the forme! Neil: 
treasurer, M. M. Cryer, and he wi sista 
serve as public accountant for tli hist 
agency. President Cryer has assume mon 
additional duties as treasurer an Life, 
continues as a director. Mrs. Beverle ance 
*. Brendel has been elected assistatl _ Or 
secretary. Its a 
pring 
Ohio Agents Conference 
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dwelling forms panel, will be some of thé Lo 
subjects discussed. Taking part in tht ers | 
conference, over which Hiram at © 
Diller of Pandoar, the district president Dall: 
will preside, will be Charles T. Collins inaus 
educational director of the association those 
George Paulmann, Columbus, casual Pr 
supervisor, U.S.F.&G.; Clarence ! Vice 
Castanien, trustee of the state associ inter 
i Upper Sandusky, who will presi Ange 
at a panel, and Richard B. Miller, [t well 
Columbus, special agent, Automobile In Gia 
surance Co.; W. L. Venable, state aget! comy 
U.S.F.&G., Columbus, and Raynmoti hom: 
W. Douglass, Columbus, state agent ¢ Whit 
the Agricultural, panelists. BE 
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New Jersey Rating Bureau 


Making Homeowners Filings 

Leon A. Watson, general manager of 
the Fire Insurance Rating Organization 
of New Jersey, has sent out notice that 
it has been authorized to file, as filing 
agent only, for members and subscribers 
requesting it, rates, premiums, rules and 
jorms for Homeowners and Comprehen- 
sive Dwelling policies, which policies 
were recently authorized in New Jersey. 
Mr. Watson’s notice follows: 

“Multiple Peril Insurance Rating Or- 
ganization has made filings of Home- 
owners’ Policy premiums, rules, and 
forms on behalf of its members and sub- 
scribers. Filings of Comprehensive 
Dwelling Policy rating formulae, rules, 
and forms have been made on behalf of 
members. of Interbureau Insurance Ad- 
visory Group. Announcement of the 
decision of the Department of Banking 
and Insurance on these filings is ex- 
pected in the near future. é 

“Insurers not members or subscribers 
of MPIRO or Interbureau Insurance 
Advisory Group may make their filings 
directly with the Department of Bank- 
ing and Insurance or through this or- 


ganization. ; a 
“It is recognized that these policies in- 
clude coverages which, when insured 


under specific policies, come under the 
jurisdiction of licensed casualty and in- 
land marine rating bureaus, and it is 
contemplated that such bureaus - will 
make concurrent filings for such of their 
members and subscribers as request this 
organization to file on their behalf. In- 
surers not members or subscribers of 
licensed casualty or inland marine rat- 
ing bureaus will make use of their pres- 
ent independent filings. 

“Before issuing Homeowners’ or Com- 
prehensive Dwelling Policies, every in- 
surer should, in view of the provision in 
Sections 1, 4 and 5 of Chapter 268, Laws 
of 1954, file a copy of its policy with the 
Department of Banking and Insurance, 
including the insuring provisions and 
conditions applicable and any endorse- 
ments for use therewith. 

“Policies must not be issued until the 
appropriate underwriting rules, rates, 
rating formulae, or premium tables have 
been approved by the Commissioner of 
3anking and Insurance pursuant to the 
provisions of the rating law.” 





Gladys Halton President 


Albany Insurance Women 
At the regular meeting of the Insur- 
ance Women of Albany, held last Thurs- 
day evening in Jack’s Restaurant, the 
following officers were elected for the 
coming year: Gladys Halton, president; 
Doris Riddick, vice president; Pauline 
Eigabroadt, recording secretary; Anna 
Waugh, corresponding secretary; Louise 
Neilsen, treasurer; Lelia Hodges, 
sistant treasurer, and Helen Hansen, 
historian. The guest speaker was Ed- 
mond J. Moore, CLU, State Mutual 
Life, whose topic was, “How Life Insur- 
ance Serves the Career Woman.” 
_ On May 26 the Albany Club will holt 
its annual “Bosses Night” at which the 
Principal speaker will be Alfred J. 
Wardsdell, Associated Industries of 
New York State. 


as- 





Pacific Employers Offices 

Los Angeles, May 5—Pacific Employ- 
ers Insurance Co., will hold open house 
at Oklahoma City, Okla., May 12, and 
Dallas, Tex., May 13, on the occasion of 
Mauguration of new branch offices in 
those cities. 

President Victor Montgomery anil 
Vice President B. F. King, in charge of 
Mterstate operation, both of the Los 
Angeles home office, will be present, as 
well as Resident Vice President Richard 
G. Waters of Houston, in charge of the 
company’s southwest operations. Okla- 
homa City Branch Manager Thomas W. 
Mt hite and Dallas Branch Manager N. 
B. French will attend both events. 


Alabama Agents Election 


W. G. DeMouy of Mobile was elected 
president of the Alabama Association of 
Insurance Agents last week. 

Mr. DeMouy succeeds John S. Scott of 
Huntsville. He was elevated from first 
vice president. 

Other officers named were Wilbur K. 
Allen, Birmingham, first vice president; 
L. J. Thomas, Jr., Dothan, second vice 


president; Hayes L. Kennedy, Birming- 
ham, secretary-treasurer, and John P. 
Wilson, Jr., Mobile, state national direc- 
tor. 


Am. Hardware Mutual Opens 
Building in Los Angeles 


American Hardware Mutual Insurance 
Co. opened a new regional headquarters 
building in Los Angeles in May to serve 
policyholders in the Pacific Southwest. 
The firm, formerly Hardware Mutual of 
Minnesota, held a week-long open house 
at the attractive new three-story office 
building in the heart of Los Angeles 
with officials of the firm in attendance. 

Headed by Harold R. Caley, president, 
and J. E. Hanson, executive vice presi- 
dent, the officers were guests at a recep- 
tion given by the Pacific Southwest 


Hardware Association and a luncheon 
with the board of directors of the Los 
Angeles Chamber of Commerce. In addi- 
tion to the Los Angeles building, the 
firm is constructing a new home office 
on the shores of Lake Calhoun in Min- 
neapolis and a new office building in 
Menlo Park near San: Francisco. A new 
branch office has been opened in Chi- 
cago and arrangements are under way 
to move the midwestern headquarters 
to Kansas City. 

President Caley pointed out to visitors 
at the new Los Angeles building that 


California now ranks second only to 
Minnesota in business for American 
Hardware Mutual. 





Nothing spells good times 
like good seafaring. But, 
as every sailor knows, the 
sea offers possible trouble 
as well as clear sailing. 


You owe it to yourself 
and to your boat to be 
protected. Fire, explosion, 
stranding, submerged ob- 
jects, foul weather—any of 
these might result in a 
serious investment loss or 
heavy liability claim, which 
you easily can offset now 
by insuring through the 
Marine Office of America. 

Your local insurance 
agent or broker can pro- 
vide this time-tested, time- 
proven yacht insurance. 
Be specific. Ask him to 
plan your protection 
through the Marine Office 


of America. 





Member Companies: 

x The American Insurance Company 
x American Eagle Fire Insurance Company 
x The Continental Insurance Company 
& Fidelity-Phenix Fire Insurance Company 
x Firemen’s Insurance Company 
x Glens Falls Insurance Company 
te The Hanover Fire Insurance Company 
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Wabash F. & C. Stock Sale 


Wabash Fire & Casualty Insurance 
Co. of Indianapolis, has completed the 
sale of 300,000 shares of stock at $6 per 
share. This is in addition to an original 
issue of one million shares that sold at 
$3. 

Capital is now $1,300,000 and net sur- 
plus is $3,500,000. Its premium writings 
are now at the rate of $500,000 annually 
and this is 90% fire insurance. The pro- 
duction so far has been only from In- 
diana although Wabash is licensed also 
in Michigan, Pennsylvania, Iowa, Min- 
nesota and California. 

J. Carl Suverkrup, secretary-treasurer, 
and Ed S. McMahon, agency vice presi- 
dent, were at the NAIC Zone 3 meeting 
at Louisville, last week. 





N.Y. Women’s Charity Bridge 
Party Set for Sat., May 14 


The Insurance Women of New York 
will hold their annual charity bridge 
Saturday afternoon, May 14, at 1 o’clock, 
in the Bowman Room of Hotel Bilt- 
more, Madison Avenue and 43rd Street, 
New York. 

These bridge parties have provided 
funds for the club’s charitable activities 
for many years. About 400 are expected 
to attend. There will be table prizes and 
over 100 door prizes. Edna Morris of 
America Fore Group is the chairman. 





Insurance Society School 
New Catalogue Available 


Dean Arthur C. Goerlich has an- 
nounced that the 1955-56 catalogue of 
the School of Insurance of the Insurance 
Society of New York, Inc., is near com- 
pletion and will be available the week 
of May 15 to all Insurance Society 
members, current students, and all inter- 
ested industry personnel. The catalogue 
contains a summation of the curriculum 
and activities and lists 100 courses to be 
offered during the coming school year. 

The School of Insurance will offer 
95 courses for which credit is given, 
covering the fields of life, casualty, fire, 
ocean and inland marine, accounting, 
law and bonding. Five non-credit courses 
will be offered in the Insurance Society’s 
lecture series in the fields of life, casu- 
alty, fire and accounting. 

At present, there are 125 instructors 
on the teaching faculty of the school, 
most of whom teach the specialty in 
which they are daily engaged. The cur- 
rent enrollment is 2,900 students. 

The School of Insurance, which uti- 
lizes classroom space made available by 
company, agency and brokerage firm 
members of the Insurance Society, has 
facilities in such outlying areas as West- 
chester, New York and Nassau County, 
Long Island. 

Copies of the 1955-56 catalogue may 
be obtained by contacting the adminis- 
trative offices of the Insurance Society 


of New York, Inc., 16 Liberty Street, 
New York 5, N. Y., or by calling Digby 
4-0410. 


States That Have Approved 
The Comp. Dwelling Policy 


The Insurance Department of Arizona 
has announced its approval of the Com- 
prehensive Dwelling Policy filing made 
by the Pacific Fire Rating Bureau, Na- 
tional Bureau of Casualty Underwriters 
and the Inland Marine Insurance Bureau 
as recommended by the Interbureau In- 
surance Advisory Group. 

With approval in that state, the policy 
now becomes available in the states 
of Alabama, Arizona, California, Colo- 
rado, Connecticut, Delaware, District of 
Columbia, Florida, Georgia, Idaho, IIli- 
nois, lowa, Indiana, Kansas, Kentucky, 
Louisiana, Maine, Maryland, Michigan, 
Montana, Nebraska, Nevada, New Mexi- 
co, New York, North Dakota, Ohio, 
Oklahoma, Pennsylvania, Rhode Island, 
South Carolina, South Dakota, Tennes- 
see, Utah, Vermont, West Virginia, 
Wisconsin and Wyoming. 








Tell your story with 


“YOUR INSURANCE PROGRAM 
IS AS GOOD AS YOUR AGENT” 


a completely New approach 


to your insureds and prospects, 





telling them the difference between 
YOUR service and that offered 
by others 


@ Developed by the Royal- 
Liverpool Insurance Group 
to publicize the American 
Agency System. 

No Company Identification. 
Agent’s name only appears 
throughout entire brochure. 
e Agent can tell the story of 
HIS OWN agency in 

copy and photographs. 
Printed in four colors. 
Subsidized by Royal- 
Liverpool, brochures are 
offered at extremely low cost. 


“® for further details, write 
saepucemials iene KAA nt, 
Production & Market Research Dept. 


Royal-Liverpool Insurance Group 
150 William St., New York 38, N. Y. 


Please send further details on your new brochure 
“Your Insurance Program is as Good as your Agent”. 
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Rising Agency Costs 
(Continued from Page 27) 


labor has long since proven highly 
economical,” he said. . 

“The addition of dictation equipmen; 
alone will often lick the problem of ap. 
other clerk. Certainly it will salvage 
much valuable time for the “boss” which 
could be devoted more profitably to sel}. 
ing. There is every likelihood that syb. 
stantial improvements can be made ip 
record management, collection methods 
or selling procedures. Improvements jn 
these phases will lower expenses and 
allow more time for production and 
higher caliber of personalized service” 
declared Mr. Chandler. ; 

As to the fundamentals of good man- 
agement, the speaker said that one of 
its most important factors is a definite 
sales plan which insures selling by in. 
tention and not by chance. 

Further in his talk, Mr. Chandler 
pointed to “the personal service factor 
needed in combatting the mail-order 
type of cut-rate specialty competition, 
the agent who expects to continue to be 
prosperous will find it necessary to add 
to his selling staff. This step will be- 
come inevitable because there is a limit 
to the number of accounts one man can 
handle properly and because top-grade 
service is the only way you can justify 
the principle of doing business on a 
commission basis. More volume will ab- 
sorb the solicitor’s expense and result 
in greater agency solidity. 


Make Service Our Business 


“Service Is Our Business’ makes a 
slogan which has a powerful appeal to 
the imagination. The whole idea of 
service in the insurance business re- 
solves itself into the theory that, if you 
save a man trouble or financial loss, give 
him peace of mind, and save him money 
occasionally, he will come around again 
to get you to save him some more. 

“Tt is essential for agents to make 
their clients fully aware of the value, 
variety, and sterling quality of the many 
services they render and clearly show 
the sacrifice in service and convenience 
the client faces if he elects to take ad- 
vantage of the lower cost. Stop being 
modest. Tell every client frankly and 
repeatedly that your service is superior 
and that you are on his payroll and 
available to serve him on a 24-hour 
basis. People like personal attention.” 


Formulas for Success 


Mr. Chandler offered the agents suc- 
cess formulas as follows: 

“1) Give your operations a_ good 
‘physical,’ one phase at a time. View 
with an eagle eye every phase of your 
agency activities which has failed to 
function at top efficiency. Don’t forget 
to check on yourself. Determine how 
you can modernize and streamline your 
office operations. It is of the utmost 
importance to discard archaic systems 
and methods. Re-examine and _ re- 
appraise. There is every likelihood that 
new ways have already been found to 
do a better job with less cost and 
effort. : 

“2) Rid yourself of maximum detail 
by training your staff and delegating 
responsibility. Augment your staff if 
necessary. Exercise close supervisory 
control. 3) Establish and adhere to a 
sales plan and make your office staff 
‘sales conscious. 4) Maintain rigid 
personal discipline on how you spend 
your time. 5) List and classify your 
agency expenses for the past two years. 
Analyze them carefully. Ascertain what 
reductions can be made, no matter how 
small. Calculate your percentages of net 
profit and expense and compare with a 
friendly competitor similarly situated 
and with the national averages.” 

In closing, Mr. Chandler told the con- 
vention, “there is a limit to the amount 
of ‘net’ you can take out of the business 
and still live up to the service creed 0 
the American Agency System. Greater 
competency and individual productivity 
are required today to insure success 
tomorrow. The destiny of the system 
lies in the hands of the individual mem- 
bers.” 
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McKerrow on Lloyd's 


(Continued from Page 23) 


bers gives additional protection to the 
policyholder. All this is controlled by a 
very rigid system of audit. Having stood 
the test of time for three centuries, its 
record for security is one of the finest 
in the world, said Mr. McKerrow. 


Value to American Market 


“What value is all of this to the 
American insurance picture?” continued 
Mr. McKerrow. “Lloyd’s has contributed 
tremendously to the growth of insurance 
in America. Quite apart from direct 
business it has through the years pro- 
vided a sound independent reinsurance 
market. To new companies, adequate re- 
insurance is vital and the success of 
many well-established companies can be 
attributed largely to shock losses ab- 
sorbed by the reinsurer. Vast sums have 
been paid by Lloyd’s arising out of 
major catastrophes such as the San Fran- 
cisco earthquake and the Texas City 
disaster. Following the November, 1950, 
East Coast windstorm a sum in excess 
of $50,000,000 was made available before 
the end of that year to American insur- 
ance companies reinsured with Lloyd’s. 
The Livonia General Motors loss was a 
very severe one and last year’s East 
Coast hurricanes ‘Carol’ and ‘Hazel’ were 
probably the most devastating of all. 
What of Future of Lloyd’s in America 

“Notwithstanding the enormous growth 
of domestic companies in size and in 
knowledge, the influence of Lloyd’s will, 
I think, continue to be strong. Its unique 
constitution, its financial strength (with 
over $200,000,000 in trust funds here for 
protection of American policyholders) 
together with its flexibility of freedom 
from rating laws give it a natural at- 
traction and advantage. Lloyd’s, I am 
sure, will go on contributing to modern 
insurance thinking.” 





Business Interruption 


(Continued from Page 24) 


manufacturing is merely a-means to that 


end. The statement is frequently made 
that manufacturing U covers loss 
of production only. This we disagree 
with completely. The determination of 
lost production is, of course, a necessary 
first step in the adjustment of a U & O 
claim but the fundamental loss, and one 
which must be proven, is of sales for 
there can be no collection under the 
policy if the production is “made up.” 
That is to say, if there has been no ac- 
tual loss sustained through inability to 
fill orders. The inability to fill orders 
because of the destruction of finished 
stock is the same sort of business in- 
terruption loss. 

On this, here is an interesting view- 
point which I am quoting from a pam- 
phlet on U & O written some years ago 
by Mr. Frank Erion, a prominent ad- 
juster in the U & O field: 

“The exclusion of ‘finished stock’ has 
heretofore been detrimental to U & O 
adjustments. There have been instances 
where production was prevented but 
no loss of sales resulted because of fin- 
ished stock sufficient to fill all orders. 
Insured failing to show that the pre- 
vented production would ever cause a 
lapse in sale, the adjuster rightfully 
took the position there was no U & O 
loss. Insured’s position is that insur- 
ance cannot benefit by his finished 
Stock since the form excludes it; fur- 
ther, that if the finished stock was 
destroyed without damage to the manu- 
facturing units, his U & O could not 
be called upon to pay a cent though 
his loss of sales was great.” 

The fact that coverage in respect to 
finished goods is available under two 
other forms of insurance is really no 
argument against inclusion under the 
/ & O policy. Actually, the latter re- 
sults in simplification by covering under 
a policy what otherwise would need 

vO. 


It is, of course, true that one must get 


a premium large enough to take care of 
the added liability if finished goods are 
to be included, but this is no different 
from any other rating problem. 

In view of all of these considerations, 
we have eliminated the exclusion of fin- 


ished goods from our manufacturing 
U & O policy. 

So far as the rating of the additional 
coverage is concerned, we have ordi- 
narily made no increase in rate, being 
satisfied that normally the additional 
hazard is not great enough to justify 
one. In certain cases however, a substan- 





BABACO OPENS NEW CONN. AGCY. 

The opening of a new agency for the 
inspection and servicing of truck bur- 
glar alarm systems is announced by 
Jack Seide, president, Babaco Alarm 
Systems, Inc. The new agency is the 
Stratford Ignition Co. 1197 Barnum 
Avenue, Stratford (Bridgeport) Conn., 
operated by Fred Barber. Babaco oper- 
ates a nationwide network of similar 
agencies. 





tial rate increase will be justified, de- 
pending upon the facts. 
To Be Continued) 


Pace College Names Boisi 
The appointment of James O. Boisi as 
chairman of the department of real es- 


tate and insurance of Pace College has 
been announced by Dr. Edward J. Mor- 
tola, vice president and provost of the 
College. 

Mr. Boisi, who has taught at Pace 
College since 1944, is associated with the 
firm of Amend and Amend, attorneys, 
New York City. A 1939 graduate of 
Brooklyn College, Mr. Boisi received his 
law degree from Fordham University 
School of Law in 1942. 
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ai | : ” 
Amendments to nderstanding Jaffe Agency Forum 
: 6 mph es Discusses Block Policies | THE OLDEST INSURANCE 
London—The Joint Hull Committee penalty increases is divided into two COMPANY IN THE WORLD 
has announced the first amendments to categories, “A” and “B.” Whereas here- aoe 
the Joint Hull understanding under the — tofore the division of fleets has been on ANALYZE NEED FOR COVERAGE 
chairmanship of Harold H. Mummery, the datum line of £9,000,000 in total ear ee 
underwriter of London Assurance who — value, the point of division has now been George Arnold and Alvin Lowenkron 
was previously deputy chairman. Ac- inc reased to £10,000,000, or the equiva- Describe Camera, Musical Instrument 
cording to The Review of London such lent in another currency. Dealers, Jewelers and Furriers Policies 
amendments have long been awaited A footnote to the formula states that ? t Se 
particularly as the formulae on which where for any reason the figures sub- Four major “Block” policies were dis- 
the Joint Hull Understanding is based mitted with the previous renewal now cussed at the Jaffe Agency ree May 
have been under fire for a long time. prove to be incorrect, so that the terms 11, at Governor Clinton Hotel, N. Y. C, 
The amendments to the formulae as of such renewal would inave been af- by George Arnold, manager inland ma- 
given by The Review dealing with ex- fected, the difference is to be brought rine department, Hartford Fire, Metro- 
ceptions to the “minimum basis,” are ap- into the account of the figures for the politan office, and Alvin Lowenkron, man- SS FIFTH AVE., NEW YORK 
plicable to direct and reinsurance busi- current renewal, and that a detailed list ager marine department, Jaffe Agency. 
ness effective as from March 1, 1955, for of outstandings must be supplied by the Mr. Lowenkron gave an analysis of 


all insurances other than Total Loss, owners, based on the latest cost of re- the need for “Block” coverage in certain 
Sue and Labor and Salvage Charges. pairs. fields. He suggested three criteria for 
The basis is applicable to liners and It is provided that where the premium the development_ of block forms, all of 
tramps and any other form of vessel charge has on a previous occasion been which apply to Camera Dealers, Musical Jewelers’ and Furriers’ “Block” Policy 
(including dredgers, ferries, river affected by reason of one major casu- Instrument Dealers, Furriers and Jewel- Protects All Risks 
steamers and salvage vessels of all na- alty, that casualty may be omitted from €TfS. | he first test is,” he said, “Do Mr 
tionalities) also applicable to refrigerat- the claims figures in calculating the the individual items making up the stock af 
ing machinery. The exclusions now are credit balance of the past four com- have a high degree of homogeneity and 
(1) craft (i.e., all vessels including fully-. pleted years, but in no case shall more = ™ore important, are they relatively high 
powered steamers) of a value of £20,000, than one casualty be omitted from the value and therefore susceptible to loss 
or the equivalent in another currency, complete list of claims for four years from a multitude of perils? If so, there 
and under, except where such craft completed. “Completed years” means 15 @ real need for broad forms ot 
forms part of a Heet any single vessel that all the risks shown on the ship Coverage At oer : 
of which is valued at £20,000, or the have expired. The second criteria is, according | to 
equivalent in another currency; (2) No splitting up of fleet figures is to Mr. Lowenkron: Does the business being 7 ; atic 
Canadian River and Canadian Inland be allowed. If the ownership has not considered have many complicated as- W a Se wit 4 daly eng wari 
Water craft; (3) trawlers and (4) been in existence for the four years, pects outside of strict location cover on ad gh veges Mig he “TM IB 
yachts. Previously, fleets where the top then the completed years of the owner- the assureds’ premises? Coverage may 2 oe bi ae fl r. ec a era 1B. 
value was not more than £15,000 were ship are to be taken for the purpose be necessary for property in transit to Bie - yec - ~e? he Urrices 
freed from the Agreement, this sum of applying the above formula. The Customers and to the assured from man- oc na the other hard 1s oon oe 
, trolled and therefore subject to some 


also given to the mandatory $25 deducti- 
ble clause and its manner of application. 


Arnold began his talk by indicat- 
ing that “The Jewelers’ Block Policy 
and the new Furriers’ Block Policy are 
designed to furnish practical, adequate 
coverage in contracts that meet the spe- 
cific requirements of these two classes 
of merchants. They insure against all 
risks of loss of, or damage to, the de- 
scribed property arising from any cause 


being fixed in 1935, when it was in- claims and outstandings must be shown Utacturers or distributors, or for property rariation, depending on the company 
creased from £10,000. This, of course, is against each of the completed years to 2 gpl for which the assured may be hi the seas . a 
; Ce ae ee - 2 tae »y refe >. lable. ea ok 

: > an as z xo ; 
a relatively minor alteration. which they refer and not as an aggre- Mr, Arnold explained that the Jewel- 


gate over the four stipulated years. Coincidence may account for the third 

It is provided that new and acquired — test, he said, but it. will be noticed that 
the fleet every block form for dealers was pre- 
ceded by a specific form for an indi- 
vidual owner of such property. Ap- 
parently underwriters prefer to extend 
their writing to dealers where they have 


ers’ Block covers stock owned by the 
insured, property of customers, and items 
held on consignment, and in addition 
may include office furniture, fixtures, ete. 
The Furriers’ Block differs in that it is 
limited to cover property owned by the 


Premium Reserves 


The most important adjustment has vessels must be submitted to 
been made in respect of the scale of leader and rated in accordance with the 
“premium reserves.” Whereas previously terms prevailing for a similar vessel of 
the credit balances were taken on the the same fleet. 
las ree close rears > f < < ear eee 
aa ye sient gre ame a ae had prior experience in covering his par- insured or held by him for sale and does 

ticular commodity. not cover customers’ property that may 


re Lot Ser culapicans yours Ui- S. C. Marine Underwriters Mr. Lowenkron described the Camera ¢ in the possession of the furrier. “An- 


cluding all outst: rs Ss » take : : : ° > 1 ¢ <C1lusS 5 « 
into yn Tureen thesia Los Angeles, May 9—Marine Under- Dealers’ Block in detail, mentioning igs ae oa ee haga 
a compromise between the view of those “Titers of Southern California today Dealers: Block in detail, mentioning . ae senaiiees of santaint contractors 
who have advocated that five years’ fig- elected these officers for the coming — that they are identical in form and con- 1 Mot “i Pu ae ak Purrieté 
ures should be regarded and those who Yeat: President, George W. Ziegler, ma- tent. ‘ The only distinction,” he said, Ci Z: lle wes lic, nd G sadn Cre 
were satisfied with the old basis. Tine SCCrerary, Founders Insurance Co.; “lies in the question . oth anes ‘ hares oo eo "i laced by 
The formula for renewal in cemard to |4(‘ViCt “President, Sui E. Kaight, ope classes are under the jurisdiction of em F, re ak ie : 
cial agent, Great American group; sec-  1.M.I.B.—in other words, ‘controlled e Furriers Block. e 
3 a : - retary, Robert Williams, inland marine — classes’—the same information applies to One ot the. outstanding advantages ot 
E N Muller " p d , superintendent Fireman's Fund; treas- practically every policy issued.” the Block Policy is ae does = - 
° ° » Jt., Fresiden urer, Walter Baumhefner, superintend- The property insured and kinds of tain a co-insurance clause,” he sal 


“The assured states the limits required 


Am. Marine Insurance Forum ©". rine department, Hartford Fire. property specifically excluded were men- auld pags ths seemeth ecooeaae” 


Vincent Nuccio, vice president of the tioned with his observations regarding 


Reeves * esata aeltheeng: Bh New Insurance Brokers Exchi ange of Cali- some of these exclusions. Mr. Lowen- ebrmeedistoginling hit Ay ade Ge 

York, E. N. Muller, Jr., of Insurance Co. 00" spoke on the subject: “The Rat kron put particular emphasis on those make sure to cover themselves sufi 

of North America was elected president. ing and Covers ge of the Commercial exclusions which are unique, or at least deutiy, situs Selina pes he hale 
The forum, members of aiid aan Property Floater. rare, in Marine forms. Attention was dled 7 ¢ : “ li a ' 
’ ‘ d during the policy term. 

ocean cargo and hull underwriters, also Following their talks, the speakers 





joined with Ian R. McDonald, William 
M. Mortimer Co., Adjusters, in a panel 
moderated by Alfred I. Jaffe. Questions 
were put to them regarding block forms 
and adjustment problems that might 
arise from them. 


elected W. S. Hoon, Home Insurance 
Co., vice president, and R. P. Mund- 
henk, Carpinter & Baker, treasurer. 

In addition to the above, the follow 
ing were elected directors: G. H. R. c 
Jenkins of Wm. H. McGee & Co., Inc.; i Ve; z 
T. E. MaeCormack of the National Fire REINSURANCE ¥ INTERMEDIARIES 
Insurance Co, of Hartford; E. I. Sparling 4 . 
of the Automobile Insurance Co. and 
Mark Wei of Chubb & Son. 

C. W. Dawson was appointed secre- 
tary. Mr. Hoon, temporary chairman of 
the forum during the formative stages, 
presided at the meeting. 











Arkansas Special Agent 

Omar D. Cauby has been appointed 
special agent in Arkansas for Aetna In- 
surance Group, replacing R. Heber Hel- 
venston, Jr., transferred to Oklahoma. 
Mr. Cauby will be associated with State 
Agent Thom: is H. Bramhall with head- 
quarters in Little Rock. 





Edward C. Gabree to Denver F 





Special Agent Edward C. Gabree of A native of Little Rock and a grad- 
Phoenix of Hartford Group, has been OFFICES uate of University of Arkansas, rae 
transferred to the company’s Denver, Cauby joined the Aetna Group in Feb- 
Colorado office in charge of the inland SS SE SENSES, SOPH YR OR, .'Y. . ruary, 1954. He recently completed the 
marine department for the states of ’ LONDON + TORONTO «+ PARIS *« VANCOUVER «+ SYDNEY course in Aetna’s Multiple Line Training 

















Colorado, New Mexico and Wyoming. School. 
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Extend Physical Damage 
To Property Insurance 


NATIONAL BUREAU ANNOUNCES 


Cover Effective May 11 in All States 
Except Massachusetts, Minnesota, 
New Jersey and Texas 


Physical damage to property insur- 
ance, an extension of coverage under 
comprehensive personal liability, farm- 
er’s comprehensive personal liability and 
schedule “personal _ liability-including 
farm” insurance, was announced May 
10 by the National Bureau of Casualty 
Underwriters on behalf of_its member 
and subscriber companies. This physical 
damage to property coverage is effec- 








Mutual Bureau Coverage 

A new coverage, a broadened cover- 
age and some revised rates and rating 
procedures in connection with general 
liability insurance have been announced 
by the Mutual Insurance Rating Bureau. 
These changes, brought about by an 
addition to the rules and by revisions of 
rules and rates contained in the Lia- 
bility Insurance Manuals, became effec- 
tive May 11, 1955, in 43 states and the 
District of Columbia. 








tive, May 11, oi all states except Mass., 
Minn., N. J. and Tex.; it will be effec- 
tive in Texas but the effective date there 
is June 8. The coverage is also effective 
May 11 in the D. of C, Alaska and 
Puerto Rico. 

In addition to the revision of the 
owners’, landlords’ and tenants’ liability 
manual to provide rules and rates for the 
physical damage to property coverage, 
other rule and rate revisions, including 
revised rates for comprehensive per- 
sonal liability and farmer’s comprehen- 
sive personal liability insurance in cer- 
tain states, were announced by the Bu- 
reau, 

Rate Changes in Certain States 


Rate revisions for comprehensive per- 
sonal liability and farmer’s comprehen- 
sive personal liz ibility insurance are ef- 
fective May 11 in certain states. The 
changes reflect recent experience incur- 
red by the carriers. 

In Florida, Maryland and Oregon 
rates for related comprehensive personal 
liability classifications are correspond- 
ingly increased. 


Other Manual Changes 


Changes are made in owners’, land- 
lords’ and tenants’ liability manual rules 
pertaining to comprehensive personal lia- 
bility and farmer’s comprehensive per- 
sonal liability coverage. These changes 
are effective May 11 in all states and 
territories except Minn., Tex. and Ha- 
Wali; they will be effective in Texas but 
the effective date there is June 8 

Coverage has been broadened to in- 
clude watercraft not exceeding 26 feet 
in length and with not more than 25 
horsepower; formerly those with more 
than 10 horsepower were excluded. This 
rule change results in broadening the 
basic policy coverage without additional 
premium charge and it eliminates the 
need for separately rating many small 
motor boats. The use of higher powered 
engines in private motor boats of the 
smaller type has become more prevalent 
in recent years. Generally boats having 
more than 25 horsepower are of the 
“speedboat” type for which an additional 
premium is necessary. 

To conform with the rule change the 


(Continued on Page 58) 









NAT'L BUREAU ANNUAL MEET 


Gcahieis Mgr. Leslie and Secretary Cahill 
Reelected; All Executive Committee 
Officers Reappointed 


William Leslie was reelected general 
manager and James J. ‘Cahill was_re- 
elected secretary of the National Bureau 
of Casualty Underwriters at its annual 


meeting at the Waldorf-Astoria Hotel, 
New York, May 10. 
The following new members were 


committee: 
Crum & Forster 
Hartford Accident & Indemnity 
Co.; London Guarantee & Accident Co.; 
New Amsterdam Casualty Co.; Standard 
Accident. All officers were reappointed 
at the meeting of the executive 


elected to the executive 
American Insurance Co.; 
Group; 


commit- 
tee which followed the annual meeting. 

There were no changes in the mem- 
bership of the following committees: 
law; actuarial; statistical; boiler and 
machinery rating; residence water dam- 
age and explosion; professional liability 
insurance. 

The following companies were ap- 
pointed new members of committees 
automobile rating—American Surety Co. 
of N. Y., Fidelity & Casualty Co. of 
N. Y. and Maryland Casualty Co.; bur- 
glary rating—Century Indemnity Co: 
Hartford Accident & Indemnity Co. and 
Royal-Liverpool Insurance Group; gen- 
eral liability rating—Commercial Insur- 
ance Co., Home Indemnity Co. of N. Y. 
and United States Fidelity & Guaranty 
Co.; glass rating—Aetna Casualty & 
Surety Co., Glens Falls Insurance Co. 
and Travelers Indemnity Co. 





STEELE NAMED ASS’T MANAGER 


Of Auto-Casualty Operations in Fire- 
man’s Fund Group Southern Calif. 
Dept. at Los Angeles 

Harold M. Steele has been named as- 
sistant manager of the automobile 
casualty operations in the Southern 
California department of Fireman’s 
Fund Insurance Group in Los Angeles, 
according to an announcement by Louis 
W. Niggeman, vice president and mana- 
ger of the Pacific departments of Fire- 
man’s Fund. Mr. Steele will relinquish 
his present duties as assistant manager 
of the automobile and casualty opera- 
tions in the Pacific department in San 
SL oge ge and take over his new post on 
May 15. 

George W. McKay is manager of the 
automobile-casualty operations in_ the 
Southern California department of Fire- 
man’s Fund. Leonard T. Backus is de- 
partmental manager. 

Mr. Steele has been in the insurance 
business since ae In 1948 he was 
president of the S San Diego Agents As- 
sociation. He served two terms as di- 
rector for the California Association of 
Insurance Agents. In 1952, he was 
named agency superintendent for indem- 
nity lines in the Pacific department ot 
Fireman’s Fund. In 1954, he was ap- 
pointed assistant manager for indemnity 
lines. 

Mr. Steele was awarded his CPCU 
designation in 1953. He is a member of 
the Northern eg og Chapter of 
CPCU and of the San Francisco Insur- 
ance Forum. 





HOLD ANNUAL MEETING MAY 17 

The 38th annual meeting of the Com- 
pensation Rating and Inspection Bureau 
of New Jersey will be held in the Public 
Service Auditorium, 70 Park Place, New- 
ark, N. J., on Tuesday, May 17. 


Reelect Platts and 
Falvey to Top Posts 


IN ASSN. OF C. & S. COMPANIES 





J.D. Dorsett and Ray Murphy Reelected 
General Mgr. and Gen’l Counsel at 
May 10 Annual Meet 


Ralph H. Platts, a director of Stand- 
ard Accident and formerly president of 
that company, was reelected president 
of Association of Casualty & Surety 
Companies at its annual meeting in New 
York, May 10. Wallace Falvey, presi- 
dent, Massachusetts Bonding & Insur- 
ance Co., was reelected vice president. 
J. Dewey Dorsett was reelected general 
manager of the association, and Ray 
Murphy, general counsel, posts they 
have held since 1944. To the executive 
committee the following member com- 
panies were elected for a_ three-year 
period: Fidelity & Deposit, Fireman’s 
Fund Indemnity, General Accident, Fire 


& Life Assurance Corp., Hartford Acci- 
dent & Indemnity, Indemnity Insurance 
Co. of North America and Maryland 


Casualty. 

At the annual luncheon of the asso- 
ciation, Superintendent of Insurance 
Leffert Holz of New York State and 
Angela R. Parisi, chairman of New York 
State Workmen’s Compensation Board, 
made short talks. Also representing the 
State Insurance Department were Dep- 
uty Superintendents Julius S. Wikler 
and William M. Blake, Jr. 

Among other guests were Frank A. 
Christensen, president, America Fore; 
James A McLain, president, New York 
State Chamber of Commerce; Bruce EF. 
Shepherd, manager, Life Insurance As 
sociation of America; J. Victor Herd, 
president, and Lewis A. Vine ent, general 
manager, National Board of Fire Under- 
writers; M. D. Griffith, executive vice 
president, New York Board of Trade; 
Thomas Jefferson Miley, executive vice 
president, Commerce & Industry Asso- 
ciation; James R. Shaw, president, As- 
sociated Industries of New York. 

250 at Lunch 


Annual reports were given during the 
business meeting. In a brief statement, 
Mr. Platts reported generally on the af- 
fairs of the association. Mr. Dorsett 
described the work of the staff, giving 
particular attention to the services ren- 
dered by the association, to Government, 
the public and its membership. Mr. 
Murphy briefly discussed legal and legis- 
lative developments. Annual reports 
were also given by the chairmen of the 
advisory committees of each department. 

Approximately 250 insurance execu- 
tives and their guests were present at 
the reception and luncheon. The annu: ul 
reports of the various committee chair- 
men will appear in next week’s edition 
of The Eastern Underwriter. 





$2,768,667 IN NET PREMIUMS 


Written by Central Surety & Ins. Corp. 
for First Quarter of 1955; $271,270 
Net Income After Taxes 

During the first quarter of this year, 
Central Surety & Insurance Corp. had 
a total of $2,768,667 in net premiums 
written, as compared with $2,600,188 dur- 
ing the same period of 1954. Net income 
(before Federal Income Tax) was $482,- 
904. Net income for the first quarter of 
1954 was $369,896. 

Net income (after Federal Income 
Tax) amounted to $271,270, as compared 
with $221,937 in the first three months 
of 1954. Combined loss and expense 
ratio was 81.9% as compared with 91.1% 
for the first quarter of 1954. 


At the — stockholders’ meeting 


held on May 3, J. H. Berkshire, Berry 
J. Davis, Arthur Eisenhower, H. P. Linn, 
R. E. McGinnis, and W ard A. Neff, 
whose terms as directors expire in 1955, 


were reelected for a term of three years. 

At the regular quarterly meeting of 
the board of directors, all officers were 
reelected. A quarterly dividend of 50 
cents per share was declared, payable 
May 16, 1955, to stockholders of record 


May 3. 









H. D. Combs Suggests 

Liberal Claim Handling 
TO REDUCE COMPETITION 
Stresses Competency; Harold Queen 


Cites Start of N. Y. State Speakers 
Bureau Operations 








Syracuse, May ~10—Hugh D. Combs, 
senior executive vice president, United 
States Fidelity & Guaranty Co., has de- 
clared that the competent and liberal 


handling of claims will not only reduce 
competition, but it will avoid bad law 
and bad public relations. Speaking be- 
fore the New York State Association 
of Insurance Agents meeting here to- 
day, Mr. Combs stressed the competency 
of the agent..On the same program, 
Harold Queen, public relations assistant, 
Association of Casualty & Surety Com- 
panies, made it known that the New 
York State Speakers Bureau will launch 
full-scale operations this month. He said 
that all basic preparations have been 
completed for inauguration of the bureau 
and that the first speaking engagements 
probably would begin the end of the 
month. 

Mr. Combs, in discussing agent com- 
petency, pointed out that direct selling 
of one or two types of insurance poli 
cies at cut-rates has resulted in raising 
a question in the minds of some people 
as to whether the services of an insur 
ance agent are worth the cost. “You and 
| know,” he declared, “that the services 
rendered by the insurance agent are 
well worthwhile when properly rendered 
and utilized; but we must be sure that 
the public is made to realize the truth 
of this assertion.” He asserted that “it 
is not only what we are but what other 
men think we are that is important. 


Stock Cos. Have Proved Worth 


“Claim-wise, the stock insurance com 


panies have well proved their worth,” 
said Mr. Combs. “The services they 
have rendered to insureds in the face 


of many difficulties have indeed been 
outstanding. But there are still too 
many agents who are satisfied to skim 
off the cream of insurance and let some 
body else have the skimmed milk. The 
man who takes care of only part of an 
insured’s interests is furnishing ammuni 
tion to the mail-order purveyors and 
those who say there is no need for an 
insurance agent. 

“What I say, of course, does not ap 
ply to all agents,” declared the speaker, 
“certainly to none of you who are here 
today, and, indeed, it may apply only to 
a few. But like the bad apple in the 
barrel, a few agents may cause injury 
to all agents. 

“Agents today must realize,” empha 
sized Mr. Combs, “that the day of 
cream-skimming is past. They are in a 
tough business which requires constant 
study of policies and the resultant  fa- 
miliarity with policy contents. They 
must realize in this changing day and 
age that the insurance needs of their 
customers require constant thought and 
study.” 

Mr. Combs pointed out that if proper 
attention is paid to the insured, service 
can become much more important than 
a few dollars’ difference in the rate. 
“The insured,” he said, “should be made 
to understand that he is being pro 
tected against catastrophes which might 
involve thousands of dollars, and there 
is no use in trying to save pennies. The 
agent should order complete coverage. 
f there is small chance of loss on any 
part of the risk insured against, then 
the premium will likewise be small ayd 
not worth arguing about.” 


Decisive Public Relations 


In his address, Mr. Queen declared 
that formation of the speakers bureau 
marks one of the most decisive public 
relations steps ever undertaken coop- 
eratively by casualty insurance compa- 
nies and local agents. Pointing to the 
success achieved by a similar bureau in 
Oklahoma and one recently organized in 

California, he said that the greatest gap 


(Continued on Page 58) 
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Accident Indemnity 
Problem Not Solved 


OPINION OF VICTOR F. VENESS 





Declares Compulsory Ins. Defeat in N. Y. 
Not Permanent; Protection of Pub- 
lic Still Paramount Issue 





Syracuse, May 10— Warning that the 
defeat of compulsory insurance legisla- 
tion in New York State last year was a 
victory in a battle—not a war—Victor F. 
Veness, New York agent and executive 
committee member of the American As- 
sociation of Motor Vehicle Administra- 
tors, in addressing the annual conven- 
tion of the New York State Insurance 
Agents here today, declared that even 
though compulsory agitation abated in 
the last session of the legislature it will 
be bound to recur. 

Mr. Veness said that “it does not 
presently appear that there is a gen- 
eral demand by the public for com- 
pulsory insurance.” However, he added 
that there is a general feeling that the 
accident indemnification problem is not 
completely solved. 

Acceptable Plan Necessary 

“[ am_ sure,” said the speaker, “that 
the public is more interested in the end 
result than the way or means of achiev- 
ing it. In other words, the door is open 
for some acceptable plan which will af- 
ford proper protection without penalizing 
the well intentioned and financially re- 
sponsible motor vehicle operator. Any 
legislation must take into account the 
administrative detail involved. Unfortu- 
nately, the lawmakers frequently over- 
look the scope of new laws and assume 
that the Bureau of Motor Vehicles can 
absorb new functions just as a matter 
of routine. 

“A few years ago,” continued Mr. 
Veness, “the Commissioner or Registrar, 
as is his title in Massachusetts, stated 
that in the beginning unquestionably 
there had been cases involving collusion 
in settlement of claims.” However, he 
thought that situation had been greatly 
improved. “We cannot help but wonder 
what it would be if they did include 
compulsory coverage for property dam- 
age accidents. I wonder if New York 
State should venture with all-inclusive 
compulsory insurance when our neigh- 
boring state, after 20 odd years, still 
chooses to confine its compulsory insur- 
ance law to cover only bodily injury 
accidents. If we did not make a law all 
inclusive, wouldn’t we be depriving our 
citizens ‘of the greater protection now 
enjoyed under the present safety respon- 
sibility law?” 

Sees Satisfactory Results Under 
Responsibility Law 

The speaker then explained that dur- 
ing the past two years no departmental 
legislation of particular consequence to 
the administration of the Safety Respon- 
sibility Law was proposed to the ad- 
ministration because of the compulsory 
insurance controversy. “It is generally 
conceded that this law has produced 
satisfactory results; there are few laws 
Ww hich accomplish anywhere near 90 or 
95% of their objectives,” he declared. 
“However, no one has claimed that this 
legislation is perfect or cannot be im- 
proved, and it will do no harm to ac- 
quaint you with our views in this con- 
nection.” 

He continued: “We have felt that the 
provision of law whereby an uninsured 
person who reaches in his own pocket 
and pays all claims against him arising 
from an accident should not be placed 
forever under financial responsibility re- 
quirements. As the law now stands any- 
one paying more the in $1 in settlement 
of claims, is placed in that category. We 
do believe it is perfectly proper for such 
person to be placed under financial 
responsibility requirements for some 
period of time—say 3 or 5 years—but 
not forever. If the public were aware 
of what happens, it would discourage 
settlement of claims rather than pro- 
mote settlements, which the law cer- 
tainly intends. 

Suspend or Revoke Licenses 

“We also call to your attention,” said 

Mr. Veness, “the fact that the Com- 


A. Y. Dow to Celebrate 25 
Years With Hartford A. & I. 


Augustus Y. Dow, manager of the 
Buffalo, N. Y. office of the Hartford 
Accident & Indemnity Co., will com- 
plete 25 years = service with the com- 
pany on May 1 

A native of Sedalia, Mo., Mr. Dow 
attended Kansas City Junior College. 
He joined the Hartford Accident in 1930 
as a special agent at the Louisville, 
Ky., branch and served in the same ca- 
pacity in Syracuse, from 1931 until 1940 
when he was appointed special agent in 
charge of the Detroit office. He was pro- 
moted to his present position in October, 
1943. 

Mr. Dow, a director of the Casualty & 
Surety Club of Buffalo, was its secretary- 
treasurer in 1944. He is a member of 
the Insurance Club of Buffalo and is 
active in Red Cross work. 





missioner cannot suspend or revoke a 
license because of a conviction without 
placing the person under future finan- 
cial responsibility requirements. This is 
mandatory under the law despite the 
fact that it might be the person’s first 
offense and not too serious in nature. 
We believe that compulsory financial 
responsibility following convictions for 
the more serious offenses is justifiable. 
However, it ties the Commissioner’s 
hands, as it were, in making it mandatory 
that he place a person under financial 
responsibility if he suspends a license 
for any period of time because of any 
type conviction. This, in my opinion, is 
unwarranted. We think some legisla- 
tion is advisable wherein action by 
the Commissioner will be discretionary 
rather than mé andatory. 

“Of course,” continued the speaker, 
“you realize that when a person is under 
financial responsibility, his future driving 
and every change of vehicles or addi- 
tional cars, is subject to proper evidence 
of financial responsibility filed with the 
Bureau.” 

Mr. Veness explained that at present 
there are some 170,000 individuals whose 
operation must be policed by the Bu- 
reau and some day the saturation point 
may be reached. “There is no aspect 
of safety responsibility administration 
which gives the Bureau more trouble, 
and incidentally furnishes more ground 
for public criticism than following up 
individuals for proper compliance with 
financial responsibility requirements— 
either changes of cars, cancellation of 
insurance, reinstatement of insurance, 
etc.—processing JR 1’s and JR 2’s, SR 
22’s and SR 26's. 

“Insurance companies and agents,” he 
concluded, “could help to eliminate a 
lot of this clerical detail in the Bureau. 
A notice of cancellation of insurance 
followed a few days later by notice of 
reinstatement with the same company 
would indicate that the Bureau is being 
used indirectly as a collection agency. 
Notice of cancellation of insurance starts 
a chain of procedure and, of course, 
reinstatement reverses that whole opera- 
tion. Many times the public suffers be- 
cause of the time element involved.” 


Angela Parisi Lauds 
Insur. Industry Role 

IN REHABILITATION PROGRAM 

Worker Lice With All’ Groups; Eder 


cation of Management Necessary 








Angela R. Parisi, chairman of the New 
York State Workmen’s Compensation 
Board, has declared that the support of 
rehabilitation programs by the insurance 
industry in New York State is most 
gratifying. Speaking at a New York 
luncheon-conference May 4 of the In- 
stitute for the Crippled and Disabled, 
Miss Parisi commented that “this co- 
operation has only scratched the surface. 

“Last month I called a meeting of rep- 
resentatives of the insurance industry to 
determine how the carrier program 
could be enlarged, what problems would 
result, if any therefrom, and what effect 
this would have on the total economy 
of our state. You will be pleased to 
learn, that while our conversations are 
still at an experimental stage the insur- 
ance industry feels strongly that this 
program should be stepped up.” 

She went on to urge a complete re- 
evaluation of all skills and resources to 
expand scientific and social progress in 
the field of rehabilitation of injured 
workers. 

Responsibility Shared By All Groups 

“Returning an injured worker to so- 
ciety as a person who can bear his or 
her share of economic responsibility is 
not the sole responsibility of any one 
group, but rests with management, labor. 
the medical profession, insurance car- 
riers, private organizations and_ the 
community. 

“We see about us evidence that man- 
agement, labor and the insurance carriers 
agree that it is both a moral and social 
responsibility wherever possible to re- 
store the injured worker to a ‘full eco- 
nomic life,’” Miss Parisi said. 

The chairman of the State Workmen’s 
Compensation Board further stressed 
that “it is our task in today’s dynamic 
society to continue to educate manage- 
ment to assume greater responsibility 
in this area.’ 

(Citing the vital stake that labor has 
in rehabilitation, Miss Parisi pointed out 
that “good trade unionism strives for 
constant improvement of working con- 
ditions and the best medical care for 
the injured worker.” 

Miss Parisi also called upon the medi- 
cal societies and the medical schools to 
alert both members and students not 
only to the advantages of rehabilitation, 
but to the availability of special skills 
among doctors and the proximity of re- 
habilitation facilities. 


SYDNEY N. RANDALL DIES 

Sydney N. Randall, superintendent of 
agents and assistant treasurer of Unity 
Life & Accident Insurance Association 
of Syracuse, N. Y., died April 20. He 
was associated with Unity Life for 32 
years and prior to that was with the 
Travelers Insurance Co. 
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H. S. Driver Education 
Discussed in Reading, Pa, 


MANY OFFICIALS IN ATTENDANCE 





Sponsored by American Casualty, Read- 
ing Auto Club, Association of C. & S. 
Cos., American Automobile Assn. 





The importance of driver education in 
the curriculum of high schools was the 
theme of a meeting held May 9 at the 
Berkshire Hotel in Reading. This meet- 
ing was sponsored by the American 
Casualty Co. of Reading, Penna., the 
Reading Automobile Club, the Associa- 
tion of Casualty & Surety Companies 
and the American Automobile Associa- 
tion in cooperation with Reading and 
Berks County public and_ parochial 
schools. 

Attending the meeting were 150 per- 
sons including school board presidents, 
principals and driver training instructors 
from 28 high schools of Reading and 
Berks County. At present 12 schools out 
of the 28 in Berks County have driver 
training as part of their curriculum. The 
purpose of this meeting was to discuss 
the importance of adding driver educa- 
tion to the curriculum of all the high 
schools throughout Reading and Berks 
County. This program has the full sup- 
port of Thomas Ford, superintendent of 
the Reading schoo] district, and Newton 
Geiss, superintendent of county schools. 

Mr. Geiss said: “I feel that the schools 
have the major responsibilities for or- 
ganizing and conducting driver instruc- 
tion for two reasons: 1. They are 
equipped, staffed and experienced for 
educational work; 2. They are the pub- 
lic tax supported agency established for 
the specific purpose of preparing our 
tuture citizens through education. The 
high schools can, and should, realize 
resources in the community to help pro- 
vide driving instructic: for students.” 


Harold G. Evans Among Speakers 


In organizing this program American 
Casualty and the Reading Automobile 
Club have brought together a group of 
safety education specialists. They were 
presented by John S. Giles, president of 
the Reading Automobile Club. Among 
the speakers was Harold G. Evans, 
president of American Casualty. Mr. 
Evans commented on the importance of 
driver education in ihe schools. He 
said: “The need for meeting the press- 
ing problem of highway safety is a grave 
challenge to all high schools in our 
county to provide instruction for driving.” 

Mr. Evans introduced Thomas Seals, 
assistant educational director, Associa- 
tion of Casualty & Surety Companies, 
who has ten years of background as a 
driver education teacher in the high 
schools of North Carolina and Delaware. 
He was formerly state supervisor of 
driver education for the Department of 
Public Instruction in Delaware. Mr. 
Seals’ work with the association includes 
teaching of college course training driver 
education instructors, consultation work 
to states and municipalities in driver 
education and responsibility for analysis 
and interpretation of reports in the as- 
sociation’s National High School Driver 
Education Award Program. 

In his talk Mr. Seals gave the casualty 
insurance industry’s views toward driver 
education as a means of reducing acci- 
dents. 

Amos E. Neyhart, consultant on driver 
education, American Automobile Asso- 
ciation, expressed the views of the AAA 
and outlined the part that it plays in 
driver training instruction. A professor 
in the Institute of Public Safety, Penn 
State University, he is recognized as one 
of the authorities in driver education in 
America. 

Also on the program were Ivan J. 
Stehman, chief, «ery ” Highway 
Safety Education; Dr. W. Rohr- 
bach, president, Wiecuce ae Teach- 
ers College ; Walter P. Risley, driver 
training instructor, Kutztown State 
Teachers College; and Clark McClelland, 
safety director, Pennsylvania Motor 
Federation. 
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Zurich-American Begins 
Work on Los Angeles Bldg. 





Pacific 

manager of the Zurich-American Insur- 

ance Companies, breaks ground for the 

companies’ new office building in Los 
Angeles. 


department 


Joseph R. Allan, 


R. Allan, Pacific department 
manager, Zurich-American Insurance 
Companies, broke ground recently for 
their new office building in Los Angeles. 
The building will house the rapidly 
growing operations of the Los Angeles 
branch and also of the Pacific depart- 
ment, which supervises all production 
and service activities of the Los An- 
geles, San Francisco and Pacific North- 
west territories. . : 
The building, designed by A. I. Gil- 
man & Associates, will have six stories. 
The first three stories and the basement 
are scheduled for completion by late 
summer. The remaining three stories will 
be added as required. big 
Of reinforced concrete, the building 
will have air conditioning, fluorescent 
lighting, acoustical treatment, and a cen- 
tral utility shaft for filing and dumb- 
waiter operations and for such services 
as heating. Ample parking facilities will 
be provided on the premises. ; 
The new building, to be occupied 
solely by the Zurich-American Compa- 
nies, will be located at the corner of 
Wilshire and Arden Boulevards. 


Joseph 





Mastaglio Joins Phoenix as 
N. Y. Casualty Claims Mgr. 


George W. Mastaglio, well known in 
New York casualty claims circles, joined 
the Phoenix of Hartford on May 1 as 
casualty claims manager in its New 
York metropolitan office. For the past 
21 years he has been connected with 
Hartford Accident & Indemnity as lia- 
bility claims supervisor in its New York 
branch office. He is a member of the 
New York bar. : 

A farewell dinner was given to Mr. 
Mastaglio by his Hartford A. & I. asso- 
ciates and other friends April 28 at a 
downtown New York restaurant, at- 
tended by 81. He was presented with a 
Hamilton wrist watch. Toastmaster was 


Charles Cronin, trial lawyer of Hartford 
A. & I 





Allstate’s New Electronic 
Computer Is Installed 


The Allstate Insurance Co. in its home 
office at Skokie, Ill, has installed a 
$250,000 electronic computer which was 
built by Electro Data Corporation of 
Pasadena and is shown as the Datatron. 
Company has 3,000,000 policyholders. 


Markel Says Toll Thruways 
Will Alleviate Truck Taxes 


Turnpikes and thruways will play ma- 
jor roles in freeing the long-haul truck 
and interstate bus industries of dis- 
criminatory third structure, weight- 
distance taxation, Lewis C. Markel, 
president of Markel Service, Inc., pre- 
dicted. 

Basing his forecast on reports from 
various toll road authorities, Mr. Markel 
pointed out that the motor transport 
industry is discovering advantages in 
both time and cost savings through us- 
ing toll expressways rather than _paral- 
lel “free” roads in states that impose 
weight-distance taxes on trucks and 
buses. 

Weight-distance taxes, Mr. Markel 
explained, are computed from the weight 
of a vehicle and how many miles it 
travels within the state, and are levied 
in addition to the special high fuel taxes 
and license registration fees already im- 
posed on motor carriers. 

He pointed out that two weight- 
distance states, New York with its ton- 
mile tax and Ohio with its axle-mile 
variation, will have border-to-border toll 
roads in operation this year, and _ that 
revenues from these facilities will re- 
main with the toll road authorities. 


NAMED TO RE. DIVISION STAFF 





Continental Casualty Appoints G. H. 
Loveless at Home Office, A. L. 
Pither on Pacific Coast 
Continental Casualty Co., Chicago, has 
announced the appointments of George 
H. Loveless and Allan L. Pither to the 
staff of its reinsurance division, where 
they will assist in the underwriting and 
production of excess liability and spe- 
cialty lines. Mr. Loveless will handle 
direct business in the home office. Mr. 
Pither, at the end of the year, will move 
to the Pacific coast to handle direct 

business originating in that area. 

Mr. Loveless has had extensive ex- 
perience handling special lines both in 
this country and abroad. For ten years 
he was associated with Lloyd’s of Lon- 
don through J. H. Minet & Co., Ltd., in 
London. Coming to this country in 1947, 
he worked with Lloyd’s representatives 
in San Francisco, underwriting special 
lines, until joining Continental a few 
months ago. 

Mr. Pither is an expert on the in- 
ternational aspects of insurance. For 
the past seven years he did fire, marine 
and casualty work with the American 
Foreign Insurance Association, and for 
the past two years he headed that com- 
pany’s office in Rio de Janeiro, Brazil. 
He also was associated with Lloyd’s of 





Doss Explains Farm Bureau 
Experimental Merchandising 


Bowman Doss, executive vice presi- 


dent of the Farm Bureau Insurance 
Companies, has issued the following 
statement: 


“On April 11, the Farm Bureau Insur- 
ance Companies of Columbus, Ohio, 
rented space in the Hecht Co. stores in 
Washington, D. C., Silver Springs, Md., 
and Arlington, Va., for the purpose of 
making insurance services more readily 
available to the public. 

“The experimental period will be con- 
cluded July 11, at which time our com- 
panies will evaluate the success of the 
project as a new method of distributing 
their insurance services.” 





London through a Chicago representa- 
tive. 

In announcing the appointments, Vin- 
cent S. McKerrow, head of Continen- 
tal’s reinsurance division, said, “With 
Mr. Loveless and Mr. Pither joining the 
staff, Continental has taken another im- 
portant step to extend American insur- 
ance facilities to risks usually handled 
only by non-admitted carriers.” In addi- 
tion to reinsurance, the division now 
writes excess liability and special risks 
of all classes except A. & H., and it is 
designing new coverages for unique or 
unusual risks. 





“Pm making up 
for lost time” 


says Simon Lefkowitz (center) of McKeesport, Pa., 
as Manager Milton Weintraub, CLU (left) 

of Prudential’s Gateway Center Agency, Pittsburgh, 
and Karl Kottas, Jr., Brokerage Manager, 

review a partnership proposal. 


“In the past when analyzing General Insurance 
needs for my clients who also wanted and needed life 
insurance, I referred them to friends who were 

life underwriters. Since learning about Prudential’s 


Brokerage Service and how easy it is to provide 


my clients with complete insurance service, 

I realize how I had missed the boat. Now I’m 
making up for lost time — and my income’s 
getting bigger every year — thanks to all the help 
I get from the Prudential man.” 

















3 TO: BROKERAGE SERVICE « THE PRUDENTIAL, NEWARK 1, N. J. _— : 
| I want to know more about Prudential’s Brokerage Service and how it will make Life sales easier forme. 
| ort cena’ ny | 
NAME | 
| ADDRESS | 
| PHONE pean 3 


LIFE INSURANCE ® ANNUITIES ® 


| SRE PRUDENTIAL 


' INSURANCE COMPANY OF AMERICA 





1875 — Protecting the Family — 1955 


SICKNESS & ACCIDENT PROTECTION ®© GROUP INSURANCE ® GROUP PENSIONS | 
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Jackson Offers Program 
To Combat Bank Crimes 
IN SURETY UNDERWRITERS TALK 
Plan to Encompass Bank Personnel, 


Cooperating Law Enforcement Agen- 
cies and Protective Equipment 





A program designed to halt the cur- 
rent crime wave against banks was 
offered the Surety Underwriters Asso- 
ciation of New York on May 5 by A. W. 
Jackson, vice president of Diebold, Inc., 
Canton, Ohio, manufacturer of safes and 
bank protection equipment. 

Speaking at the monthly luncheon 
meeting of the surety underwriters as- 
sociation at the Lawyers Club, Mr. Jack- 
son said that the program entailed 
insistence by the underwriters on a se 
curity program by banks with full weight 
on proper security measures exercised 
by bank personnel; coordination of that 
program with municipal, county, state 
and Federal law enforcement agencies, 
and proper use of protective equipment 
to stop or frustrate holdups or to mini- 
mize their effects. 

Asserting that crimes against banks 
con be stopped effectively by removing 
the main attraction for robbers through 
the proper use of protection equipment 
and placing more of the “ready cash” 
under delayed time lock protection, Mr. 
Jackson also stressed that the program’s 
effectiveness rested greatly on a practi- 
cal degree of coordination among banks, 
law enforcement agencies, insurance un- 
derwriters and bank equipment manu- 
facturers, 

Crimes Against Banks 


Noting that the underwriters’ asso- 
ciation represents most of the surety 
companies carrying the burden of in- 
demnifying -holdup losses suffered by 
banks, Mr. Jackson said that crimes 
against banks have risen to what J. Ed- 
gar Hoover, FBI director, termed “fever- 
ish proportions.” “In the first quarter 
of this year alone,” he continued, “New 
York has had an alarming flurry of bank 
holdups, including the recent record rob- 
bery at a Queens branch bank.” 

The effectiveness of the proposed pro- 
vram, said Mr. Jackson, is indicated by 
the fact that the same type of program 
was greatly responsible for stopping the 
Dillinger-type bank raids of the 1930's. 

The field men of the surety companies 
should survey the security measures now 
taken by each insured bank, Mr. Jackson 
said. They should then make specific 
recommendations for completing its plan 
of protection; each bank employe should 
be rehearsed thoroughly in the steps of 
the security plan for which he is re- 
sponsible, and both surety company rep- 
resentatives and bank personnel should 
be completely familiar with the protec- 
tive equipment installed in the bank and 
with its proper uses. 


U.S.F. & G. N.Y. Anniversary 
Club Meets; H. George, Pres. 


The fourth annual meeting of the 
Anniversary Club, employes with 25 
vears of service and longer in the New 
York office of United States Fidelity & 
Guaranty Co., was held May 3, in the 
Keystone Room of the Hotel Statler. 
Newly elected officers were: Harold M. 
George, president; Josephine Pettit. 
vice president; Terence McGowan. 
treasurer; Frances Poto, secretary, and 
Florence Pearce, executive committee 

Howard Cox, outgoing club president, 
welcomed six new members who recentl 
celebrated their 25th anniversary with 
the company, and included George 
Avery, newly elected vice president in 
charge of the New York office, who has 
a record of 33 years with the company. 
Other new members were Edward Stein, 
Howard Carger, Anna Angelo, Albert 
Leibner and Lilian Nilsen. 

Entertainment by the Anniversary 
Club Dramatic Society was under the 
direction of William Fox, William 
O'Donnell and Harold George. William 


Harvest was chairman of the arrange- 
ments and dinner committee. 
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Policyholders’ Surplus _ 
Reaches All-Time High 


FOR EMPLOYERS REINSUR. CORP. 
First Quarter of 1955 Gives $1,538,138 


Total Gain On Statutory Basis, 
Before Federal Taxes 


Frank P. Proper, president of Employ- 
ers Reinsurance Corp., reporting to the 
May 5 meeting of the corporation’s 
board of directors, declared that the 
quarter ending March 31, 1955 was very 
satisfactory and as a result the policy- 
holders’ surplus reached the all-time high 
of $14,363,768. Total gain on a statutory 
basis before Federal tax was $1,538,138 
as compared to $1,415,362 for the first 
quarter of 1954, he said. His report 
continued : 

“Total gain was derived from $697,209 
underwriting profit, $298,094 investment 
earnings, $200,676 increase in statement 
value of investments and $342,157 from 
release of statutory premium and _ loss 
reserves. Irom the gains must be de- 
ducted income tax reserve in the amount 
of $432,322 and dividends paid, both cash 
and stock of $700,000, leaving a net addi- 
tion to surplus of $405,815. The net 
surplus thus increased from $11,457,953 
on December 31, 1954, to $11,863,768 on 
March 31, 1955, and the policyholders’ 
surplus increased by the amount of $905,- 
815, including, of course, the $500,000 
transferred to capital. 

“The profits upon auto liability, mis- 
cellaneous liability and workmen’s com- 
pensation comprise the bulk of the un- 
derwriting profit in the casualty reinsur- 
ance department. As respects other lines 
the corporation’s results for the first 
quarter of 1955 were more satisfactory 
than at the end of the first quarter of 
1954 in fire reinsurance, auto property 
damage, miscellaneous property damage, 
boiler and machinery, and the profits 
upon fidelity and burglary were reason- 
ably close. Profit for the first quarter 
of 1955 was more than $100,000 less upon 
surety. while losses were sustained upon 
self-insurance, libel and credit indemnity 
as against substantial profits one year 
ago. 

Premium Writings Up $800,000 


“Premium writings were up more than 
$800,000 over the first quarter of 1954, 
the largest increases being in fire re- 
insurance, A. & H., fidelity, self-insur- 
ance and libel. 

“Our condensed financial statement of 
March 31, 1955, shows an increase of 
approximately $1,000,000 in assets over 
the December 31, 1954, statement. United 
States Government bonds on March 31 
were approximately $2,000,000 over De- 
cember 31, 1954, and state, county and 
municipal bonds were more than $500,000 
over the amount as of December 3], 
1954. Total stocks were up about $260,000 
in value with other assets reasonably 
close. 

“Claims reserves on March 31, 1955, 
were very close to the amount for De- 
cember 31, 1954. Unearned premium 
reserve was down more than $100,000 
because of termination of a_ portfolio 
reinsurance treaty. Funds held under 
reinsurance treaties increased about $300,- 
000 during the quarter and tax liability 
was close to the figure for the end of 
1954. Capital was up $500,000 because of 
the stock dividend and net surplus in- 
creased more than $400,000, the policy- 
holders’ surplus being about $900,000 over 
the figure for December 31. Actual mar- 
ket values would have increased our 
total assets by approximately $600,000 
and surplus by nearly the same amount 
as of March 31, 1955. 

“The general feeling is that this is a 
time for the exercising of our greatest 
caution, particularly in connection with 
surety business, and underwriters seem 
universally to have a feeling that fidelity 
rates are quite low.” 

The directors declared the regular 
quarterly dividend of 50 cents per share 
payable May 25, to stockholders of rec- 
ord of May 16. 
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Continental Cas. Enters 
Sub-Standard Field 


VICE PRES. MORRELL REPORTS 


Company Responds to National Need; 
Plans to Include 98.6% of Those 
Regarded As Uninsurable 


Persons classified by the industry as 
uninsurable are now eligible for acci- 
dent, sickness and hospitalization insur- 
ance, Continental Casualty Co., Chicago, 
has announced. 

“Continental’s decision to extend pro- 
tection to the physically handicapped 
and chronically ill is in response to a 
widely recognized national need,” said 
Louis C. Morrell, vice president. “One 
of the strongest criticisms of the acci- 
dent and health industry is that appli- 
cants with serious physical impairments 
are rarely able to obtain needed pro- 
tection. 

“In establishing specialized facilities 
for writing so- -called ‘sub-standard’ busi- 
ness,” he said, “Continental will not only 
go far toward ending that criticism, but 
will also provide a solution for policy- 
holders who have been canceled because 
of post claim chronic impairment and 
for those who previously have been 
unable to obtain policies without waivers 
excluding their impairments. 

“While Continental’s new program isa 
great forward step in improving public 
relations for the entire industry,” said 
Mr. Morrell, “its significance reaches 
much further. To these people hereto- 
fore unable to obtain any form of health 
insurance, it represents a milestone in 
insurance progress and achievement. This 
is because it extends to those people the 
benefits of accident and sickness protec- 
tion which contribute to the economic 
welfare of millions of American families.” 


Will Be Covered at Reasonable Rates 


In serving the needs of these people, 
Mr. Morrell emphasized that not all 
impaired persons will be able to qualify 
for protection. “However, based on data 
assembled by our own research depart- 
ment over the past several years, fol- 
lowed by eight months of controlled field 
experiment, the company has found that 
8.6% of those now regarded as unin- 
sisable will be able to obtain protection 
at reasonable rates. 

“Our intention,” said Mr. Morrell, 
to provide the broadest possible protec- 
tion to every person who applies and 
still keep premium rates within reach. 
To do this, we must apply a_ positive 
approach to underwriting thinking. We 
must look for every conceivable reason 
Why the policy should be issued, rather 
than for reasons why it. should not.” 
The company has established a special 
division having its own staff of under- 
Writers, to handle this business. 

Continental is the first large company 
to enter the sub-standard accident and 
health field on an aggressive, large scale 
basis. The company expects that its new 
development will open up a huge market 
lor health insurance. 

It was emphasized that the new pro- 
gram was not initiated solely for Con- 
tinental representatives. To accomplish 
Its purpose in serving public interest, it 
Was stated that the company invites 
submission of sub-standard business by 
all agents and_ brokers. 





N. Y. DEPT. APPROVES POLICY 

United States Life advises that it has 
received from New York Insurance De- 
Partmient approval of its guaranteed re- 
newable at 65 policy plan. It is now 
being filed in 32 other states in which 
the c mpany does business. 


American Health Agents 

Hold Annual Meeting 
THE WATSONS WIN 1954 PLAQUE 
Washburn Makes 


Address; New Covarage Announced; 
Plans for Future Discussed 


President Keynote 


American Health Insurance 
Corp. of Baltimore held their annual 
meeting recently at Hotel Chamberlin, 
Old Point Comfort, Va., with 154 attend- 
ing, including 53 ladies. Opened by Wil- 
liam deV. Washburn, president of the 
company, the meeting clicked from start 
to finish. One of the well received 
announcements was the introduction on 
the first day of the company’s new hos- 
The com- 


Agents of 


pital-surgical-medical coverage. 
pany feels that this new merchandise 
will enable the agents to hold their own 
in a highly competitive market. 

One of the highspots at the annual 
banquet was the presentation of the 
president’s plaque to W. A. Watson & 
Sons Agency of Farmville, Va., in rec- 
ognition of its outstanding performance 
for 1954. This is the third year that 
this annual award has been made and the 
Watson Agency was complimented on 
its “tremendous job” in taking the top 
honors this year. In awarding the plaque 
to Mr. and Mrs. Watson, Mr. Wash- 
burn pointed out that the agency had 
only one group insured with the old 
Pennsylvania Casualty at the time that 
American Health took over. The pre- 
mium ran something like $500 for the 
vear. For the end of 1955, the region 
has announced a goal of $500,000 i in pre- 
miums collected. Heading the agency 
is William A. Watson, Jr., assisted by 
his two sons—William A. Watson, ITI, 
and James M. Watson. 

The Watson Agency has built up a big 
volume in rural areas, almost exclusively. 
Their entire territory includes some 16 
counties in central and western Virginia 
in which there is not one large outstand- 
ing city. The business has been obtained 
through systematic, planned prospecting 
and selling. 


Welcomed by Deputy Ins. Commissioner 


Following the opening remarks of 
President Washburn at the opening ses- 
sion a greeting was extended by Everett 
Francis, Deputy Insurance Commissioner 
and executive assistant at the Virgina 
Insurance Department. As the keynoter 
Mr. Washburn then discussed “These 


(Continued on Page 58) 








EASTERN CASUALTY COMPANY 


North Carolina Passes House Bill 96; 





Requires Notice Before Cancellation 


The North Carolina General Assembly 
has finally enacted the controversial 
House Bill 96 which requires up to a 
two year notice from the company be- 
fore an A. & H. insurance policy can 
be cancelled or refused The 
final enactment came last week when the 
Conference committee, appointed by the 
recommended final 
subsequently ac 


renewal. 


respective Houses, 
language 
cepted by each House. 

The battle over House Bill 96 has been 
A measure similar 
A. & H. 
insurance business in the Senate Insur- 
ance committee in 1953 afer having been 
passed by the House. 

While the new statute in North Caro- 
wy was originally designed to make all 

& H. non-cancellable and guaranteed 
sea for an indefinite period and 
has often been referred to as a “non- 
cancellation” proposal, the Bureau of 
Accident & Health Underwriters, in re- 
leasing a legislative bulletin to all of its 
member companies emphasizes that the 
bill does not purport to make all A. & H. 
non-cancellable. “What it purports to 
do” states Bureau Counsel McAlevey “is 
to require what the statute defines as 
sufficient notice before a company, hav- 
ing decided to terminate the contract, 
can actually get off the risk. The suffi- 
cient notice during the first year is a 
minimum of 30 days prior to the premium 
due date. Beyond the first year suff- 
cient notice is a variable which increases 
progressively as the policy remains in 
force. Beginning at the first anniversary 
date sufficient notice shall be the num- 
ber of full months most nearly equiva- 
lent to one-fourth the number of months 
of continuous coverage from the first 
anniversary of the date of issue.” 


Language of the Statute 


Mr. McAlevey takes cognizance of the 
fact that there has been some suggestion 
that the language of the statute might 
permit a hiatus of two months in the 
beginning of the second year in which 
no notice period may be required but he 
emphasizes that this is not consistent 
with his own interpretation. He feels it 
would be a grave mistake for the busi- 
ness to attempt to seize upon technicali- 
ties to avoid the effect of the statute. 
This would prejudice an appeal for relief 
to the legislature two years hence. 

A point made clear in the Bureau of 
Accident & Health Underwriters’ memo- 
randum to its member companies is that 
the statute does not repeal or amend the 
optional cancellation provision. Although 
most insurers do not use such a pro- 
vision today it is suggested that con- 
sideration be given to the inclusion of a 
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long and acrimonious. 
to it was narrowly beaten by the . 
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cancellation provision in the necessary 
compliance rider. It is pointed out that 
several months advantage might thus 
accrue to a company in retiring from a 
risk under the statute, which period 
would not be available without the can- 
cellation provision. 

Segments of the business were very 
disturbed in the bill stage by language 
in the statute apparently subjecting rate 
increases to prior approval by the Insur- 
ance Department. Bureau Counsel Mc- 
Alevey, who is conversant with the North 
Carolina problem, points out that this 
language does not in fact alter any pro- 
cedures relative to rate increases in 
North ( Carolina. It is designed solely to 
prevent “an increase in rates only on 
those policies on which a notice of non- 
renewal has been given. Obviously, if 
the rates on these policies alone could 
be increased they could rise to a point 
where it would be economically pointless 
for the policyholder to continue the pay- 
ment of premiums. Thus the company 
would be off the risk by virtue of the 
policyholder’s voluntary election not to 
pay and the notice requirement sought 
by the statute would be avoided in 
practice. 

“Tnasmuch as the language was designed 
to prevent any increase for this category 
of business alone, we do not believe,” 
states Mr. McAlevey “that it circum- 
scribes in any way the present right of 
the insurer to institute a rate increase 
applicable equally to all holders of the 
contract form on which an unfavorable 
experience has either been developed or 
is anticipated. After an increase in rates 
on a non-discriminatory basis all policy- 
holders could be required to pay the in- 
creased rate to keep their contracts in 
force. Notices of intention not to renew 
could subsequently issue and all policy 
holders, including those given the notice, 
would be bound by the increased rate in 
force in North Carolina on the renewal 
date preceding receipt of the notice. Such 
a general increase in rate, if consistent 
with the contract, would not be subject 
to approval or disapproval by the Com- 
missioner.” 


Program of Non-Renewal 


The new North Carolina statute con- 
tains a subsection designed to prohibit 
avoidance of the statute by a program 
of non-renewal of all contracts annually 
with the substitution therefor of the 
same or similar contracts of the same 
company. Already a question has been 
raised as to the effectiveness of this 
proviso in the light of other language of 
the statute exempting “non-renewable” 
policies. However, to secure the benefit 
of this exemption of “non-renewables” 
it would be necessary, as the Bureau 
memorandum points out, to draft new 
forms to be specifically non-renewable. 
These forms would require the prior ap- 
proval of the North Carolina Department 
before they could be sold in the state. 
Here again the Bureau release cautions 
against loophole seeking while conceding 
the possibility. 

Importance of Keeping Record 


The Bureau memorandum lays great 
stress on the importance of keeping an 
accurate record of the difficulties com- 
panies doing business in North ‘Carolina 
may experience in living with a new 
statute. The memorandum states that 
“the Bureau during the next two years 
will make several surveys of both mem- 
ber and non-member companies to ascer- 
tain what has been done to effect com- 
pliance and what the experience has 
been. We urge each company now doing 
business in North Carolina to prepare 
and keep current a complete record of 
the changes it may be forced to make 
and also a det ailed record of its ex- 
periences in living under the new statute. 
Entries should include instances in which 
the company may have decided to with- 
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Until now, millions of people have 
been ineligible for accident, sickness 
and hospitalization insurance. But 
now, as a result of Continental’s spirit 
of pioneering and research, a huge 
new market for A H & H is opened 
up for agents and brokers. No longer 
wili you have to reject every applicant 
with a physical impairment, thus 
depriving essential coverage to those 
who most need the protection. 






A great forward step for 
insurance industry public relations 





Continental now offers a sub-standard 
program that will improve public re- 
lations for the entire industry. To 
those people who have heretofore 
been unable to obtain any form of 
health insurance, Continental’s Im- 
paired Risks Division now extends 
the benefits of accident-sickness- 





1, far complete deta 
Write for mda! 


NOW YOU CAN OFFER 
Accident - Sickness - Hospitalization Insurance for the 


PHYSICALLY HANDICAPPED and CHRONIGALLY IL !!! 


hospitalization protection. When you 
are able to offer this new approach to 
underwriting, you will find a warm 
welcome awaiting you in many 
quarters where it was impossible to 
do business before. 





98.6% of sub-standard submissions 
have qualified for desirable protection 





Not all physically impaired persons 
will be able to qualify for protection. 


However, after years of research and 


controlled field experiment, Conti- 
nental has found that very few im- 
paired risks are unable to qualify for 
desirable protection at reasonable 
cost. In addition . . . and this is most 
important to every producer . . . this 
new program answers your problem 
about waivers for pre-existing con- 
ditions and terminations because of 
post-claim chronic impairment. These 










features virtually insure your renewal 
business! 


Serving the public interest by 
inviting sub-standard business 


Continental is the first large company 
to enter the field of underwriting im- 
paired risks on an aggressive, large 
scale basis and to offer desirable pro- 
tection at a cost within reach. To the 
agent and broker, this new program 
makes it possible to “‘make every call 
a sale” since the program is so all- 
embracing in its positive approach to 
this industry problem. 


xkeene 


Write today for complete details on 
this new program. Be the first in your 
community to tell this remarkable 
story to your customers and pros- 
pects; expand your markets and in- 
crease your sales. Address Dept.313. 









CONTINENTAL CASUALTY CoMPANY 


310 S. Michigan Ave. - Chicago 4, Ill. 
Proneering again and proving that Ut pays to be different!” 
























To 
ward 
the 
this | 
repre 
Heal! 
feren 
sessi¢ 
Task 
on h 
matic 
ciatio 
atmo: 
conse 
action 
for a 

Mc 
vote 
amen 
for 1 
lated 


; meml 


woul 
the ¢ 
the a 
hand] 
the € 
comir 
and 

tribut 


m® fair { 


The 
action 
the J 
ance 
Faulk 
(2) tl 
tive ( 
S. Vz 
recon 
by H 
chairt 

So 


vote | 
affirn 
dissol 
turb 
The 
posed 
appro 
other 
the J 
ance 
organ 
respc y] 
presei 
ing A 
subec ) 
pointe 
Givi 
proce: 
Ciatio: 
the p 
comp: 
applic 
pany 
pledg. 
busin« 





membh 















May 13, 1955 







——<————f 
THE EASTERN 
UNDERWRITER 











54th Annual Meeting, Health & Accident Conference, Toronto, Canada, May 9-1] 





Conference Cos. Unanimously Approve 


Accept Recommendation of Task Force 1 of Joint Committee on Health Insurance; 


Single A. & H. Trade Association 


Adopt 


Amendment to Provide For H. & A. Conference Future Dissolution; 
Atmosphere of Optimism Prevails 


Toronto, May 11—A decisive step to- 
ward the goal of unified leadership in 
the A. & H. industry was taken here 
this afternoon when member companies 
represented at the annual meeting of 
Health & Accident Underwriters Con- 
ference voted unanimously in executive 
session to accept the recommendation of 
Task Force No. 1 of Joint Committee 
on health insurance relative to the for- 
mation of a single A. & H. trade asso- 
ciation. This action was taken in an 
atmosphere of optimism and with the 
consensus being that by its affirmative 
action the conference is paving the way 
for attainment of long desired objectives. 

Most important step leading up to the 
vote was the unanimous adoption of an 
amendment to the conference to provide 
for its future dissolution. It was stipu- 
lated that a two-thirds vote of active 
members present at the annual meeting 
would be required; furthermore, that 
the details of winding up and closing 
the affairs of the association “may be 
handled, arranged and carried out by 
the executive committee or by a sub- 
committee thereof, all to the purpose 
and effect that such closing and dis- 
tribution shall be on a basis that is 
fair to the active members.” 


Stage Well Set 


The stage was well set for these final 
actions by (1) the “progress,” report of 
the Joint Committee on Health Insur- 
ance submitted by its chairman, E. J. 
Faulkner, Woodman Accident & Life; 
(2) the report of the conference execu- 
tive committee by its chairman, Frank 
S. Vanderbrouk, Monarch Life, and (3) 
recommendations of Task Force No. 1 
by H. Lewis Rietz, Great Southern Life 
chairman. 

So that there would be no misunder- 
standing it was pointed out prior to the 
vote on the recommendation that “your 
alirmative vote at this time does not 
dissolve the conference nor does it dis- 
turb any of its present activities.” 

The plan of organization for the pro- 
posed new A. & H. association must be 
approved by the governing bodies of six 
other trade associations represented on 
the Joint Committee on Health Insur- 
ance and the Joint Committee, as an 
organizing committee, will then assume 
responsibility for all steps necessary to 
Present the plan to all companies writ- 
ing A. & H. insurance. Organizational 
subcommittees have already been ap- 
pointed by Mr. Faulkner. 

Giving further details of the proposed 
Procedure for establishing the new asso- 
lation, Chairman Rietz explained that 
the plan of organization would be ac- 
companied by an invitation to submit 
applications for membership. Each com- 
pany will be required to give its specific 
pledge to observe standards of ethical 
business conduct which would be based 
on the present conference code of ethics 
and the code of practices of Bureau of 
A. & H. Underwriters. Applications for 
membership would then be screened 


By WALLACE L. Capp 
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Toronto, May 11—Frank S. Vanderbrouk, Monarch Life, was elected president 
of the Health & Accident Underwriters Conference here this morning. The slate 
submitted by Nominating Committee Chairman Jarvis Farley, Massachusetts Indem- 
nity, also included Paul W. Watt, Washington National, first vice president (re- 
elected); W. Franklyn White, Mutual Benefit Life of Newark, second vice presi- 
dent; J. Eugene Taylor, National Life & Accident, secretary (reelected), and Travis 
T. Wallace, Great American Reserve, executive committee chairman. 

The following were elected to the executive committee: Harry T. Stewart, West 
Coast Life (two years); Orville F. Grahame, Paul Revere Life; J. C. Higdon, 
Business Men’s Assurance; M. C. Nichols, Provident Life & Accident; L. B. Soper, 
New York Life, and Joseph W. Scherr, Jr. 
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particular attention being given to the 
number and frequency of complaints 
filed against a company with State In- 
surance Departments and the Federal 
Trade Commission. 


“If a majority of members of the 


0 eee 


conference and bureau apply for mem- 
bership in the proposed association and 
are recommended for acceptance by our 
membership committee,” said Mr. Rietz, 
“the organizing committee will then 
establish a date for an organizational 





Elect Wanderbrouk and Wallace to 
Top Posts in H. & A. Conference 


Newly Elected President Is Monarch Life President; New 
Executive Committee Chairman Is President of 
Great American Reserve; Their Careers 





FRANK S. VANDERBROUK 

Toronto, May 11—Frank S. Vander- 
brouk, president of Monarch Life of 
Springfield was elected president of the 
Health & Accident Underwriters Con- 
ference here this morning at the closing 





TRAVIS T. WALLACE 


session of the 54th annual meeting. One 
of the younger chief executives in the 
A. & H. company ranks, Mr. Vander- 
brouk has been active in the Conference 
(Continued on Page 46) 





meeting; thereafter the conference and 
the bureau will call special meetings 
of their memberships at which their re 
spective constitutions would be amended 
so as to make specific provision for the 
method of their dissolution and dis 
tribution of their assets.” 

Chairman Rietz paid tribute to the 
men who worked with him in the fram- 
ing of Task Force No. 1’s report. “They 
represent the top calibre of our indus- 
try,” he said. The list included W. L. 
Bates, Fidelity & Casualty; Howard 
Dobbs, Life Insurance Co. of Georgia; 


J. C. Higdon, Business Men’s Assur 
ance, who succeeded the late W.. T. 
Grant; Wendell Milliman, New York 


Life, who was chairman of the drafting 
committee; John Moyler, Jr., Life In- 
surance Co. of Virginia; H. Ladd Plum- 
ley, president, State Mutual Life; James 
EK. Powell, Provident Life & Accident; 
J. Henry Smith, Equitable Society of 
New York; Travis T. Wallace, Great 
American Reserve, and Graham Watts, 
Royal-Liverpool Insurance Group. 

Emphasizing public relations aspects 
of the new association, Mr. Rietz said 
they would be directed towards develop- 
ment of public understanding of the 
A. & H. business based on good per 
formance and on the dissemination of 
adequate and truthful information. While 
it is provided that the program would be 
directed by Holgar J. Johnson, Institute 
of Life Insurance, the detailed work 
would be done by A. & H. staff special- 
and all public releases would be 
under a separate name such as “Insti- 
tute of Accident & Health Insurance.” 
“We favor a companion relationship 
with the Institution of Life Insurance,” 
said Mr. Rietz, “with broad policy con 
trol of our program vested in a commit- 
tee of company executives to be elected 
by members of the new trade associa 
tion. We would also maintain a separate 
budget for our public relations work, 
size of which would be established by 
the board of directors.” 

As to board representation by type 
or company in the new organization, 
Mr. Rietz assured his audience that 
there would be adequate representation 
of all segments of the business 


ists 


Vanderbrouk’s Report 


In his executive committee report 
Chairman Vanderbrouk said that “we 
have devoted considerable time in the 
past year to FTC complaints. In _ this 


connection the Joint Committee referred 
to its constituent trade associations a 
resolution concerning application by the 
Joint Committee for a trade practices 
conference limited to individual A. & H. 
advertising. This resolution was hedged 
with the proviso that the Joint Commit- 
tee would not file the petition in its 
name unless the NAIA expressed itself 
as not opposing the procedure.” 

Mr. Vanderbrouk said that subse- 
quently NAIC expressed itself so as to 
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Watt Tells About First Year’s Results 
Under Conference Advertising Code 


Points to Interpretative Guide Prepared by Business Practices 
Committee; Will Aid Member Cos. in Developing 
Uniformity of Approach 


May 11l—In presenting his 
“The Conference Advertising 
Year Later” to the executive 
session here this morning of the Health 
& Accident Underwriters Conference 
Paul W. Watt, president, Washington 
National, as chairman of the Conference 
business practices committee, revealed 
that an interpretative guide has recently 
been prepared with the guidance of 
General Counsel C. C. Frazier and other 
staff members. He felt that the use of 
this guide by member companies will 
enable them to better follow the adver- 
tising code and to develop a uniformity 
of approach. 

Mr. Watt explained that the guide 
was prepared with the knowledge that 
advertising and solicitation material must 
be formulated in an attractive, stimulat- 
and forceful manner “in order to 
attract the interest of the public and 
hold that interest. It encompasses a 
reasonably comprehensive group of ex- 
amples, plus comment, illustrating the 
application of the code’s standards to 
specific items of advertising, in the light 
of the past 12 months’ experience.” 

While the guide relates primarily to 
the Conference Code Mr. Watt. said 
there are incidental comments therein 
relative to the FTC and the California 
and Georgia Insurance Department ap- 
proaches. Expressing the opinion of the 
business practices committee, he empha- 
sized that “compliance with the ethical 
code, using the interpretative guide as 
the approach, will answer any reasonable 
objections and criticisms raised by regu- 
latory bodies which have issued pro- 
nouncements on advertising.” 

Reception “from the Outside” 

Since the advertising code was adopted 
at the 1954 annual meeting thousands of 
copies of it have been distributed. It is 
in the hands of insurance companies, 
Insurance Commissioners, hospital or- 
ganizations, medical societies, the insur- 
ance trade and general press. Mr. Watt 
reported that the insurance trade press 
gave it favorable editorial comments. It 
was also given “special mention” by 
Albert Colgrove, author of the adverse 
articles on A. & H. which appeared in 
Scripps-Howard newspapers a year ago, 
he noted. The monthly news letter of 
American Hospital Association carried 
two items about it. Wisconsin Medical 
Society’s monthly journal and “Medi- 
cal Economics” also gave it news recog- 
nition. 

“As a result of the items appearing in 
the AHA news letter,” said the speaker, 
“the conference office received several 
letters from hospité ils inquiring as to the 
advertising practices of certain compa- 
nies. While all of the companies men- 
tioned, with one exception, were not 
conference members, the alleged com- 
plaints were called to the attention of 
the companies. In every case the ques- 
tion was satisfactorily handled by the 
company involved. It is further inter- 
esting to note that while the code con- 
cerns itself with advertising practices, 
most of these inquiries had to do with 
claim handling procedures on merchan- 
dising methods. Several of the companies 
made a personal visit to the hospital 
voicing the complaint.” 

Mr. Watt noted that a few 
months ago the Georgia Insurance De- 
partment issued a ruling on advertising 
for if noeg licensed in that. state. 
“The Georgia ruling is almost an exact 
duplication of the conference code,” he 
sard. 


Te sronto, 
report on 


Code—One 


ing 


also 


Mr. Watt then gave in detail the tre- 
mendous job which confronted member 
companies of the conference in their 
compliance with the ethical code. “Every 
circular, brochure, advertising piece and 
radio script had to be reviewed,” he 
explained. “Those which did not comply 
with the code would necessarily have to 
be junked and new ones printed if a 
company were going to be i in compliance. 
Non-compliance forms in the hands of 
the field forces had to be withdrawn and 
new ones substituted and the field forces 
had to be given the reason why. For 
many companies this would mean the 
holding of agency meetings to give 
thorough explanation. 

‘Because the ethical code was and is, 
in fact, voluntary self regulation, it 
seemed appropriate to our committee to 
allow each company to certify its com- 
pliance. Moreover, because of unfavor- 
able publicity and because of the several 
investigations of individual accident and 
health taking place, it was felt that time 
was of the essence. As you know, the 
date for compliance finally selected was 
December 1, 1954. I am indeed happy to 
report that we have long since received 
100% certification of the conference com- 
panies—a record of which we all can be 


io 
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policyholder. 








justifiably proud.” 
For Latitude in Interpretation 

The speaker then brought out that the 
code, worked upon for many years by 
various committees before it was actu- 
ally given birth in New Orleans, is as 
specific as a workable guide should be. 
He was certain that fair-minded men 
will agree that a code should be drafted 
in such a way as not to put its sub- 
scribers in a strait-jacket. At the same 
time, Mr. Watt emphasized that a good 
code must be susceptible to latitude in 
interpretation. In this connection he 
said: 

“To assist in such interpretations there 
has been a continuing effort on the part 
of the Conference staff to aid companies 
in conforming to the advertising stand- 
ards. Round table discussions on the 
subject were placed on the agendas at 
the six Conference regional meetings. 
In addition, some companies sent their 
advertising material to the Conference 
office for review, the staff setting up an 
informal review committee so that there 
would be no question of partiality. 

“To be sure, some companies have no 
doubt given a very literal interpretation 
to the code while others have inter- 
preted it more leniently. We do not feel 
that this situation is a cause for violent 
alarm but rather merely points up the 

fact that, ‘Rome was not built in a day.’” 

Views Code from Sales Standpoint 

Further along Mr. Watt discussed the 
ethical code from a sales standpoint and 
pointed out: “In the past, with few ex- 
ceptions, companies had not seen the 
necessity of including in their advertis- 
ing forms material which they thought 
tended to detract from the saleability of 
the insurance offered. In this respect 
they were no different from any other 
industry. 

“Naturally, therefore, the initial 

(Continued on Page 49) 
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AS a leader in the non-cancellable 
disability field, we invite comparisons of 
benefits . . . of premiums . .. of service. 
But we especially welcome your atten- 
tion to the manner in which we treat the 


wwe Haul Revere Li 


INSURANCE 
WORCESTER 2, 


COMPANY 
MASSACHUSETTS 


On CANCELLABLE ACCIDENT & SICKNESS oe LIFE « GROUP *& 


Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 


Assn. Teamwork Seen 
By Neal in Washington 


MAKES OBSERVATIONS ON Fic 


Declares Federal Regulation Not Likely 
if the States and the Industry 
Will Do the Job 


Toronto, May 11—Robert R. Neal 
resident Washington counsel for the 
Bureau of Accident & Health Under. 
writers and the Health & Accident Cop. 
ference, told the large gathering of 4 


Koehne Photo 
ROBERT R. NEAL 

& H. men attending the 54th annual 
meeting of the Conference here today 
that the real advantage of the Wash- 
ington office lies in the fact that the 
trade associations represented work to- 
gether. This is unique among trade as- 
sociations in Washington, he said. 

Mr. Neal first discussed the sub- 
ject of Federal regulation. He explained 
that “however searching and ominous 
are the utterances of the Congress, the 
fact remains that it has not yet recom- 
mended legislation which would place 
the Government in the regulatory field.” 
Mr. Neal emphasized that it does not 
appear that Congress wants the Federal 
Government in the regulatory field “if 
the states and the industry will do the 
job.” 

High Degree of Common Interest 

On the subject of trade association co- 
operation, Mr. Neal pointed out that al- 
most all problems relating to personal 
insurance have a degree of common in- 
terest. “Therefore, most, if not all, are 
explored together giving the benefit of 
a complete exchange of ideas and the 
opportunity to coordinate the activities 
of the associations,” he said. “This 
should not and does not imply that 
there is always agreement, for there may 
be a variance of both opinion or asso- 
ciation policy on some subjects. The 
opportunity is there, however, to recon- 
cile either or both. 

“On problems where there is no dis- 
agreement, and these are many, dupli- 
cation is easily avoided. One man ot 
one association can assume the respon- 
sibility of implementation. Where there 
is disagreement, the exchange of ideas 
provides a more enlightened approach 
to the problem at hand. Such a sys- 
tem can work only when men _ enjoy 
working together, and have confidence 
in each other. The men in the Wash- 
ington office have both confidence and 
a profound mutual respect in and for 
each other. Under these conditions the 
system is proving sound.’ 

Reviewing the current problems co- 
fronting the industry, Mr. Neai re 
minded the gathering of the three 


(Continued on Page 55) 
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Easily maintaining its traditional place as the largest exclusive health and accident 
company in the world (*), Mutual of Omaha, in 1954, increased its premium in- 
come more than 15% over the year 1953. And in 1954 Mutual of Omaha paid more 
than 75 million dollars . . . a new all-time high in benefits, being 19% more than in 1953. 
This brought the total of benefits paid through the years to a new high of 
$607,056,998.99 at the end of 1954. (More than 630 millions as of April, 1955.) 
Last year Mutual of Omaha issued benefit checks at the rate of more than 15,000 a 
week .. . an average of more than $1,400,000 each week in 1954. Yes, 1954 was 
Mutual of Omaha’s greatest year in its 45-year history. Already the year 1955 shows 


promise of still greater heights to be reached. 







*HOW THEY STOOD IN 1954 - WN, ], / / 
According to the 1955 Survey Edition of The Accident & ° Ue Ud m 
Health Review, the five leaders in INDIVIDUAL BUSINESS 


had 1954 Premium Incomes as follows: : OF OMAH 














1. Mutual Benefit H. & A. Assn $122,698,511 ‘ 

 Ohatiene waahaes ; MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
3. Third Largest 50,218,988 : Home Office: Omaha Canadian Head Office: Toronto 

4. Fourth Largest 39,099,551 ‘ . 

5. Fifth Largest 37,181,736 : V. J. SKUTT, President 





These figures show Mutual of Omaha leading the field by More than 1100 radio stations are telling the Mutual of Omaha 


more than 21 million dollars in 1954. 


story to millions of American families every week. Featuring 


Arthur Godfrey, Don McNeill and Bob Considine. 
















May 13, 1958 





54th Annual Meeting, Health & Accident Conference, Toronto, Canada, May 9-1] 





President J. W. Scherr in Keynote 
Address Features Task Force Studies 


Says Compelling Argument in Support of Adoption of Task 
Force No. 1 Report Is Urgent Need for Organized 
A. & H. Public Relations 


Toronto, May 10.—Joseph W. Scherr, 


Ir., executive vice president and secre- 
tary, Inter-Ocean Insurance Co., deliv- 


ered a statesmanlike address here today 


at the opening session of the 54th an- 
nual meeting of the Health & Accident 
Underwriters Conference. Giving full 
cognizance to the importance of this 
vathering, Mr. Scherr as Conference 
president set the stage for the major 
decision that member companies of the 
organization will make before the con- 


vention closes. 

Mr. Scherr had uppermost in mind the 
recommendation made by Task Force 
No. 1, Joint Committee on Health Insur- 
ance, for the formation “ a new, single 
trade association in the A. & H. business 
which would encompass pte FP pub- 
lic relations, Insurance Department, re- 
search and educational functions. He 
said that in his considered and_ sober 
judgment “the one compelling argument 
in support of the adoption of Task 
Force No. 1’s report is its simplicity as 
regards the urgent need for an organ- 
ized program of telling all of our publics 
the health insurance story. 

Sees Unity Being Brought About 

Karly in his address Mr. Scherr said 
that in the period of changes through 
which the A. & H. business is now pass- 
ing, unusual problems not easy of solu- 
tion are being posed. “I am convinced,” 
he declared, “that these problems are 
being dealt with wisely and effectively 
by men of good faith both within and 
without the Conference. No one will 
irgue that the regulatory, legislative 
and social situations which confront us 
have brought about a unity in the busi- 
ness which has not heretofore existed. 
At the administrative level this unity 1s 
not completely harmonious but the basic 
concepts of this new compatibility are 
meeting with no real discouragement.” 

The speaker then said that the work 
of the Joint Committee and its task 
force subcommittees “is considered to 
be the most effective cooperative under 
taking in the history of the A. & H. 
industry.” In this connection he spoke 
appreciatively of the Conference par 
ticipation in this program. E. J. Faulk- 
ner, Woodman Accident & Life, is chair 
man of the parent committee while 
Jarvis Farley, Massachusetts Indemnity, 
and Conference Managing Director John 
Hanna “have served as our official rep- 
resentatives at these all-industry meet- 
ings.” Continuing Mr. Scherr said: _ 

“While this all-industry effort was 
developing and top policy conclusions 
were being reached, the Conference and 
the Bureau of Accident & Health Un- 
derwriters, through the committee on 
coordination of activities, known to most 
as COCOA, was working behind the 
cenes. COCOA is responsible for our 
joint Washington office which has been 


in operation since last summer. The 
accident and health business was fortu- 
nate indeed to secure the services ot 


Robert Neal as resident counsel at this 
listening post and informational outlet 
at the nation’s capitol. You will hear 
Mr. Neal in the morning and I am sure 
that his practical approach to our Fed- 
eral problems will cause you to realize 
that our interests are in good hands. 
COCOA has met regularly and its chair- 
man, Robert J. Metcalf, Connecticut 
(General, has displayed unusual leader- 


ship in directing 
proper lines. 


nators, | am sure, 
to write 


Force No. 
p< rt Life 


Concerned Over FTC Complaint 





Mr. Scherr 


Marsh Photographers, Inc. 
JOSEPH W. SCHERR, JR. 


This willingness and abil- 
ity of COCOA to find common denomi- 
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low rates they pay. 


EDWARD TREVVETT 


Secretary-Treasurer 





Endorsed by our Industry 


Some 7,500 of our quarter-million insured “members” are 
themselves engaged in the insurance industry as officials, actuaries, 
examiners, adjusters, agents and clerks in other leading companies. 


Their recommendation of this Association to their friends and 
clients has also contributed greatly to the growth of this pioneer 
organization in the field of individual accident, sickness and hos- 
pital & surgical insurance for all preferred risks. 


Since organization in 1883, The Commercial Travelers of Utica 
has paid more than $100,000,000 benefits and accumulated 
$10,000,000 reserves for the members’ safety and stability of the 


The Commercial Travelers 


MUTUAL ACCIDENT ASSOCIATION 


Utica, New York 








concern over the complaint charges 
brought against nearly 30 companies by 
the Federal Trade Commission. He said 
that these companies have been accused 
publicly, and in many cases unfairly, of 
false, misleading and deceptive adver- 
tising. As a result of such charges, he 
declared, the Conference, Joint Com- 
mittee on Health Insurance, National 
Association of Insurance Commissioners 
and the companies “are faced with one 
of the most perplexing situations ever 
confronted by our business.” 

In the speaker’s opinion, “unless one 
has a complete understanding of the law 
governing FTC procedure, and unless 
the reasons for actions against the com- 
panies are explained, it is almost im- 
possible to decide upon a unified posi- 
tion which is valid and which will have 
the practical effect of stopping addi- 





A New and entirely different concept of 
marketing NON-CAN A&H coverages... . 


PROV 








Here's a new marketing plan that makes Provident’s great Non- 
Can line more appealing than ever. The unique features of the 
10-12 Plan include provision for premium payment on a salary 


allotment basis. 


Thousands of producers will boost their Non-Can sales through 
use of the 10-12 Plan. You are invited to be one of them. We'll 


send full information as soon as we receive your request. 


Are 
DENT LIFE & ACCIDENT INSURANCE COMPANY 


Chattanooga -Since 1887 


Brokerage Business Invited 





SICKNESS HOSPITAL SURGICAL MEDICAL 





tional complaints. Assuming that some 
way could be found to prevent further 
action against the companies, we still 
have to face, at one time or another, the 
answer to jurisdiction and possibly a 
test of Public Law 15. ; 

“This latter consideration is more far 
reaching than standards and controls for 
accident and health advertising. If we 
believe in regulation by the states we 
must be prepared to fight for it with all 
of our energy and with every weapon at 
our disposal. The one thing upon which 
there seems to be consensus is the de- 
sirability and necessity for complete con- 
cert of opinion and action between the 
busitiess and the National Association 
of Insurance Commissioners. The Com- 
missioners have a responsibility in this 
regard and they must find some way to 
cut the red tape inherent in their pro- 
cedures and move rapidly with the com- 
panies toward well defined goals.” 

Mr. Scherr added it was unfortunate 
that politics at all levels have entered 
the picture. He noted that state legisla- 
tures, in their anxiety to pass muster as 
regards adequate laws, “have rushed in 
with all manner of bills aimed at what 
the newspapers and politicians have re- 
ferred to as the ‘evils’ of accident and 
health insurance. Some of these bills 
have become law, and in too many cases 
the law will not accomplish its purpose 
and only tend to work hardships on the 
better companies and sometimes deprive 
the public of the kind of protection it 
needs and is willing to purchase at a 
fair cost.” 

Adoption of Three Model Laws 
Encouraged 


Emphasizing that the Conference has 
endorsed and encouraged three model 
laws for all of the states, Mr. Scherr 
referred to them as (1) uniform policy 
provisions law, (2) the unauthorized in- 
surer’s process act and (3) the “little” fair 
trade practices act. No matter what the 
future may bring with respect to A. 
H. association function and structure, it 
seemed to the speaker that these laws 
must be enacted in all of the states at 
the earliest possible date. “Complete 
uniformity,” he said, “is still in the stage 
of wishful thinking and very probably 
can never be accomplished, but these 
three pieces of legislation are generally 
considered to be the answer to FTC 
jurisdiction.” 

Mr. Scherr then spoke of the adop- 
tion by the Conference last May of its 

“Ethical Standards for Advertising In- 
dividually Underwritten A. & H. Insur- 
ance” which was followed a few months 


(Continued on Page 45) 
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Reinsurance is practical and 
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Accumulated experience of 
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J.P. Hanna Report Cites Conference Staff 
Contributions During Past Year 


Toronto, May 10—Managing Director 
John P. Hanna of the Health & Accident 
Underwriters Conference, reporting to 
the 54th annual meeting here today, told 
of the contributions of the Conference 
staff during the past year which when 
added to each individual company’s ef- 
fort, reflects to the good of the public 
and to the entire A. & H. industry. He 
pointed to the diverse number of activi- 
ties and projects in which the Confer- 
ence has been involved since the last 
annual meeting. 

In the presentation of the staff report, 
Mr. Hanna was assisted by Joseph 
O’Regan, assistant counsel, who pre- 
sented the legislative picture; C. C 
Frazier, general counsel, who discussed 
the Conference’s Ethical Code of Ad- 
vertising, FTC complaints and a test 
case in Lincoln, Neb., on the Veterans 


Administration question; Roy A. Mac- 
Donald, director of company relations, 
who reviewed the expanded 1954-1955 


activities of his division; James R. Wil- 
liams, public relations director, and 
Bruce Gifford, who discussed public re- 
lations efforts of the past year. 

Marie Meade, Conference secretary, 
was recognized by Mr. Hanna for her 
able job in handling arrangement de 
tails for all of the meetings. Excerpts 
from Mr. Hanna’s report follow: 


Interests of All Companies 


“In these programs your staff has en- 
deavored to represent the interests of 
ill Conference companies, realizing that 
an organization like the Conference 
broadly represents almost every type of 
company engaged in the A. & H. insur- 
ance business. This broad representation 
has been a decided asset. It has enabled 
us to draw heavily upon the variety of 
practices and approaches so prevalent in 
the A. & H. field. 

“In the normal 


course of association 


activities, your staff has participated in 
the work of many industry established 
committees, as well as others not di- 
rectly associated with operational mat- 
ters. Along with company representatives 
we have participated in such endeavors 
as the Joint Committee on Health Insur- 
ance—which you will hear much about 
during this meeting—the New York Ad- 
visory Committees, which concern advis- 
ory matters on agents licensing, training 
requirements and A. & H. policy require- 
ments in New York State, the Health 
Information Foundation advisory com- 
mittee and the President’s Committee on 
Safety, including the promotion of Safe 
Driving Day, to name a few. The ac- 
tivities of these several organizations in 
health insurance underscore the variety 
of the projects which an association is 
called upon to support and participate in. 


“Great emotional movements springing 
from adverse publicity in the press have 
converged upon the accident and sick- 
ness insurance field to make the 1954-55 
year oue of the most active in the his- 
tory of health insurance legislation. Much 
of the legislation introduced in the 45 
legislatures in session this year was of 
a restrictive nature. 

“Thirteen of the 45 states in 
considered legislation narrowing the 
terms of renewability and cancellation. 
One state had six different bills on this 
subject alone. With the exception of 
one state—North Carolina—none of this 
legislation has passed. In North Carolina 
House Bill 96 has passed the House—the 
Senate amended the House bill. The 
House refused to concur in the Senate 
amendments. A Conference committee 
has been appointed and action is ex- 
pected this week. 

“House Bill 96 requires a company to 
vive notice of cancellation or refusal to 
renew, with the period of notice varying 


session 


JOHN P. HANNA 


from 30 days to two years depending 
upon the period of time the policy has 
been in force. The law applies to poli- 
cies issued after Jan. 1, 1956, and is not 
applicable to either non-cancellable guar- 
anteed-renewable or non-renewable poli- 
cies. North Carolina Senate Bill 351, 
with minor amendments, has been passed 
by the House. This bill is also expected 
to be enacted this week. 


Modified Type of Non-Can. 


“A modified type of a non-cancellable 
insurance bill has been recommended by 
the Ohio House insurance committee. 
Although Ohio House Substitute Bill 881 
contains numerous items of interest, the 
most important provision of the bill is 
the feature of renewability. Under Ohio 
Substitute House Bill 881 the policy 
must be issued on an annual basis and 
may not be cancelled by the company 
until the next anniversary date. It is our 
understanding that companies will be 









from Ohio State University. 


INTER- OCEAN 


LOOKS WITH PRIDE 


W. A. CASE—In addition 
to managing the Cincinnati Weekly Premium District 
since 1942, Mr. Case has served as State President and 
Board Chairman for Ohio A & H Underwriters, member 
of Executive Board for International Assoc. of A & H 
Underwriters, member of Life Underwriters Association. 
In 1952 he received Certificate of Honorary Membership 


COMMERCIAL e 


While we at Inter-Ocean are proud of our 
52-year record of growth and service to our policy 
owners and their beneficiaries, we are equally proud of the 
high esteem in which so many of our key men are held by 
the industry itself, because of their legion contributions 

to the general good of the insurance profession. 

Inter-Ocean looks with pride upon the achievements 

of these men and their outstanding service to the industry. 
Agents who write Inter-Ocean’s up-to-date and complete 
line of Life, Hospital, Medical and Surgical Expense, and 
Income Protection can be assured that they represent a sound 
and respected organization. 
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able to continue writing coverage with 
weekly, monthly, or quarterly premiums: 
however, the company must remain me 
the risk until the anniversary date of the 
policy. 

“Your general counsel, in addition to 

regular Conference responsibilities, has 
paid particular attention to a study of 
the complaints from the FTC, the ethical] 
code of advertising, and the test case in 
Lincoln, Nebraska, on the Veterans Ad- 
ministration question. Following the 
adoption of the ethical standards for 
advertising individual policies, your gen- 
eral counsel reviewed advertising pieces 
submitted by the companies for an opin- 
ion as to whether the company material 
was in harmony with the code. 
_ “In those instances where it was be- 
lieved the advertising submitted did not 
entirely follow the standards, the com- 
panies almost unnanimously agreed that 
the changes suggested were proper. At 
the request of the business practices 
committee an interpretative guide was 
developed to clarify the standards in 
order that the application of the code 
would be equal to all companies. 

“When the Federal Trade Commission 
complaints were first announced your 
general counsel made a digest of the 
original 17 for distribution to Conference 
companies. This digest included the ac- 
tual quotations of the representation 
complained of, the alleged deceptive ef- 
fect of them, and the general FTC ap- 
proach to A. & H. insurance advertising. 
The additional 11 complaints were not 
digested because no new points were 
raised which were not included in the 
original 17, 


P. R. Should Be Enlarged 


“Whatever course this meeting takes 
regarding a new association, we feel 
there is one area in which the associa- 
tion program should be broadened. Ina 
business as large as the A. & H. indus- 
try, with the need for a continuing re- 
lationship with supervisory officials, we 
feel that our public relations program 
with Insurance Departments should be 
enlarged. In the past the lack of suff- 
cient staff has made it impossible for 
the association to contact the Insurance 
Departments as frequently as would be 
desired. The same holds true for the 
companies, It -is hoped that in the near 
future we will be able to inaugurate a 
regular staff visitation program with 
Insurance Departments and discuss .in- 
formally the current problems of our 
industry. 

_“Your company relations division con- 
tinued to expand its activities during 
1954-55 as budget and staff facilities per- 
mitted. Conference committees were 
most active and were a great factor in 


developing a more active Conference 
program. 
“The Annual Underwriting Forum, 


held under the sponsorship of the un- 
derwriting committee, was the best at- 
tended ‘away from Chicago’ underwriting 
meeting in the history of our association. 
Your committee already has plans under 
way for the 1955 forum which will be 
held in Louisville, Ky., next October. 
The hospital-medical insurance commit- 
tee is responsible for a portion of the 
program and this committee’s participa- 
tion will broaden the subject matter to 
specifically include topics related to hos- 
pital and medical insurance underwriting. 

“Another very active group is your 
education committee. For the first time 
in several years some Health & Accident 
Underwriters Conference Institute stu- 
dents are seriously considering continu- 
ing their studies with the eventual hope 
of securing an Institute fellowship award. 

“A committee that is of rather recent 
origin in the Conference is the office 
methods and procedures committee. It 
has adopted the practice of meeting quar- 
terly as a discussion group on home 
office management problems. Each com- 
mittee member presents a paper on 
some proven method or procedure which 
has been successfully tested in his com- 
pany. Whenever any item is deemed of 
sufficient value for general reporting, it 
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is distributed through the medium of 
one of the Conference bulletins. 

“The public relations work of your 
Conference could be broadly divided into 
two areas—programs directed to health 
care professionals; and programs of a 
more general publicity nature. The first 
i; embodied in the Health Insurance 
Council program. 

“The Council has made progress on a 
number of fronts during the past year 
and looks forward to further growth 
during the next 12 months. Perhaps the 
most important single accomplishment 
was the publication of the Health In- 
surance Story. 

“A new project this past year has 
been an exhibit designed for medical and 
hospital meetings. The exhibit made its 
first appearance last March in the 
American Academy of General Practice 
meeting. Further bookings include the 
Student American Medical Association 
meeting in Chicago, the Catholic Hos- 
pital Association in St. Louis, and the 
American Medical Association meeting 
in Atlantic City. In the first four meet- 
ings it will have been shown at meetings 
with a combined attendance of more 
than 25,000 health care professionals. 


Additional Projects 


“Additional projects scheduled for the 
balance of this year by the Health In- 
surance Council include some magazine 
articles in business publications, more 
publicity connected with the Health In- 
surance Council survey, and active pro- 
motion of the uniform claim reporting 
forms project. A series of pamphlets is 
also being prepared for general distribu- 
tion to doctors and hospitals. 

“In addition to the informational work, 
the Council is going forward on other 
medical and hospital fronts. A very 
important project is the work of the 
committee on uniform claim forms. Un- 
questionably the greatest source of fric- 
tion between insurance companies and 
doctors is the multiplicity of claim forms 
within the health insurance field. It 
should be understood that when all com- 
panies will get behind these uniform 
forms and adopt them for their own use 
the insurance industry will score a great 
hit with the health care professionals. 

“Within the broad area of public rela- 
tions are two other projects which have 
been developed during this past year. 
As part of the Harold R. Gordon Memo- 
rial Award, Oliver Dickerson, a graduate 
student at the University of Pennsyl- 
vania, has just finished his paper on 
long-term guaranteed renewable disabil- 
ity insurance. It is now being put in 
page proof form and we expect it to be 
published sometime this summer. Mr. 
Dickerson received a grant from the 
Harold R. Gordon Memoriai Award Com- 
mittee and his thesis is the result of a 
year’s study. We hope it will get a wide 
distribution among Conference compa- 
nies, the industry, and insurance edu- 
cators, 

“A new project just announced is that 
of the summer fellowship program of 
the American Association of: University 
Teachers of Insurance. The Conference 
has been appointed a member of the 
coordinating committee and will partici- 
pate in the program next year. By 
means of this fellowship program the 
college teacher of insurance is given the 
opportunity to spend 4 to 6 weeks in an 
Insurance company. Through this pro- 
gram he is able to broaden his acquaint- 
anceship with top executives in the in- 
surance business and establish a channel 
ot communication and provide access to 
Intormation which would otherwise be 
dificult to obtain. 

‘By actively working in the insurance 
company the teacher becomes acutely 
aware of the problems of the people in 
the business. From this he is better able 
'o advise students who may be seeking 
an insurance career. This program really 
combines theory with the practice of 
insurance. It is hoped that when the 
Program is announced you will take ad- 
‘antage of the opportunity and sponsor 
a teacher.” 


Trade Assns. Represented 


The Health & Accident Conference 
at its Toronto gathering this week ex- 
tended welcome to the key representa- 


tives of eight other trade associations 
who attended. They included the follow- 


ing: 

om N. Parker and W. Lee Shield, 
American Life Convention; J. F. Foll- 
mann, Jr., Bureau of A. & H. Under- 
writers; R. Leighton Foster, Q.C., John 
A. Tuck, Bruce R. Power, F.S.A., Frank 
C. Dimock and Bessie Allen, all of Cana- 
dian Life Insurance Officers Association; 
Holgar J. Johnson, Institute of Life In- 
surance; Edward H. O’Connor, Insurance 
Economics Society; Leonard A. McKin- 
non and William G. Coursey, Interna- 
tional A. & H. Association; Stuart C. 
Ferris, Life Insurance Agency Manage- 
ment Association, and James Andrews, 
Jr., Life Insurance Association of Amer- 
ica. 





ENTERTAINMENT FEATURES 





Niagara Falls Excursion; Reception 
Given by Canadian Companies; 
Conference Annual Banquet 
Toronto, May 9—A goodly number of 
those attending the annual meeting of 
the Health & Accident Underwriters 
Conference here enjoyed a bus excursion 
this morning to Niagara Falls and a 
tour of the new hydro plant there. In 
all three hours was devoted to sight- 
seeing at the Falls followed by luncheon 
in the Sheraton-Brock Hotel on the 

Canadian side. 

Early this evening the Canadian com- 
panies were hosts at a reception held in 
Royal York Hotel, a thoroughly en- 


joyed occasion. 

The annual conference banquet will 
take place Tuesday evening with enter- 
tainment and dancing. 





Select Risk Means YOU 
SELECT RISKS MEANS LOWER PREMIUMS 











2550 Pillsbury Avenue 


Our 50th Anniversary Year 


SICKNESS — ACCIDENT — HOSPITAL & SURGICAL 
INSURANCE FOR MEN IN PREFERRED OCCUPATIONS 





Our congratulations to the staff of the 
Health & Accident Underwriters Conference 
for its fine work this year. 


MINNESOTA COMMERCIAL MEN'S ASS'N. 


PAUL CLEMENT, Sec'y & General Manager 








Minneapolis 4, Minn. 























Scherr Keynote Address 
(Continued from Page 42) 


“ 


later by “a highly commendable code 
of practices” adopted by the Bureau of 
A. & H. Underwriters. “These actions,” 
he said, “on the part of the two major 
A. & H. associations have been hailed 
far and wide as the springboard from 
which a meaningful public relations pro- 
gram can, and I hope will, develop. If 
the Conference had done nothing during 
this past year other than the successful 
implementation of our Ethical Standards 
we could feel a sense of high accom- 
plishment.” 











then 


You are not GUARANTEEING your client's right 
to renew ... you may lose him entirely. 


You are not VESTING your renewals ... you are 
not providing for your own future! 


You are not ADEQUATELY INSURING your Client's 
income ... some other Agent will! 


You are not taking advantage of the best pro- 
tection available ... 


YOU SHOULD INVESTIGATE the 
NON-CANCELLABLE and GUARANTEED 
RENEWABLE DISABILITY PROTECTION 


offered by 


MASSACHUSETTS 
INSURANCE COMPANY 


50 Congress Street 
BOSTON 9, MASSACHUSETTS 





CASUALTY 





Wwe INVITE 





BROKERAGE 


BUSINESS 


Turning his attention to public rela- 
tions, the Conference 
a ‘ Rey 4 
I am convinced that our thinking with 


president said: 


regard to public relations would be far 
less advanced had it not been for the 
example set by the constructive work of 
the Health Insurance Council. Confer- 
ence contributions and participation in 
staff time and expense and the efforts, 
guidance and just plain hard work of 
many of our company people have 
played an important role in the gigantic 
job of getting our story told to the doc- 
tors, hospitals and other facilities which 
purvey the service for which we provide 
indemnity and reimbursement. The in- 
formation and publications program of 
the Health Insurance Council has been 
developed to a point where its evolution 
into a broader field can now come about 
in a most natural and orderly fashion. 
_ “As long as I can remember thought 
ful men in our business have been dis 
cussing and planning a public relations 
mechanism commensurate with the cul 
tural needs of a $3,000,000,000 industry 
It is my considered and sober judgment 
that the one compelling argument in 
support of the adoption of the report 
of the Task Force No. 1 is its implicity 
as regards the urgent need for an cr 
ganized program of telling all of our 
publics the health insurance story.” 


Sees Growth Despite Political 
Road Blocks 


Despite the political road blocks and 
social handicaps under which the A. & 
H. business has been laboring, Mr. 
Scherr said it is significant that “we are 
continuing to chalk up new records of 
growth and development. Techniques 
and coverages have been improved and 
expanded beyond all reasonable expecta- 
tion and certainly to the satisfaction 
of a large segment of the people. De 
pite our important part in the = social 
and economic scheme and notwithstand 
ing the apparent acceptance and partial 
approval of the public, I would like to 
submit that the record unfortunately 
does not, in this instance, speak for 
itself. 

“We are performing far better than 
the man on the street would be led to 
believe. In the main our problems grow 
out of the fact that we have not found 
a way to tell all concerned (and many 
are concerned) about the plus factors in 
our favor. This must and will be done, 
but careful appraisal dictates that such 
cannot come to pass unless and until we 
consolidate our experience, our talent 
and our resources under a single stand- 
ard.” 

In closing Mr. Scherr offered this 
thought: “If I have seemed to persuade 
upon you a point of view I have done 
so honestly and, I believe, with the 
benefit of a thorough knowledge of the 
many factors which bear upon a decision 
of the magnitude that we must be pre- 
pared to make at this meeting.” 
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. Single A. & H. Assn. 


(Continued from Page 39) 


make it advisable for the Joint Com- 
mittee to revise its resolution to include 
authority to seek a trade practices con- 
ference regardless. 

“We were once more called upon to 
review this question, and by resolution 
to the Joint Committee, we empowered 
our representatives serving thereon to 
explore the possibility of a three-way 
meeting of NAIC, FTC and insurance 
companies on standards of advertising 
for individual A. & H. policies.” 

Mr. Vanderbrouk’s acceptance of his 
election to conference presidency was 
one of the high points of this busy 
meeting. His one regret, he said, was 
that “my friend and mentor—Clyde W. 
Young—could not be present.” Mr. 
Young, board chairman of the Monarch 
and conference president in 1936, is a 
highly respected figure in the industry. 

The note of optimism for the future 
expressed by Mr. Vanderbrouk was 
echoed throughout the audience. He saw 
in the conference acceptance of Task 
Force No. 1’s report a big step toward 
unified A. & H. leadership. He said: 
“There is very little strength in divi- 
there is a little strength 


sion; more 
in confederation, but in union great 
strength is vested.... 

Travis Wallace Extols Conference 


Acknowledging his election as execu 
tive committee chairman, Travis Wal!- 
lace, Great American Reserve, expressed 
appreciation for benefits derived from 
conference membership, saying: “It has 
played an important part in development 
of my company and of the industry. It 
has brought to us a sense of social and 
economic responsibility.” 

International’s Projects Endorsed 

Two further actions taken here by 
the conference executive staff pertained 
to new projects of International A. & | 
\ssociation: (1) The membership _re- 
volving fund by means of which TIAAHU 
will finance an additional staff member 
for expansion of membership and local 
chapters, and (2) the new Disability 
Insurance Training Council, a self-sup 
porting, self-perpetuating incorporation, 
which has been organized to provide 
the industry with a basic, fundamental 
training program for agents, augmenting 
individual company efforts. “It is to 
replace IAAHU’s highly successful DISC 
program,” said Public Relations Di- 
rector James R. Williams in reporting 
conference endorsement. The member 
companies were urged to support DITC 
“with full assurance that this is not sup- 
porting the international directly or in- 
directly... .” Roy A. MacDonald was 
designated as conference representative 
on DITC’s board of trustees. 

Panel on Claim Costs Control 


Rounding out a splendid program, a 
panel discussion on claim costs control 
was conducted under the chairmanship 
of Raymond F. Killion, Metropolitan 
Life, chairman of Task Force No. 3. 
Moderator of the panel was _ Jarvis 
Farley, Massachusetts Indemnity, who 
headed the subcommittee studying this 
problem. The discussion was off the 
record but findings will be revealed in 
the near future by Joint Committee on 
Health Insurance. Panel participants 
were Harry Williams, Hartford Acci- 
dent; Charles N. Walker, Lincoln Na- 
tional; James Andrews, Jr., Life Insur 
ance Association of America; John Mil 
ler, Monarch Life; Stanwood L. Anson, 


Liberty Mutual, and Godfrey M. Day, 
Connecticut General. 
Two final notes were V. J. Skutt’s 


(Mutual of Omaha) motion of appre 
ciation for all those who had worked to 
produce this successful meeting, and 
Mr. Scherr’s swan song comment. that 
“the past year as your president has 
been rich and satisfying to me.” 

On May 10, welcoming addresses of 
Mayor Nathan Phillips, Q.C., of Toronto 


and by Ontario Superintendent of In- 
surance Roy B. Whitehead, Q.C., aus- 
piciously opened the 54th annual meet- 
ing of the Health & Accident Under- 
writers Conference. Attendance topped 
300 with goodly number of wives on 
hand. 

Mayor Phillips proved himself an able 
salesman, both for Toronto and Canada, 
in his remarks. “From a humble begin- 
ning,” he said, “Toronto has become our 
greatest industrial city and is literally 
bursting at the seams with activity.” He 
brought a laugh when he urged Ameri- 
can companies looking for the right 
location in Canada, to establish head- 
quarters in this city. He promised plenty 
of business. The mayor said he knew a 
bit about insurance as he is a member 
of the Federation of Insurance Counsel. 

Superintendent Whitehead expressed 
high opinion on value of gatherings such 
as this annual meeting and that of Su- 
perintendents of Insurance of Canada. 
Citing benefits derived, he said they are 
strikingly seen in the Canadian laws gov- 
erning A. & H. insurance. “I know that 
the passage in some 40 states of the 
uniform individual policy provisions law 
has assisted us in the provinces to re- 
vise our own accident and_ sickness 
laws,” he remarked. 


Revision in Preparation 


The Canadian Superintendents for the 
past six years have been working on 


this revision in cooperation with an in- 
dustry committee. Mr. Whitehead ex- 
pects the draft provision of the Provin- 
cial Insurance Act embodying the revi- 
sion to be approved at the annual Con- 
ference of Superintendents next Octo- 
ber. It will then be ready for recom- 
mendation to legislatures in 1956. He 
explained that the draft will include 
five provisions now found in the U. S. 
Standard Provisions Act. Statutory con- 
ditions will be reduced from 21 to 12. 
A greater degree of flexibility in acci- 
dent and sickness insurance will be the 
result. 





Conference Elections 


(Continued from Page 39) 


for several years past and has demon- 
strated his fitness to assume leadership 
at a time when it is most needed in the 
industry. 

Travis T. Wallace, president of the 
Great American Reserve of Dallas, one 
of the outstanding company executives 
in the state of Texas, was elected 
chairman of the Conference executive 
committee, the No. 2 key post in the 
organization. Both he and Mr. Vander- 
brouk have served the Conference as 
public relations chairmen, a post Mr. 
Wallace is currently occupying. Likewise, 
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Success 


I'll tell you why.... 





States Life. 





over 1953. 


E 1953. 


Of course I’m succeeding as General Agent of The United 


Look at its figures for 1954: 
e Year end Insurance in Force — 38% over 1953. 
e Total New Ordinary and Group production — 78% 


e Individual A&H Premiums — 36% over 1953... 
first year A&H premiums — over 100% ahead of 


I’m merely Succeeding with Success! 





You too can board the Success train. There may be a 
United States Life General Agency available in your area. 


Find out today by writing Agency Dept. (SP) 
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they both have served on the CXECUtive 
committee, and are generally regarded , 
strong wheelhorses of the Organization 


Vanderbrouk’s Career 


President Vanderbrouk has served dy; 
ing the past year as vice chairman oj 
the Conference-Bureau joint committe 
on coordination of activities (COCOA), 
This is a small group of top ranking 
A. & H. executives, headed by Rober: 
K. Metcalf, vice president, Connecticy: 
General, which is playing an importan; 
role in the A. & H. unification program 
now shaping up in the industry. 3 

A graduate of Wesleyan University 
(1928) and of Yale University La, 
School (1931), Mr. Vanderbrouk jigs . 
member of the Connecticut Bar, He 
spent nearly three years in the U. s 
Navy during World War II as lieutenan; 
in its foreign intelligence division, and 
now holds the rank of lieutenant com. 
mander in the naval reserve. 

Mr. Vanderbrouk’s insurance career 
began with Monarch Life in 1933 as ay 
agent at Hartford. From 1934-36 he wa: 
employed by the Aetna Casualty & 
Surety as claim adjuster and attorney 
spending most of his time in New York 
City handling malpractice claims, Early 
in 1937 he joined The Prudential as ; 
home office representative and, as , 
member of its claim department, tray- 
eled around the country settling disabil- 
ity claims. 

In December, 1938, Mr. Vanderbrouk 
rejoined the Monarch Life as an officer, 
being elected executive vice president in 
1941. After serving ten years in this 
capacity he was elected president of 
Monarch Life in July, 1951, succeeding 
Clyde W. Young, a past president of the 
Health & Accident Conference, who be- 
came Monarch’s board chairman. 

Mr. Vanderbrouk’s affiliations include 
Drug & Chemical Club, New York 
Colony Club of Springfield, Longmeadow 
Country Club, Delta Upsilon and Phi 
Alpha Delta fraternities. In the past 
year he has ably served as chairman of 
the Conference executive committee. 


Travis Wallace Started as Agent 


Travis Wallace, nationally known as 
a constructive force in the life and 
A. & H. fields, is president of the In- 
surance Federation of Texas; president 
of Institute of Insurance Marketing, 
Southern Methodist University; pres- 
dent of Texas Division, American Can- 
cer Society and a lay director-at-large 
and executive committeeman of ACS 
He is a director of American Social 
Hygiene Association; Better Business 
Bureau of Dallas, Inc., and of the First 
National Bank, Dallas. He is a trustee 
and past president of the Dallas Health 
Museum, serves on the executive com- 
mittee and is past president of Texas 
Life Convention, and is vice president 
of Insurance Economics Society of 
America and of Texas Psychiatric Four- 
dation. He also served as president of 
Insurance Club of Dallas and of Dallas 
Life Officers Association, and has been 
a director of LIAMA. 

Mr. Wallace started selling insuranc 
at the age of 18. In fact, he supported 
himself at the University of Texas }) 
selling insurance. Entering the busines 
in May, 1922, he was in life productio! 
until 1935, about ten years of which wa 
spent with the Business Men’s Assur 
ance. 

The Great American Reserve was oF 
ganized by Mr. Wallace in January. 
1935, as a mutual assessment compat) 
with $500 in assets. Two years later ! 
was reorganized as a_ limited capita 
stock company with $25,000 capital. Ur 
til 1943 the company sold A. & H.™ 
surance almost exclusively. That yea 
capital was raised to $100,000. throug 
stock dividends and Great Ameria! 
Reserve started writing life insuran' 
aggressively. Under Mr. Wallace's lea! 
ership it has increased its /. 
annual premium income 19 over $5,000, 
WO and now has $106 million of hte 
insurance in force, with capita ' 


$1,000,000 and surplus of about $1,250" 
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One of these days ... not too far away either .... you may hear 
the corner newsboy shouting “First Rocket Ship Reaches Mars”. 
There’s a pretty good chance that an agent from Combined will 
be among the first passengers to reach Mars. Then . . . as now 
... he'll be offering the finest Accident, Health and Hospitalization 
Insurance available anywhere. Pretty strong words? Let the facts 
below speak for themselves. Few companies can boast of a growth 
pattern such as ours .. . a pattern with its goals set among the 
stars .. . but with its foundations firmly planted in solid, time- 
proven formulae. The men of Combined are a proud lot .. . firm 
in the knowledge that they represent a group that is going places. 
Why not join them .. . today! 


1940 Combined Group Premium Volume $57,000.00 


1955 Combined Group Premium Volume $12,392,000.00 
Claims paid since organization, over $41,000,000.00 


COMBINED GROUP OF COMPANIES 


W. Clement Stone, President 


Combined Insurance Company of America Chicago, Ill. 
Hearthstone Insurance Company of Massachusetts Boston, Mass. 
Combined American Insurance Company Dallas, Tex. 


First National Casualty Company Fond du Lac, Wisc. 
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Hotz Says Salesmen 
Have Moral Obligation 


TO GIVE ENOUGH PROTECTION 





Declares Agents Set Their Sights Too 
Low; Cites Prudential’s Big Job 
in A. & H. Sales Training 


Toronto, May 10—Howard W. Hotz, 
CLU, manager of sickness and accident 
sales and service in the Prudential’s 
Canadian head office, declared here to- 
day that the A. & H. salesman has an 
obligation—a humanitarian obligation— 
to persuade the individual to buy to the 
fullest extent of his ability the coverage 
which he needs to adequately protect 
the financial structure of his family. As 
a speaker at the opening session of the 
Health & Accident Conference Conven- 
tion, Mr. Hotz emphasized that he was 
firmly convinced, especially in offering 
income protection for sickness and acci- 
dents “that the average salesman today 
is setting his sights too low; that he is 
forgetting that his potential is unlimited; 
that most of his prospects are not ade- 
quately protected to the extent of their 
ability to buy.” 

Prudential’s Monumental Job 

Highlighting his address, the speaker 
told of Prudential’s monumental job in 
equipping over 23,000 individual salesmen 
with technical knowledge and the sick- 
ness and accident sales “know-how” so 
that they would be able to properly fill 
the public’s need for this coverage. 

“To set our huge new sales organiza- 
tion into motion was almost like setting 
up one big company within a company,” 
he declared. “Few of our men had ever 
examined a sickness or accident policy 
any more than you and | examine our 
automobile or fire insurance policies. 
The decisions reached as to how men 
would be trained to sell this new non- 
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HOWARD W. HOTZ 


cancellable and guaranteed renewable 
sickness and accident insurance to people 
of almost any occupation was, in my 
opinion a most important one. The 
preparation of a training course was the 
first step. Designed to provide each rep- 
resentative with a clear, concise picture 
of Prudential’s sickness and accident 
coverage, this course covered such sub- 
jects as: the need for sickness and ac- 
cident protection; field underwriting; 
understanding policy contracts; complet- 
ing applications; opportunities in hand- 
ling claims; and the sales process. 

“Of particular interest—the sales proc- 
ess was covered fully—prospecting, pre- 
approach, sales presentation, obtaining 








UNITE with UNITED 


FASTEST GROWING COMPANY OF ITS KIND IN AMERICA 


A PHENOMENAL RECORD 


United more than doubled its Income 
in the last Four Years’ 


1954......sssceseeeeeeeeeee44,765,528.00 
V9GO....crcccccssscessesssees 19,419,315.00 


Another Successful Year by United in 1954 


Financial Statement shows the largest amount added to 
policyholders reserve, and the largest amount of gain in 
Surplus in any one year during the past ten years. 


$ 7,274,574.51 





Total Capital and Surplus 


Total Life Insurance in Force 


UNITED INSURANCE COMPANY 
OF ILLINOIS 


CHICAGO 





432,782,517.00 








referred leads, and post-sale activity. 
The training course, coupled with the 
rate manual and practice problems, 
formed the initial ‘package.’ ”’ 

Mr. Hotz then brought out that “the 
world about us, particularly Canada and 
the U. S., is changing fast. Our potential 
is expanding in the sickness and acci- 
dent business; particularly in income pro- 
tection we are today perhaps where we 
were 25 years ago in life insurance—and 
one of our jobs is to keep up to date.” 

Looking into the future, Mr. Hotz as- 
serted that for accident and sickness 
insurance, “today’s potential is great— 
unlimited.” He said that Prudential’s 

: S. premium income rose from 
$5,000,000 in 1953 to $15,000,000 in 1954. 
His company, he said, anticipates over 
$35,000,000 of A. & S. premium income 
in 1955. 


More Income Protection Being Sold 


“It is gratifying to see,” he said, “more 
and more ‘primary’ sickness and accident 
insurance sold—more income protection. 
In my company the men are now getting 
into this field more and more. If we 
were to arrange a complete sickness and 
accident income protection plan on every 
breadwinner in Canada and the United 
States, we would come up with a grand 
total so big that it would stagger our 
imaginations. Even if we were to deduct 
from this total all the present income 
protection coverages, and even further 
reduce it by the amounts that could be 
purchased from the non-subsistence por- 
tions of the national income of these 
two countries, the final figure, repre- 
senting our market potential today, 
would so dwarf our current concepts, 
that I would not dare to use actual fig- 
ures to evaluate this market potential.” 

He noted that public awareness of the 
need for sickness and accident insurance 
has been heightened by group plans, 
state and provincial cash sickness and 
hospital plans as well as private salary 





LIFETIME FOR ACCIDENT. 





Ask about the 
PAYMASTER 


— up to $500 
monthly income 











Theo. P. Beasley, President 








Complete Facilities... 


for A. & H., Life and Hospitalization — 
both individual and group 


Non-cancellable A. & H. — guaranteed 


renewable to ten years for sickness and 


LIBERAL COMMISSION CONTRACTS AVAILABLE 


Those cases you are unable to place with 
your own Company are earnestly solicited. 
Write to: Robert P. Hale, Director of 
Ordinary Agencies, Republic National 
Life Insurance Company, Box 6210, Dal- 


las, Texas. 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


“Over $735,000,000 of Life Insurance in Force” 


continuance plans. “All of these,” he de. 
clared, “tend to benefit us by pointin 
up the need for coverage—sometime, 
the need for new coverage. 

“These coverages,” said Mr. Hotz 
“offer us an opportunity to expand oy; 
market by arranging for the individual 
a long-range program which will enable 
him to adequately protect his family 
financial structure. More and more, tog 
the tax angles favor persons taking out 
voluntary A. & H. coverages, Recent 
legislation in the United States is ay 
example of this. Favorable legislation jn 
connection with income from disability 
plans exists in Canada too. i 


Re-evaluate Our Potentials 


“The facts are that our market poten. 
tial rises almost daily. But do we capi- 
talize on it? Over three million births 
over two million marriages, billions oj 
dollars of new residential construction 
all point the need for protection by ney, 
home-owners, all provide new and jp. 
creasing markets. Our job today is to 
re-evaluate our potentials. Too often we 
adopt the philosophy of ‘once sold—sooy 
forgotten.’ And our client says, ‘He 
never came back.’ 

“Every policyholder we have, creates 
a richer market. New clients today may 
hold the pass key, but isn’t it true that 
salesman after salesman will tip his hat 
and walk away from the threshold 
where he is already welcome, and liter- 
ally shovel his path to another door? 
Our job today is not only to open up 
new doors with new potentials but to 
return to some of the old doors with 
new potentials.” 

In conclusion, Mr. Hotz made a final 
observation: “Aside from the satisfying 
monetary rewards, and the thrill of 
reaching new highs in production rec- 
ords,” he declared, “the salesmen of 
your companies and mine really see 
insurance in action. For my company, 

(Continued on Page 55) 


Home Office, Dallas 
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(Underwriting Forum in 
Louisville Oct. 24-25 


proOGRAM READY, BARRY SAYS 





Reports to Conference on Sub-standard 
Risks, Occupational Classification 
Study, Handbook for Agents 


Toronto, May 11—Charles M. Barry, 
Ohio State Life, hit the highspots of 
954-55 activity of the Conference un- 
jerwriting committee in reporting to the 
qnnual meeting here today as chairman 
of that committee. 

He announced that the program for 
the ninth annual Underwriting Forum, 
heduled for October 24-25 at Louis- 
ville, is practically completed with most 
of the speakers already procured. E. J. 
Rogers, Security Mutual Life, Lincoln, 
\eb, program subcommittee chairman, 
yill share the responsibility for the suc- 
cess of this gathering with R. W. Carey, 
New York Life, who is chairman of the 
Conference hospital-medical expense 
committee. 

Mr. Barry spoke of the success of the 
1954 Underwriting Forum, conducted un- 
der the able chairmanship of : 
Forsythe, Illinois Mutual Casualty, 
which attracted an attendance of over 
75,a new high for registrations outside 
of Chicago. It was a joint undertaking 
of the Conference and Bureau of A. & 
H. Underwriters, a practice which Mr. 
Barry hoped would continue. 

In his report he noted with pleasure 
that most of the Conference companies 
have adopted the new _ occupational 
classification report which has been com- 
pleted by James T. Helverson, Wash- 
ington National, and his subcommittee. 
He said: “They will, of course, keep this 
report up to date and make revisions 
from time to time whenever necessary.” 


Sub-standard Risks Study 


Attention was called to the intense 
study of sub-standard risks being made 
by J. M. Wickman, Mutual Life of New 
York, who is chairman of this under- 
writing subcommittee. Said Mr. Barry: 
‘They have prepared a nomenclature 
which has just been reviewed by Dr. 
W. H. Scoins, Lincoln National Life, 
(chairman of Conference medical di- 
rectors committee) in order to set it up 
inthe proper order. They next plan to 
assign a numerical system and then to 
have it reviewed by legal advisors. Con- 
sequently, they should have a report to 
submit very shortly.” 

Mr. Barry promised that the revision 
work on the accident and health under- 
writing handbook for agents will be com- 
pleted soon. This handbook was orig- 
inally prepared in 1935 so it is essential 
to bring it up to date. R. L. Davis, 
American General Life, Houston, is 
chairman of the subcommittee in charge 
of the revision and he is working closely 
with the agency advisory and education 


committees “in order that the three 
—" may be released  simultane- 
OUsly . . .” . 





Four Key Men of Internat’! 
A. & H. Assn. on Hand 


Toronto, May 9—Four key officials of 
the International Association of Acci- 
dent & Health Underwriters were wel- 
comed at the opening convention session 
here this morning of the Health & 
Accident Conference. They are Leonard 
A, McKinnon of Flint, Mich., president; 
John G. Galloway, Birmingham member 
ot the executive board and past. presi- 
dent who is interim director of the new 
Disability. Insurance Training Council; 
Villiam Coursey, managing director, and 
y _Magnuson, assistant vice presi- 
dent, Federal Life & Casualty, education 
chairman, In addition William Highfield 
. the R. & Service, Inc., who is 
andling research and radio work for 
the International, and Charles E. Ray, 
‘idianapolis Life, International’s pro- 
‘otional chairman, were on hand. 

N invitation was extended by Presi- 


Watt Report on Code 


(Continued from Page 40) 


pact on the advertising code was rather 
severe on sales promotion men as well 
as on the sales forces. It was a some- 
what direct reversal of sales philosophy. 
For example, a listing of the require- 
ments of major limitations, a thorough 
explanation of the previous inception 
clause, and a complete description of 
cancellability and renewability did not 
seem to those directly involved with 
sales to be a completely intelligent ap- 
proach. The tendency on their part at 
first was to approach the code requisites 
from a negative standpoint. 

“However, in the short space of one 
year, special techniques have already 
been developed and are continuing to 
develop whereby the public can be prop- 
erly advised as to what a policy does or 
does not cover without affecting the 
sales presentation. The well known sys- 
tem of what some choose to call ‘nega- 
tive selling’ is being used. Or, to state 
in other words, even the limitations of 
a policy can be presented in an affirma- 
tive sales fashion.” 

Seal of Approval Proposed 

In closing his report Mr. Watt took 

a look into the future. He said that one 


suggestion made to the Business Prac- 
tices Committee was that a seal of ap- 





dent McKinnon to the company people 
to attend the silver anniversary conven- 
tion of the International, set for June 
12-15 in San Antonio, Tex. As president 
he has set a busy schedule for himself 
since taking office and has visited over 
20 local associations, appeared before at 
least four sales congresses and at the 
Ohio sales caravan. This getting around, 
he says, is only a small portion of his 
International activity. 
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proval or some type of symbol might 
be used by member companies in their 
advertising, indicating that they sub- 
scribe to the Conference code. 

“Does such a suggestion have merit? 
Should a definite arrangement for re- 
view of advertising material be estab- 
lished, with companies submitting all 
advertising to one agency for such review 
in order to qualify for the seal? How 
far do you think the Conference should 
go in perusing advertising now being 
used? These are just a few of the ques- 
tions which seem pertinent,” said the 
speaker. 

“You will agree that they are ques- 
tions which have very positive public 
relations overtones, especially with those 
folks who are anxious to criticize our 
business. The question has also been 
raised as to whether there is a need for 
a code or a statement of principles on 
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“You cant fool 
a LATOR ... 


“I know when a fellow’s happy in his work. 
Like my insurance agent... 

Southland Life, you know. He comes in 
regular, always pretty cheerful. 

“Asked him why once. He said he enjoyed 
his work. Said Southland Life was 

interested in him as an individual. Said they 
realized a man has to have sensible 

financial backing before he can do a really 
bang-up job. Makes sense and ties in 

with everything else I’ve heard 

about Southland Life. Must be a mighty 

fine company to work for”. 


Southland 
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selling. Are there other areas to which 
the Business Practices Committee should 
give attention and study? Since all of 
these questions are vital to you and your 
companies, you will wish to give them 
your considered thought. 


Calls Code “A Significant Milestone” 


“Tt has been traditional in American 
industry that no problem is insurmount- 
able. It is my belief that the action of 
the Conference last May in adopting the 
ethical code was a significant milestone 
in the history of individual accident and 
health insurance. Much has been accom- 
plished; but there is more to be done. 

“The first big &8tep has been taken. 
Additional progress can be made through 
having the complete cooperation of all 
companies in living pretty much by a 
literal interpretation of the standards 
which they, themselves, have created as 
their guide. 

“A year from today we shall be able 
to take a third look at the ‘forward look’ 
—namely, the ethical advertising code. 
May what we view be as gratifyingly 
progressive as what we have seen at the 
end of the first year.” 


Office Methods Forum To Be 
Held Next March in Chicago 


Toronto, May 11—Gordon M. Grady, 
Monarch Life of Springfield, in reporting 
here today to the Health & Accident 
Underwriters Conference convention as 
chairman of the Conference-LOMA of- 
fice methods and procedures committee, 
said that tentative arrangements have 
been made to hold the 1956 forum next 
March 26-27 at Drake Hotel, Chicago. 
This represents a change in the forum 
date from the usual time early in Octo- 
ber to early spring so that a conflict 
will be avoided with the LOMA annual 
conference. 

Referring to the 1954 forum, held un- 
der the direction of Robert B. Savage, 
Wisconsin National Life, Mr. Grady said 
“the workshop portion was as popular 
as ever and will continue to be one 
of the features of future forum pro- 
grams.” ; 

This joint committee has met quar- 
terly since the last Conference annual 
meeting. Mr. Grady in recommending 
this procedure explained that quarterly 
meetings were inaugurated as a means 
of increasing the scope of the commit- 
tee’s service to member companies of 
both the Conference and LOMA. At 
these meetings each committee member 
presents a written report on a phase of 
office operation which, Mr. Grady said, 
has resulted in increased efficiency and 
reduction in costs for his company. 
Such reports are discussed and enlarged 
upon during the sessions and the mate- 
rial then given to the staff office for 
distribution to member companies. 
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Navarre Gives Realistic Appraisal of 
A. & H. Business and Its Problems 


Michigan Official Says FTC Complaints Will Be Remembered 
as Force Which Brought Unity of Purpose and Action 


to the Industry; Cites Public Reaction 


Toronto, May 10—Insurance Commis- 
sion Joseph A. Navarre of Michigan re- 
ceived close attention here this after- 
noon as he gave a realistic appraisal of 
the A. & H. business, praising the fine 
performance which has made it a “great 
business” and then expressing an In- 


surance Commissioner’s view as to the 
reasons why this fast growing industry 
has been subjected recently to so much 
individual and public criticism. 

Mr. Navarre had much to say about 
the complaint citations brought against 
28 companies by the Federal Trade Com- 
mission, saying that it would be difficult 
for him to believe that the FTC would 
have deliberately inflicted hardships on 
the cited companies and the industry 
merely for the sake of asserting: its 
authority. He was confident that “you 
will survive the citations and will be- 
come stronger and more firmly united 
because of them.” 

The speaker also revealed the results 
of a survey made by the Michigan In- 
surance Department into the complaints 
and inquiries received from individual 
insureds, and made the over-all state- 
ment that of the 1,053 complaints re- 
ceived 203 were justified. In other words, 
19.3% or roughly one out of five were 
justified in writing to the Department 
or appealing for relief. 

A. & H. Still Growing and Still 
Growing Up 


Mr. Navarre’s estimate of the A. & H. 
business was well expressed when he 
stated early in his address: “The part 
that your industry plans in the fasci- 
nating drama of this wonderful era has 
not been fully calculated. In the last 
several years hospital and medical have 
made enormous strides. Financial aid, 
provided by health and accident insur- 
has been a significant factor, say 


ance 
those who have studied its progress. 
Care and competence in the field of 


medicine cost money. Hospital and med- 
ic al facilities and equipment cost money. 
It is no accident that the highest stand- 
ards of medical and hospital care in his- 
tory have been attained contemporane- 
ously with the highest level of accident 
and health-hospital and surgical-insur- 
ance coverage. It is not difficult to 
evaluate these facts when consideration 
is given to the premium dollars involved 
in a single year. The grand total of 
A. & H. writers in 1954 was $3,829,117,- 
046 which is an outstanding record of 
performance.” 


The speaker went on to say that 
\. & H.-hospital and surgical-insurance 
is in its adolescence. As an industry 


and instrumentality of public welfare it 
is strong and healthy. He pictured it as 
“still growing and, what is more impor- 
tant, it is growing up.” Furthermore, the 
remarkable success of A. & H. has been 
achieved in an atmosphere of keen and 
vigorous competition. As Mr. Navarre 
pointed out: “Economic and social needs 
as reflected in the public demand have 
influenced the A. & H. business to ex- 
tend itself toward an ever-receding goal. 
The importunities of the market place 
have been such as to require that it run 
almost before it was ready to walk.” 
Under the circumstances, he continued, 
“its behavior has not always been thor- 
oughly understood. Its conduct in com- 
parison with that of older, more mature 
businesses in some areas of activity 
seems brash. In appraising its perform- 
ance, its critics have not always taken 
into acount its size, its character and 
the rapidity of its growth. The problems 


JOSEPH A. NAVARRE 





it faces are frequently without precedent 


in the field of 


insurance. 


“The nature of the business is such 


that 





solutions are not conceived 
(Continued on Page 56) 
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Jordan Visualizes Expanded Market 
For Group A. & H. in Years Ahead 


Toronto, May 10—Taking a realistic 
approach to his subject, “Group Insur- 
ance Today and Tomorrow,” George R. 
Jordan, senior vice president, Republic 
National Life of Dallas, told the annual 
meeting of the Health & Accident Con- 


ference here this afternoon that ~ 
potential market for Group A. & H. 
increasing year by year; that the im- 


proved loss experience in 1954 could be 
attributed to more careful underwriting 
procedures on new business coupled with 
adjustment of premiums with increased 
coverage on existing cases ; that certain 
controls have been “most helpful” to 
many companies, and that group writing 
companies should give consideration to 
the small group field in addition to a 
well seasoned pure group market. 


Small Group Market a Challenge 


Mr. Jordan declared that the small 
group market represented a challenge to 
the industry, first because of the bene- 
fits which will be derived by millions of 
employed people, and secondly, because 
it is a source for a profitable volume of 
new business. He did not agree with 
those who think that a group case can- 
not be profitable if less than 50 lives 
are insured. He explained: 

“These expressions were prompted by 
the theory that less than 50 lives would 
not develop enough premium to give a 
profit after cost of administration. How- 
ever, it has been proven in the past 
few years that these cases can be profit- 
ably handled by having a_ reasonable 
acquisition and administrative expense 
ratio. My company’s loss ratio on this 
class of business for the year 1954 was 
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GEORGE 


R. JORDAN 


71%, which indicates a reasonable profit, 

t also provided business for our agents 
oe brokers. 

“We feel that in handling the small 
group business it is essential to have 
the employer participate in the premium 
—to avoid unreasonable selection against 
the insurer, and to provide sufficient 
service for keeping persistency and er- 
rollment high.” 








Group Has Grown Rapidly 

In opening his address Mr. Jordan 
gave impressive figures to indicate the 
importance today of Group A. & H. in 
the insurance market. He said that in 
1944 the total Group A. & H. premium 
in the United States totaled some $200,- 
000,000. In ‘contrast, it totaled in 1954 
nearly $1,500,000,000 while the total A. & 
H. premium income for both individual 
and group amounted to over $2,500,000- 
000. He further noted that over 100 mil- 
lion persons were covered in 1954 against 
hospital expense and nearly 90° million 


for surgical expense. “These all-time 
high figures,” he declared, “express the 
public’s confidence in the A. & H. in- 


dustry as well as our industry’s ability 
to do a good, satisfactory job.” 
ODL STL IE, ARTES! TA ARMA! 

The speaker also noted that more 
trade and professional associations are 
being written with good experience a 
well as special risks, blanket, and cash 
sickness plans. 

Points to Many Changes 

The speaker then pointed out that in 
recent years many definite changes 
have been made in what were formerly 
termed “standard plans.” He noted: 
“The old $6 and $7 a day hospital plans 
and $150 surgical schedule have been 
upgraded to $10 to $15 per day for hos- 
pital room, and surgical schedules in 
many cases have been doubled. This in- 
crease in benefits has been due to in- 
flation which has gradually increased 
the cost of medical care. 

“Broader coverage has been demanded 
by unions, not only for hospital and 
medical care, but also for time loss. In 
many instances, supplemental coverages 
to present plans have been requested. 
This sevelds a real understanding 
problem, and demands careful study 
from an underwriting standpoint. Like- 
wise, the employer and employe market 
has gradually asked for increased bene- 
fits for hospital and medical care. 

“Some of the newer coverages, such 

(Continued on Page 57) 
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Conrod Explains Opposition of His 
Committee to 1956 Statement Changes 


Toronto, May 11—In reporting on the 
work of the Conference blanks commit- 
tee during the past year, S. F. Conrod, 
Loyal Protective Life, chairman of that 
committee, said today at the closing 
session here of the annual convention 
that “what we did consisted largely of 
opposing some of the proposed changes 
in the 1956 annual statement (life and 
\, & H.) on the agenda of the March, 
1955, meeting of the NAIC committee 
on blanks.” . 

He explained that each member of his 
committee received a copy of this 
agenda for comments and suggestions. 
“The recommendations of our commit- 
tee were then forwarded to Roy A. Mac- 
Donald of the Conference staff who rep- 
resented the organization at the NAIC 
blanks committee meeting April 28-30 in 
New York.” Mr. Conrod further pointed 
out: 

“Some of the proposed changes to be 
acted on by the NAIC blanks committee 
would not only require considerable 
additional work by companies at state- 
ment time but also would not give in- 
formation in suitable form for the pur- 
poses intended. Year by year the num- 
ber of exhibits and schedules (or the 
number of required subdivisions within 
a given exhibit or schedule) continues 
to increase without any apparent effort 
on the part of the supervisory officials 
to extend the filing date. 


Splendid Job Done by MacDonald 


“Mr. MacDonald did a splendid job 
in presenting the views of our committee 














on the various items as they came up 
for discussion at the meeting. He pre- 
sented a written memorandum to the 
members of our committee which gave 
a resume of the discussions on items of 
interest to the Conference.” 

The proposals put before the NAIC 
committee were made up of 14 exhibits, 
labeled A to N inclusive. Mr. Conrod 
in his report gave the detailed objections 
made by his committee to each of these 
proposals. They are highspotted as fol- 
lows: 

Exhibit A—proposed by joint commit- 
tee on blanks of ALC and LIAA. Pur- 
pose was to eliminate the items involv- 
ing expense of investigation and settle- 
ment of claims from pages 3, 4, 5 and 
13, and to include these expenses with 
the general expenses in Exhibit 5. “This 
change was opposed,” said Mr. Conrod, 
“hecause of the long-standing practice of 
casualty companies of treating these ex- 
penses as separate and apart from gen- 
eral expenses, and also because of the 
practice of including adjusting expenses 
in determining loss ratios by Insurance 
Departments and insurance publications. 

“The NAIC blanks committee did not 
object to these proposed changes and, 
if anything, seemed to question our mo- 
tives in questioning the elimination.” 

Exhibit B—proposed by Russell L. 
King, actuary, National Old Line Life of 
Little Rock. This change would show 
the mandatory security valuation reserve 
on line 27.1 of page three as part of the 
special surplus funds instead of as a 
specific liability in line 25.1. Consensus 





of opinion was that this reserve should 
continue to be treated as a liability. The 
NAIC blanks committee seems to agree 
with the views expressed. 

Exhibit C—proposed by E. J. Reilly, 
chief of audit bureau, New York Insur- 
ance Department. This had to do with a 
change in instructions in upper left cor- 
ner of Schedule D—Part I, dealing with 
grouping of bonds. Discussion of this 
exhibit centered on Section 2 “direct 
and guaranteed obligations of states, 
territories, possessions and political sub- 
divisions thereof.” Most of those pres- 
ent seemed to favor sub-dividing this 
section so as to separate bonds into two 
categories as follows: (a) direct and 
guaranteed obligations of states, terri- 
tories and possessions, and (b) direct 
and guaranteed obligations of political 
subdivisions. 


Bittel’s Proposal Opposed 


Exhibit D—proposed by W. Harold 
Bittel, chief actuary, New Jersey Insur- 
ance Department. This would add two 
lines, 43 and 44, to the state exhibit at 
the foot of page 17. Companies would 
be required to show on line 43 the num- 
ber of claims (individual and group 
separately, on which a payment (other 
than return of premium) was made dur- 
ing year, and on line 44 the number of 
claims which were resisted, rejected, dis- 
allowed, refused or otherwise disposed 
of during year (individual and group 
separately). 

“We opposed this proposal not only 
because of the additional work involved 
but also because of the difficulty of de- 
termining resisted claims. We also dis- 
liked seeing any more figures added 
which must be reported for individual 
states,” said Mr. Conrod. He explained 
that this exhibit provoked a long dis- 
cussion during which industry represen- 


tatives gave every conceivable argument 
against the blanks committee taking any 
action which would require insurer to 
spell out the disposition of claims state 
by state. The NAIC committee was not 
too much in favor of what was recom- 
mended, but Mr. Bittel told them they 
were practically under a mandate from 
the NAIC A. & H. committee to take 
some action. 

“As a last resort,” said Mr. Conrod, 
“we suggested that if the NATC blanks 
committee in executive session decided 
that something had to be done, any re- 
port required from insurer be made a 
part of the policy forms exhibit rather 
than a part of the blank itself.” 

Exhibit I—proposed by actuarial bu- 
reau of New Jersey Insurance Depart- 
ment. One of the proposals in this ex- 
hibit would change the footnote to 
Schedule F to make it clear that Sched- 
ule F did not apply to claims under 
A. & H. policies. “We all concurred in 
this recommendation,” the speaker said, 
“as it would spell out that resisted A. 
& H. claims are not required to be 
shown in Schedule F.” 

Exhibit J and N—respectively pro- 
posed by New Jersey Department’s ac- 
tuarial and Consumer Credit Insurance 
Association, Chicago. Each of these ex- 
hibits dealt with a proposed credit life 
and A. & H. policy experience exhibit. 
As none of the members of Mr. Con- 
rod’s committee represented a company 
that wrote a substantial volume of credit 
business no recommendation was made 
to Mr. MacDonald other than to point 
out the large number of experience cate- 
gories and breakdowns (particularly in 
Exhibit J) which would have to be re- 
ported. Mr. Conrod recommended that 
a representative of a company which 
writes a large volume of credit business 

(Continued on Page 54) 
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A STRONG COMPANY 
That Grows Stronger Every Year 


Reserve Life has shown greater financial strength every year for a 
period of 16 years. In 1954 it set three company records — in assets, 
capital, surplus and voluntary contingency funds and in cash bene- 


fits paid to policyholders. 


The company is the fourth largest in the nation in premium income 
derived from the sale of hospitalization and disability insurance sold 
to individuals and family groups. The Life Division, too, has shared 
in this phenomenal growth. This outstanding progress has been made 
possible by Reserve Life’s constant aim to give policyholders the 
best service and the greatest value consistent with sound busi- 


ness practices. 





RESERVE LIFE INSURANCE COMPANY 


A Legal Reserve Stock Company 


Home Office: Dallas Texas 


Regional Executive Office: Cincinnati, Ohio 
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Fergason Gives Today’s Essentials 


For Selecting Future Personnel 


Toronto, May 10—Giving many sign- 
posts which will aid “Tomorrow’s Man- 
agement” in the A. & H. field, Guy 
Fergason, personnel and management 
consultant of Chicago, told Health & 
Accident Conference members at their 
opening session here today that future 
management will result from today’s 
planning in respect to: 1—recruiting ca- 
pable employes for the clerical level; 
2—rating the employes during the early 
years of their experience for purposes 
of gradual upgrading to higher level 
jobs; 3—screening managerial candi- 
dates for aptitudes required in executive 
and administrative work; 4—rewarding 
continued high level of performance as 
an incentive to accept greater responsi- 
bilities; 5—training employes in manage- 
ment affairs preparing them for decision 
making responsibilities 6—delegating 
management duties to the candidates so 
as to increase their knowledge and abil- 
ity through participation; 7—setting the 
example of high standards so that to- 
morrow’s m: inagement will have a_ bal- 
anced set of values to guide them in 
meeting tomorrow’s problems and chal- 
lenges. 

Mr. Fergason said that no. greater 
problem -faces top management than 
procuring, training and integrating a 
new crop of management candidates, 
capable of meeting the challenges de- 
veloped by an ever increasing complex 
business world. “The ‘old timers’ who 
met the changes brought about by an 
expanded economy which followed a 
world depression and two wars, all 
within two and one-half decades, have 
the answers,” he said. 

“The problem is twofold—willingness 
to pass along the experiences so that 
others may benefit, and willingness to 
profit by the experiences of others so 
as to avoid the pitfall of assuming that 
a profit is the inherent reward for busi- 
ness activity. 


Planning for the Future 


“Planning for the future must include 
programs for procurement, evaluation, 
training, integration and guidance for 
those who will some day run the Ameri- 
can business scene. The answers are not 
found exclusively in the ‘case study 
book,’ the ‘slide rule’ and the ‘classroom.’ 
Helpful as they may be, business men 
have the problem of making tomorrow’s 
management.” 

_As to the aspects of the problem, Mr. 
Fergason pointed out that the total 
problem of tomorrow’s management 
should be resolved from an analysis of 
and solution for the segments which 
make up the problem. “If the problem 


is discussed in total,” he continued, “it 


becomes an interesting, but pointless 
topic in which opinion is substituted for 
fact, with little progress being made in 
any direction. By analysis, the various 
aspects of the problem come into bolder 
relief with the proper emphasis being 
placed where it belongs. 

“The first aspect of the problem, in 
our opinion, is the recruitment of suit- 
able candidates for the insurance busi- 
ness. It is from these candidates or re- 
cruits that our potentials are sought. 

“The second aspect deals with merit 
rating of their efforts while learning 
the business in order to discern those 
upon whom management responsibilities 
can be placed. 

“The third aspect deals with the train- 
ing in management fundamentals, once 
the technical aspects of the business are 
learned. 

“The fourth aspect deals with finan- 
cial recognition and incentive in compe- 
tition with other industries so as to 
retain these candidates during the period 
of their development. Developing man- 
agement personnel is not like the initia- 
tion into a ‘secret society’ in which the 
candidate is made to suffer modest 
physical discomfiture and personal em- 
barrassment so that he will remember 
the experience and look forward to the 
day when he can do likewise to other 
juvenile candidates. 

“These are the four areas of our dis- 
cussion,” declared Mr. Fergason. “How- 
ever, each area has many avenues of 
inspection and controversy.” 


Recruiting 


Discussing recruitment, the speaker 
made note of the fact that the insur- 
ance business is in competition with 
other industries in their efforts to at- 
tract qualified candidates. “We think 
that only big business has this prob- 
lem and that the medium to little com- 
pany or agency operates in an entirely 
different atmosphere,” he said. “There 
is greater need for the small company 
to insure itself an adequate supply of 
personnel than the large companies be- 
cause size in itself attracts many appli- 
cants who believe that bigness is assur- 
ance of job security, whereas small com- 
panies are too dependent upon the 
whims, fancjes and actions of the own- 
ership-management which is indefinite 
in duration. Are they correct? If the 
management has done nothing to per- 
petuate the company, this attitude may 
be correct. 

Employes’ Policy Manual 

“Recruitment requires the use of an 


employes’ policy manual that spells out 
the privileges and benefits of employ- 
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ment in the company in question and 
recites management’s expectations (rules, 
regulations and policies) of the employe. 
Large companies are less personal than 
small ones, but they are more definite 
in their policies.” 

The speaker went on to say that more 
and more companies are relying on ap- 
titude testing for (1) new personnel in 
order to properly place them in posi- 
tions related to their abilities and to 
determine the possibility of developing 
them into future management. candi- 
dates; and (2) for present personnel 
slated for upgrading. 

“AS a principle of organization de- 
velopment,’ he continued, “we prefer 
to see the company develop from within 
by internal promotion than to see out- 
side personnel brought in ‘over the 
heads’ of present personnel. Obviously 
this principle will not work if manage- 
ment fills jobs without thought beyond 
the immediate work requirements. Con- 
versely, to hire employes who possess 
qualifications which are greater than 
those required by the immediate job 
without a plan of gradual upgrading will 
produce dissatisfied personnel.” 


Merit Rating of Personnel 


Referring to the rating of manage- 
ment candidates, Mr. Fergason pointed 
out that one of the fears found in most 
ambitious personnel is that management 
is not aware of their present values. 
He said: “Personnel go to great lengths 
to bring themselves to management’s 
attention. This desire to be recognized 
may be misinterpreted by management 
as ‘eagerness’ or ‘pushing tendency,’ 
whereas it is nothing more than an 
amateurish attempt to translate ambition 
and aggressiveness into action. 

“There is a technicality of definition 
which should be explained—merit rat- 
ing is a planned program of evaluating 
an employe’s ability to meet the require- 
ments of his present position in terms 
of the qualities which management has 
determined to be of importance. The 
application of the results of merit rat- 
ing in order to improve, correct or sus- 
tain an employe’s qualities for the pur- 
pose of development for higher respon- 
sibilities is known as employe develop- 
ment. 

“They are related, but separate activi- 
ties,” he added. “All merit rating does 
not lead to employe development, 
whereas merit rating precedes correc- 
tion and advancement. Rating provides 
definite facts concerning performance 
and also a definite plan of evaluation. 
Too often an employe is judged, favor- 
ably or unfavorably, on the basis of a 
few outstanding incidents which do not 
represent his service pattern. 

“Too often an employe is earmarked 
for management responsibilities based 
on his technical ability and work habits, 
only to find that he has no aptitude for 
directing and organizing the work of 
others. 

“Mistakes in selecting management 





GUY FERGASON 

candidates are costly mistakes not cor- 
rected by dismissal‘ or demotion. 
effect on morale may be far reaching 
and lasting, and the damage done while 
experimenting with management person- 
nel may just fall short of ruining a 


small company. 


declared, 


portant part 


gason, 
organization, 


as such 


“Tt will be observed,” 
“that at the lowest level of the 
emphasis is placed almost 
entirely on improved work habits and 
increased productivity, each of which is 
easily measured and evaluated. 
are the tangible aspects of training and 
are usually accepted by top 
management. As one moves 
the higher echelons of the organization, 
a new concept is added to the job re- 
sponsibilities which still are directed to- 
ward efficient production. 
cept involves responsibility for the work 
of others which 
name we call 


duce so and so results.’ 


of the job. 


ing program. 
explore the 
pattern, mental capacity 
tional interests before 


“Being 


Top Management and Intangibles 





for want of 
‘human relations.’ 
“At this point the intangible aspects 
enter into the training program,” 
“Even though we know that 
the ability to direct others plays an im- 
in developing productive 
capacity, we cannot place our finger on 
any single factor and say ‘this will pro- 
Human relations 
is the sum of many attitudes, techniques 
and abilities applied to the art of in- 
spiring others to give willingly of their 
talents in accomplishing the objectives 


intangibles—top 
is less alert to their value in the train- 
Top management needs to 
candidates’ 
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into the supervisory area takes place. 

“When one moves from supervision 
into management,” declared Mr. Fer- 
“the major attention is directed 
toward human relations. This will in- 
clude selection, training, discipline, han- 
dling grievances, incentives, financial re- 
ward, promotion, and the total gamut 
of individual contacts. In addition to 
an relations, management is charged 
organization planning, development 


gason, 


hum 
with 
and coordination. 

“At the management level, training is 
best accomplished by permitting the per- 
son to actually participate in manage- 
ment activities and take responsibilities 


for executive decisions—all under guided 
experience. No person learns to be a 
manager from a book. Books, case 


studies and discussions are valuable 
training aids, but so far there is no sub- 
stitute for actual experience.” ’ 

The delegation method as a training 
device was next considered by Mr. Fer- 
gason. ‘Delegation,” he said, “which is 
the sharing of authority, responsibility 
and accountability for work, is one of 
the best means of training tomorrow’s 
management. Delegation has the advan- 
tage that it can be gradual and it can 
be controlled. Little by little, top man- 
agement can divest itself of managerial 
details by delegating to management 
subordinates. 

“All training devices take time and 
delegation is no exception. It is often 
quicker to ‘do it yourself’ than to take 
the time to explain what is wanted, why 
it is wanted and when it is wanted. 

“All too often,” he emphasized, “top 
management is reluctant to pass along 
the affairs for which it has been respon- 
sible for so long. We complain about 
being overworked—yet we revel in our 
importance and find excuse after excuse 
for locking up the business details in 
our desks and brief cases while ambi- 
tious young men and women chafe at 
the bit trying to get a foothold into the 
decision making aspects of operations. 
If these younger people finally give up 
and seek opportunities elsewhere we 
call them ‘impatient young fools who 
can’t wait their turn.’ 

“Have these young future managers 
been exposed to competition ?” he asked. 
“Do they believe in free enterprise? Do 
they know the meaning of ‘profit’? Un- 
less we expose them to the realities of 
business economics in an’ atmosphere 
where we can control their learning 
and limit their mistakes, they will as- 
sume that Governmental control, sub 
sidy and regulation are a fair substitute 
for and a cushion against business 
risks, 

A Planned Program 


“Delegation is a planned program,” he 
pointed out, “whereby top management 
screens the trainee, and within the 
lramework of the organization, assigns 
a gradually increasing load of responsi- 
bilities, always alert to the fact that dele- 
gation: 1—requires training to assume 
responsibilities; 2—explanation of the 
reasons for performing a task; 3—guid- 
ance during the assumption of new re- 
sponsibilities; 4--willingness to answer 
questions of procedure; 5—willingness to 
recognize the value of suggestions; 6— 
tull accountability for the results of dele- 
gation; 7—reward for successful as- 
sumption.” 

In concluding his address, Mr. Fer- 
Sason touched upon the subject of fi- 
nancial recognition and incentive. He 
emphasized that there is no substitute 
‘or financial. recognition and reward. 
le said that financial reward alone is 
not the answer to success in the man- 
‘gement field, but it is one of the 
‘rongest incentives for growth. 

Financial reward may take on many 
‘orms, depending on the circumstances, 
size of the operation and top manage- 
ment policies (and philosophies),” he 
declared. “In large companies it takes 
on the form of salary increases which 
attend the upgrading procedure plus ex- 





panded privileges of vacation, expense 
allowances, and added benefits in form 
of retirement income, death benefits for 
the estate, medical and surgical cover- 
age. In stock companies it may include 
stock ownership, election to officership 
and other forms of recognition. 

“In small companies, recognition be- 
yond the ordinary salary promotion and 
upgrading, expense allowances, etc., may 
take on the form of partial ownership 
by admission to partnership. 

“Often up and coming young persons 
do not have the ready capital to ‘buy 
into’ a business, but must develop their 
capital out of earnings. Arrangements 
to sell stock can be worked out through 
option details arranged before the time 
at which options are exercised to be 
paid for out of profits from future op- 
erations. 

“Management perpetuates a company 
and sets the scale of its operations. If 
management depth is lacking, particu- 
larly in the area immediately below top 
management and ownership, the con- 
tinuation of an enterprise is placed in 
jeopardy with the result that the jobs 
of the employes are no longer secure. 


Joint Breakfast Meeting 

May 9—A joint breakfast 
meeting here this morning of the under- 
writing and hospital-medical committees 
led off the 54th annual meeting of the 
Health & Accident Underwriters Con- 
ference. In charge were C. M. Barry, 
Ohio State Life, underwriting chairman, 


Toronto, 


and R. W. Carey, New York Life, 
hospital-medical chairman. 
Plans were discussed for the ninth 


annual Underwriting Forum, scheduled 
for October 24-25 at Kentucky Hotel, 
Louisville, program for which is being 
arranged jointly by Edward J. Rogers, 
Security Mutual Life of Lincoln, Neb., 
and Mr. Carey whose committee will as- 
sume full responsibility for the second 
morning’s program. 


WHITEHEAD EXTENDS GREETING 

Toronto, May 10—Greetings from the 
Ontario Insurance Department were 
extended to the Conference at its open- 
ing session here this morning in King 
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Life Company 


—a pioneer in the field of complete 


Celebrates Its 65th Anniversary 


In 1890, a busy family doctor in York, Nebraska, decided 
to try a new prescription for an ages-old affliction. Dr. 
Albert O. Faulkner established Woodmen Accident Com- 
pany to help relieve people of the crippling financial in- 
juries that sickness and accident can bring. 


This year, the three companies that developed from Dr. 
Faulkner’s dream were united under one name—Woodmen 
Accident and Life Company. In the 65 years since its 
founding, Woodmen Accident and Life Company has 
grown in size, in service and in resources. 


Now operating in 26 states, Woodmen Accident and 
Life has issued more than 1,500,000 policies and has 
paid more than $38,000,000 in claims. The company’s 
assets exceed $16,500,000 and the surplus to policy- 
holders exceeds $3,750,000. 


With this 65-year-old record of 


and of fair claim settlements, Woodmen Accident and Life 
is a good company for insurance — a good company for 
a career. 
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Harry K. Hunt Praised for 


Job as Convention Chairman 
May 9—Harry K. Hunt, 
CLU, manager, group department, Im- 
perial Life of Canada, received well de- 
served recognition here today at the an- 
nual meeting of the Health & Accident 
Underwriters Conference for his job as 
convention chairman. This is the first 


Toronto, 





HARRY K. HUNT 


annual meeting to be held in Toronto 
since 1927 when W. T. Grant, then presi- 
dent of Business Men’s’ Assurance, 
brought the convention to this hospit- 
able city. Mr. Grant was Conference 
president that year. 

One of the social events arranged by 
Mr. Hunt and his committee was last 
evening’s reception at the Royal York 
Hotel, tendered to the Conference by 
the Canadian companies. 

Mr. Hunt, 38 years with Imperial Life, 
started as cashier of its Calgary branch. 
Six years later he became secretary of 
the company’s largest branch—Montreal 
downtown. In 1929 he left office work 
for the field and returned to the Calgary 
branch as manager. His success there 
led to his appointment in 1933 as mana- 
ger at Hamilton. Then, when Imperial 
Life decided to enter the Group life in- 
surance field Mr. Hunt was promoted 
to the home office post of Group field 
supervisor in 1938. He was further ad- 
vanced in 1947 to manager of the Group 
department, the post he now holds. 

Mr. Hunt earned his CLU designation 
in 1925, the first year in which such de- 
grees were conferred in Canada. He is 
a veteran Kiwanian, being past presi- 
dent of the Kiwanis Club in Toronto. 

Serving on his committee are E. C. 
Armstrong, Mutual Life of Canada; E. 


R. Brock, Great-West Life; Fred B. 
Clarke, Canada Life; Paul Guertin, 
Alliance Nationale; R. C. Knoblock, 


Washington National; C. F. Lee, Colum 
bian National Life; H. I. Mactavish. 
Crown Life; H. J. Orpen, Economical 
Mutual; Earl Putnam, Canada Health & 
Accident; Harry J. Seed, British Pa- 
cific; F. E. Smith, North American Life 
Assurance, and D. S. White, Dominion 
Life. 





SUNDAY MEETINGS HELD 
Toronto, May 8—In preparation for 
its 54th annual meeting here starting 
tomorrow several important committee 
meetings took place today at King Ed- 
ward Hotel, convention headquarters. 
The executive and advisory committees, 
Frank S. Vanderbrouk, Monarch Life, 
chairman, were in session. So were the 
group committee, George R. Jordan, Re- 
public National Life, chairman, and the 
Conference-LOMA office methods and 
procedures committee of which Gordon 
M. Grady, Monarch Life, is chairman. 
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Name 5 Committees to 
Form New A. & H. Assn. 


FAULKNER’ GIVES 


PERSONNEL 


Temporary Shetenent Bates, Finance; 
Bartels, Legal; Smith, Membership; 
Farley, Nominating; Scherr, Planning 
E. J. Faulkner, chairman of the Joint 

Committee on Health Insurance and 

president of Woodmen Accident & Life 

Co., has announced the appointment of 

five committees to assist in the organi- 

zation of the proposed new A. & H. 

trade association—The Health Insurance 

Council of America, Inc. 
The Joint Committee 

proved the report of its 

outlining the structure of 
lined trade association for 
sickness insurance. The task 
port was then referred to the seven 
associations represented on the Joint 

Committ ee. The Joint Committee also 

resolved itself into an organizing com- 

mittee to direct the implementation of 
the new association when it is approved 
by the constituent members of the Joint 

Committee. The following committees 

have been appointed to assist the Joint 

Committee in setting up the new trade 

association : 


last month ap- 
Task Force I, 
this stream- 
accident and 
force re- 


Finance committee—this committee 
would be responsible for preparation of 
a budget for the proposed organization 


and recommending a basis for dues and 


assessments. Members are: temporary 
chairman, W. L. Bates, vice president, 
Fidelity & ‘Casualty; James M. Craw- 
ford, vice president, Indemnity Hag ong 
Co. of North America; Richard C. Guest, 
vice president, Massachusetts Mutual 
Life; R. J. Wetterlund, chairman of the 
board, Washington National, and W. 
Franklyn White, underwriting executive, 


Mutuai Benefit Life. 
Legal committee—this committee would 
be responsible for making certain that 
the entire proposal for the new trade 
organization has been planned so as to 
meet all necessary legal requirements. 
Members are: temporary chairman, Mil- 
lard Bartels, vice president and general 


counsel, Travelers; Orville F. Grahame, 
vice president and general counsel, Mas 
sachusetts Protective Assn.; Paul Lay- 


mon, vice president and general counsel, 
Standard Accident; H. Harold rake te 
vice president and general counsel, Cali- 
fornia-Western States Life; and Chin. 
ence Peterson, vice president ‘and general 
counsel, Ohio State Life. 

Membership committee—this com 
mittee would have responsibility for 
reviewing applications for membership 


in the proposed association. Members 
are: temporary chairman, J. Henry 
Smith, vice president and associate ac- 
tuary, Equitable Life Assurance Society; 
J. E. Hellgren, third vice president, 
Lumbermens Mutual Casualty; B. 
Hvale, assistant secretary, Continental 


Casualty; E. A. McCord, president, IIli- 
nois Mutual Casualty; A. W. Perkins, 
vice president, Union Mutual Life; 
Travis T. Wallace, president, Great 

American Reserve, and W. deV. Wash- 
burn, president, American Health In- 
surance Corp. 

Nominating committee—this committee 
would be responsible for nominating 
candidates for election as officers, mem- 
bers of the board of directors, and mem- 
bers of the public relations committee. 
Members are: temporary chairman, Jar- 
vis Farley, secretary, treasurer and actu- 
ary, Massachusetts Indemnity; Berkeley 
Cox, general counsel, Aetna Life; John 
Joanis, secretary and general counsel, 
Hardware Mutual Casualty; H. Clay 
Evans Johnson, president, Interstate Life 
& Accident; Robert K. Metcalf, vice 
president, Connecticut General Life; H. 
Ladd Plumley, president, State Mutual 
Life, and James Powell, vice president, 
Provident Life & Accident. 

Planning committee—this committee 
would be responsible for recommending 
the committee organization for the new 
association so as to assure continuity of 
activity between the present organiza- 
tions and the new organization. Mem- 
bers are: temporary chairman, J. W. 
Scherr, Jr., executive vice president, 
Inter-Ocean Insurance Co.; Peter J. 
Burns, executive assistant, New York 
Life; R. F. Killion, third vice president, 
Metropolitan Life; J. Eugene Taylor, 
actuary, National Life & Accident, and 
H. V. Williams, vice president, Hartford 
Accident & Indemnity. 

Task Force I, which spent 
year in perfecting its report, was under 
the chairmanship of H. Lewis Rietz, 
executive vice president of Great South- 
ern Life. The drafting committee for the 
report was comprised of Wendell Milli- 
man, vice president, New York Life; 
Travis T. Wallace, president, Great 
American Reserve, and Graham Watts, 
assistant U. S. manager, Royal- Liver- 
pool Insurance Group. 

Other members of Task Force I were: 
R. Howard Dobbs, Jr., president, Life 
Insurance Co. of Georgia; J. C. Higdon, 
president, Business Men’s Assurance Co.; 
Robert L. Maclellan, president, Provi- 
dent Life & Accident; John Moyler, Jr., 
assistant vice president, Life Insurance 


nearly a 


Co. of Virginia; H. Ladd Plumley, presi- 
dent, State Mutual Life; James E. Pow- 
ell, vice president, Provident Life & 


FAULKNER SETS STAGE 





His Report on Work of Joint Committee 
on Health Ins. Prepares Conference 
Cos. to Act on New Trade Assn. 

Toronto, May 11—E. J. Faulkner, 
president, Woodmen Accident & Life, 
who is chairman of the Joint Committee 
on Health Insurance, is making a major 
report to executives of Conference mem- 





E. J. FAULKNER 


ber companies here this afternoon on the 
past year’s work of the Joint Committee 
and its task forces, and thereafter the 
Centerence membership will be called 
upon to takz definite action on Task 
Force No. 1’s recommendation for the 
formation of the proposed Health In- 
surance Council of America. 

Mr. Faulkner and other A. & H. lead- 
ers, both in the Conference and Bureau 
of A. & H. Underwriters, have done an 
outstanding job to date in setting the 
stage for this consolidated and stream- 
lined trade association which is expected 
to give unified leadership and increased 
strength to the A. & H. industry. The 
personnel of the subcommittees which 
Mr. Faulkner has just appointed to work 
out organizational details of the new 
association is given on this page. 





Accident, and J. Henry Smith, vice presi- 
dent and associate actuary, Equitable 
Life Assurance Society. 
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Ashbrook Says Revision on 
A.&H. Sales Book Complete; 


Toronto, May 11—Charles G. Ash. 
brook, president, North American Life 
Chicago, in reporting to the conventio, 
today on the past year’s progress of the 
Conference agency advisory Committee 
of which he is chairman, said that the 
revision of the Conference Publication, 
“Selling Accident & Health Insurance” 
has been completed and turned over t, 
the headquarters office. The work wa 
done by a subcommittee, headed by R 
D. Rogers, North American Life, 
whom Mr. Ashbrook expressed appre. 
ciation for a job well done. 

Explaining that this publication was 
originally printed in 1938 when E£] 
Faulkner, Woodmen Accident & Life 
president, was education committee 
chairman, Mr. Ashbrook indicated tha 
the current revision was really neces. 
sary. In the new edition A. & H. Selling 
fundamentals will be emphasized s0 a; 
to make the book of direct value to 
prospective and new agents. It was also 
decided that “Selling A. Insur- 
ance” should not be regarded as a pub- 
lication separate from the two other 
Conference books—‘*A. & H. Insurance 
Primer” or “Underwriting of A. & 1 
Insurance” which are now being revised 
by other Conference committees. Said 
Mr. Ashbrook: 

“Tt was felt that the work of our com- 
mittee should be coordinated with the 
work of the other two committees so 
that all three publications, upon revi- 
sion, would serve as the first step in 


the training process of the new A. & H. 
salesman.” 





S. F. Conrod Report 


(Continued from Page 51) 


be made a member of the conference 
blanks committee. 
Dubuar’s Proposals Not Favored 
Exhibit K—proposed by Charles C. 
Dubuar, chief actuary, New York Insur- 


ance Department. Of the important 
changes recommended in this exhibit 
Mr. Conrod spoke on Item 1 which 


would limit the due and unpaid pre- 
miums that can be taken credit for to 
premiums which are not beyond the 
grace period, and said: 

“This proposal is inconsistent not only 
with the generally accepted practice in 
casualty lines but also to some extent 

life insurance where a policy is fre- 
quently not officially terminated (ie, 
put through the policy exhibit as termi: 
nated) until one month after the expira- 
tion of the grace period. It would seem 
logical that A. & H. premiums should 
receive treatment comparable to casualty 
premiums. The LIAA-ALC blanks com- 
mittee advanced substantially the same 
viewpoint. 

“Mr. Dubuar was particularly con- 
cerned about industrial A. & H. policies 
where the grace period is seven days of 
else there is no grace period at all. 
could not see why premiums for this 
type of policy should be allowed as af 
asset when not overdue more than 
days. However, his proposal includes all 
types of coverage - is not restricted 
to industrial A. & H 

Another item in this exhibit called for 
a specific liability item for retroactive 
rate credits on group policies. Mr. Cor- 
rod said this was opposed. It was pointed 
out that Item 45c of Schedule H 7 
for this liability to be included with A 
& H. unearned premium reserve. “In 
countering our objection Mr. Dubuar 
contended that this has come to be at 
item of considerable size and that a spe 
cific liability for this item should be i 
cluded on page 3.” 
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Neal on Washington 


(Continued from Page 40) 


: aving taken place in the past 
events, a half, which should be fac- 
sally analyzed. The first two are regu- 
tory in nature, he declared. They 
were: (1) the Congressional studies and 
investigations of accident and health in- 
surance, including the inquiries into mail 
order insurance, credit insurance and 
union welfare funds; (2) the investiga- 
ion by the Federal Trade Commission 
into accident and health insurance ad- 
vertising, and (3) the introduction of the 
reinsurance Dill. 

Expect Citing of More Cos. by FTC 


Commeniing on the FTC investigation, 
Mr, Neal stated that 28 companies have 
heen charged with the use of false and 
misleading advertising to date and that 
“it js expected that more will be cited. 

“Of the complaints filed,” Mr. Neal 
explained, “two have been disposed of 
on the basis of consent decrees and 
since other cases will probably be termi- 
nated in like fashion, it might be well 
to note that a stipulation for a consent 
order is for settlement purposes only, 
and does not constitute an admission by 
the respondent that it had violated the 
law as alleged in the complaint. 

“It is a mechanism through which 
long and expensive litigation may be 
avoided upon agreement not to use ad- 
vertising containing the points on which 
the complaint was based. For purposes 
of the case in question only, the re- 
spondent must agree to the Commis- 
sion’s jurisdiction.” 


Advertising—A Sensitive Media 


Mr. Neal declared that advertising is 
a sensitive media to an industry founded 
on confidence and faith in future per- 
formance. “Hence, it is probable,” he 
said, “that no company would refuse to 
alter its advertising to remove areas of 
doubt concerning its accuracy, and so 
far as I am able to discern, all or most 
have. Consequently, it is the legal ques- 
tion of jurisdiction that becomes the 
al point of difference with the 


“Most of the companies cited have 
raised that issue by stating that they 
are regulated by state law and _ there- 
fore, under the McCarran Act, the Fed- 
eral Trade Commission has no jurisdic- 
tion over them. If the companies prevail 
in this opinion that the Federal Trade 
Commission does not have jurisdiction 
because advertising is regulated by state 
law within the meaning of the McCarran 
Act, it could result in a Congressional 
review of Public Law 15. 


Position of FTC on Jurisdiction 


“In substance the position of the Fed- 
eral Trade Commission is that it has 
Jurisdiction over any company which’ is 
not licensed in all states in which it 
does advertising and that those states 
have adequate statutes to regulate that 
advertising. If the Government. view- 
Point prevails, the companies will be in 
no better position than they are now so 
tar as knowing the bounds within which 
to conduct advertising programs, and 
no progress will have been made during 
the time required to dispose of the liti- 
gation, 

“This gives rise to the question of 
whether it would not be wise to con- 
sider the entire subject from the public 
relations aspect rather than as a point 
of law,” he continued. 

In support of this conclusion some 
are of the opinion that a review of Pub- 
lic Law 15 should be avoided at this 
time and that cooperative procedures 
should be sought; that an application for 
a trade practice conference should be 
fled with the Federal Trade Commis- 
‘ton to establish rules within which to 
conduct advertising programs. 

Opponents of this procedure have ex- 
ane themselves as being fearful that 
it would be the entering wedge of Fed- 
eral supervision. The State Insurance 


Commissioners have not taken an official 
position on the matter. : 

“Thomas R. Pansing, Commissioner of 
Nebraska, has suggested in a well rea- 
soned letter to the Federal Trade Com- 
mission, the Insurance Commissioners, 
and the company trade associations, that 
a three-party conference be held, aimed 
at disposing of the immediate advertis- 
ing problem and that the legal problem 
of jurisdiction be left to ultimate judicial 
interpretation. The executive committee 
of the Conference and the governing 
committee of the Bureau have recom- 
mended to the Joint Committee on 
Health Insurance that it explore the pos- 
sibilities of such a meeting.” 


Federal Reinsurance Bill 


As to the Federal reinsurance bill, Mr. 
Neal stated that the present bill, intro- 
duced in Congress this year, is designed 
to eliminate some of the criticism leveled 
at its predecessor. “It may be said that 
basically the bill is substantially the 
same as it was last year, but this time 
with more definition,” he declared. 

“The ends sought by the Administra- 
tion in introducing the reinsurance bill 
are laudable as they were a year ago. 
Confidence is expressed in the ability of 
private enterprise to carry on the neces- 
sary experiments to carry out these 
ends. The question, however, is whether 
the ends sought can be obtained through 
these means. On this there is a division 
of opinion. Those who are against the 
bill do not find it easy to oppose an 
Administration dedicated to the utiliza- 
tion of private enterprise. 

“The complexities of the situation, 
coupled with the fact that the opposi- 
tion party has control of Congress, make 
it impossible to predict at this time the 
probable outcome of this part of the 
Administration’s program,” declared the 
speaker. 

Areas of Relationship 


In his concluding remarks Mr. Neal 
advised that an industry which has 
grown to the size of the A. & H. indus- 
try and which exercises an influence on 
the economy as it does will continue to 
have vital areas of relationships with 
the Federal Government. “As further 
use is made of private enterprise in 
reorienting many programs now han- 
dled by the Federal Government, and 
there is every reason to assume that 
this will be done in accordance with 


present Administration policies, contact 
between the two will be increased,” he 
said. 

“All things that need to be done can- 
Congress is 


not be done immediately. 


W. J. HUGGAN ON EDUCATION 





Reports to Conference That 52 Co. Em- 
ployes Merited Proficiency Awards 
in Institute Examination 
Toronto, May 11—A total of 52 em- 
ployes of member conference companies 
out of 57 who sat for the H. & A. In- 
stitute course examination, passed with a 
grade of 70 or better and have received 
a certificate of proficiency. This good 
news was given to the annual meeting 
here today by W. J. Huggan, comp- 
troller, Progressive Life of Trenton, who 
reported as chairman of the education 

committee. 

An innovation of the past year, he 
explained, is to send a letter of con- 
gratulation to each student receiving 
the certificate, suggesting at the same 
time that they continue their studies to 
obtain the higher award of fellowship. 
Roy MacDonald of the Conference 
staff is the only person to date who 
has been granted the fellowship and it 
was for his outstanding contribution on 
the published subject, “Substandard Un- 
derwriting.” 

Mr. Huggan was glad to report that as 
a result of the congratulatory letters 
a “significant number” of students desire 
to continue their studies and have in- 
quired as to what the Conference would 
consider suitable material as a_ thesis 
for the feilowship award. It was decided 
that names of the students receiving the 
certificates of proficiency would be pub- 


Hotz on A. & H. Sales 


(Continued from Page 48) 





25,000 claims in two years is the tip-off 
on the importance of claims. 

“As against seven claims per 1,000 
policies in life insurance, sickness and 
accident claims reached a total of 300 
per 1,000. The recipient of a claim check 
smiles, pats himself on the back and 
says, ‘I was smart to buy this protection’ 
The salesman who sold him the policy, 
and took part in tapping the potential, 
enjoys the greatest feeling of job satis- 
faction he has ever known.” 





aware of this. Objectivity on the part 
of the states and the industry will re- 
ceive understanding, but it must not be 
or appear to be that only ‘mere attempts’ 
at regulation—to use the language of 
the Senate judiciary subcommittee—are 
being made. Within the framework of 
these facts, our future efforts may well 
be directed toward the enhancement of 
the industry and toward successful rela- 
tionships with Government.” 
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lished each year in the annual education 
committee report. : 
The Conference “Primer” and_ its 
booklet on “Underwriting,” revision of 
which has been directed by education 
committee subcommittees, are now about 
ready to go to press along with the 
A. & H. selling publication. Mr. Huggan 
said all three booklets should be avail- 
able by fall for interested parties. 
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J. A. Navarre Address 


(Continued from Page 50) 


moment of passion. The process is one 
of laborious striving toward the goal of 
perfection. In that respect the challenge 
of the accident and health insurance 
business is like the challenge of all in- 
dividuals and moral institutions. Meas- 
ured in terms of progress toward that 
goal, in the light of the kind of objectives 
set for it, the business has made a credi- 
table record of performance.” 


Susceptible to Misunderstanding, 
Criticism 

Because of its area of exposure the 
\.& H. business, in Mr. Navarre’s opin- 
ion, is particularly susceptible to mius- 
understanding and criticism. “No other 
kind of insurance is called upon to do 
as many things as often as hospitaliza- 
tion and medical insurance,” he _ ex- 
claimed. “No other kind of insurance 
serves so many individuals in so many 
ways. ... The public can buy the kind 
and extent of coverage it wants. The 
cost, in this fiercely competitive field, is 
commensurate with the extent of the 
benefits provided.” 


‘ 


Outlines Basic Considerations 

The speaker then outlined some basic 
considerations which, he said, properly 
evaluated, “may aid in determining 
whether or not the business is truly 
great; whether or not the criticisms 
individually or taken together make a 
pattern of iniquitous design; whether 
or not the business, despite its youth, 
performs its functions creditably; 
whether or not, all things considered, 
its conduct and behavior are such as to 
be in the public interest. 

“In the first place,” he explained, “poli- 
cvholders who write to companies, In- 
surance Departments, or to the Federal 
Trade Commission are usually induced to 
do so because of an individual problem 
in relation to their policy which directly 
affects them. They write because they 
do not understand or are dissatisfied with 
some phase of the policy or the com- 
pany’s treatment of their problem. In 
reflecting upon this fact, it should be 
remembered that insurance is different 
from most commodities purchased in the 
market place. The public is accustomed 
to appraising the goods they buy through 
the use of the senses or by the employ- 
ment of personal skills and talents of 
perception upon which they are willing 
to rely. 

“The insurance commodity is a legal 
contract. It undertakes to pay specified 
sums of money (or services in the case 
of Blue Cross-Blue Shield) upon the 
happening of a specified event or events. 
The purchaser buys on faith, relying 
upon the integrity of the insurer. The 
nature of the undertaking is such that 
the promises are couched in legal termi- 
nology. The practice of adhering to tech- 
nical terms is dictated by the con- 
venience and necessity of gearing lan- 
guage and definitions to statutes and 
case law as interpreted by the courts. 
To the ordinary insured, the contract is 
so much legal ‘gobbledygook.’ The prob- 
lems arising out of the contract because 
of its legalistic form call for patient, 
understanding treatment. They are in- 
herent in the undertaking. 

“Insurance promises misunderstood or 
unfulfilled present a serious problem 
of public relations. The trouble is that 
the test of performance of an insur- 
ance contract is usually made in times 
of need or disaster and frequently in an 
atmosphere of tragedy. 

“Simplification of language and liber- 
alization of coverage is a goal to be 
attained. The all-industry committee of 
the business and the NAIC, through its 
subcommittee on accident and health in- 
surance, under the able chairmanship of 
Commissioner Wade Martin of Louisi- 
ana, have made significant strides in the 
study of areas of misunderstanding and 
dissatisfaction. 

Areas of Misunderstanding, 
Dissatisfaction 


“These areas of misunderstanding and 


dissatisfaction on the basis of the ex- 
perience in the Michigan Insurance De- 
partment, fall in five general categories: 
(1) delayed settlement; (2) claim denied; 
(3) unsatisfactory settlement; (4) re- 
fund of premiums, and (5) coverage can- 
celled.” 

Revealing the results of his Depart- 
ment’s survey into A. & H. complaints 
received in these categories, Mr. Navarre 
noted: “It is significant that 208 of 990 
complaints received or 21% were because 
of ‘delayed settlements. The automo- 
bile insurance business record on that 
score was 248 of 706 complaints, or 
approximately 35%. Of the 44 complaints 
against life insurance 25% were because 
of delayed settlement. From the files 
and the records of all companies it does 
not appear that ‘delay’ in making set- 
tlements is employed deliberately as a 
device and as a part of a dishonest policy 
to avoid payment of just claims. i 
Continuing he said: 

“The categories ‘refund of premium’ 
and ‘coverage cancelled’ are related to 
the underwriting practices and policies of 
the various insurers. Of 990 complaints 
involving accident and health insurance 
154 or approximately 15.5% were for ‘re- 
fund of premium’; 74 or 7.5% were for 
‘cancellation of coverage.’ This record 


too varies by companies. Those writing 
individual, as distinguished from group 
contracts, have more complaints in this 
area because of the problems inherent 
in underwriting individual as distin- 
guished from group policies. 

“On the basis of our review of the 
files, the percentage of ‘refund of pre- 
mium’ and ‘coverage cancelled,’ company 
by company, case by case, does not in- 
dicate an industry-wide pattern or policy 
unreasonable or unconscionable in terms 
of the public interest. This area, how- 
ever, is one in which the industry would 
profit froma more clearly defined set 
of standards and policies established and 
adhered to on an industry-wide basis.” 

Mr. Navarre then said that the largest 
percentage of complaints falls in the 
category of “claim denied.” For A. & H. 
insurance 43.2% of the complaints to his 
Department were in that category. That 
is 428 out of 990 complaints. The “un- 
satisfactory settlement” category ran 
15.6% or 154 out of 990 complaints. 


A. & H. Industry Not Peck’s Bad Boy 


The speaker expressed regret that the 
FTC’s investigation and filing of com- 
plaint charges against certain A. & H. 
companies in connection with their ad- 
vertising has tended to create the popu- 
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even though they may not all pe 2 
lated in the same fashion nor to the a 
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Not Entirely Free Fron Fault 


Mr. Navarre made it clear that he ji 
not think the A, & H. busin«ss has bem 
entirely free from fault. He saw room 


for considerable improveme! from tn. 
derwriting practices and prc: ‘uction pro. 
cedures to policy provision, to claims 
practices and rate structures. He then 


declared: 

“The FTC’s citations will »robably be 
remembered as the force whi ch brough; 
unity of purpose and action ‘o the acti 
dent and health insurance business, Wh, 
is more, the business of insurance as *. 
institution has been given pause jp, 
reflection by those same citations, 1; 
paraphrase a biblical quotation, the jp. 
surance business is beginning to rey. 
ize that ‘what is done to the least ¢j 
my brethren is done unto me,’ 

“It is well that it should be so, Th 
business knows that serious harm hy 
been done the business of insurance }y 
the citations of the Federal Trade Com. 
mission, The A. & H. carriers cited wer 
not the only insurance companies: 
suffer. One of the lessons learned, among 
several others, from the conduct of the 
Federal Trade Commission, was that ; 
little knowledge is a dangerous thing: 
that the power of the Federal Govern. 
ment thorugh its agencies can be 3 
devastatingly ruinous as it can be benes. 
cent; that an agency of government act. 
ing in good faith can be as harmful to 
the integrity and the business of insur. 
ance because of a lack of knowledge of 
the probable consequences of its cov- 
duct, as if it acted deliberately with 
disregard of the consequences of its 
irresponsible behavior. 


Significance of FTC Episode 


_ “The FTC episode, which at this point 
is really only just begun, will bring into 
focus the true character of the busines 
of all insurance as well as that of the 
A.&H. business. It will, I am sure, 
stress the necessity for administration 
of the laws regulating insurance at the 
state level. The billions of dollars paid 
annually in premiums, and the social 
and economic benefits and security they 
represent, to say nothing of the inter- 
related financial structures supported by 
insurance, cannot be permitted to de- 
pend for their safety upon a single gov- 
ernmental agency’s right to raise aca 
demic issues. 

“It is curious but interesting that the 
public reaction to the publicity given its 
citations when they were released last 
fall were completely different from what 
the FTC expected. The public read int 
its action anything and everything ex- 
cept the issue, judging from the written 
and telephone inquiries and conferences 
we had which were directly traceable 
to FTC releases to the newspapers and 
their handling of the story. 

“It must have come as something of 4 
shock to the Federal Trade Commis 
sion to be so completely and_ utterly 
misunderstood in the light of the ‘clear 
unmistakable language’ of the official re 
lease. It must have been a bit discon- 
certing too, after having admittedly not 
made a study or analysis of the com- 
plaints on file and to have proceeded to 
cite insurance companies on the alleged 
academic disparity between the language 
of advertising pieces and the contracts, 
to realize that the ‘public’ thought the 
Federal Trade Commission meant the! 
the companies were insolvent, that the 
contracts were no good, and _ that they 
might just as well let their policies laps; 
as they literally did by the hundreds 
thousands,” 
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Toronto, May 10—William F. Lougheed, 
jstinguished economist of the Canadian 
Rank of Commerce, as_ the luncheon 
speaker here today of the Health & Ac- 
sent Conference, pictured Canada as 
vow being itt the midst of a boom period 
sjerowth and change. People are happy, 
oss national production has jumped 
om $11.9 billion in 1945 to $23.9 billion 
last year—an unparalleled increase—and 
population which, he said, has had much 
«do with cur expansion” has risen from 
11 million in 1939 to an estimated 16 
milion at the end of 1954. _ : 
The speaker said that capital expendi- 
wre should be viewed as “a dynamic 
force in our Tecent economic expansion 
in Canada.” He explained that during 
the war years it had been necessary to 
build and to expand many industrial 
plants and, in some cases, to create new 
industries in order to meet military and 
domestic requirements. “This in terms 
of our pre-war situation required large 
amounts of capital,” he said. 


Capital Investment at Highest Level 


However, the post-war developments 
have necessitated and attracted an even 
higher level of capital formation. “Since 
1945,” Mr. Lougheed said, “the trend has 
been of a size and magnitude over- 
shadowing any other period in Canadian 
development—about $4.2 billion per year 
averaged over the past decade. This is 
about 22% on an average of our gross 
national production.” 

The speaker brought out that recent 
capital investment has been directed into 
industrial expansion, resource . develop- 
ment, and to an increasing extent into 
housing. “The benefits of this policy to 
the maintenance and expansion of our 
productive capacity are obvious. Fur- 
thermore, capital investment has a stimu- 
lating multiplier effect which, in turn, 
has a favourable effect on employment. 
But the size of our domestic market is, 
relatively speaking, not large, and we 
are encountering competitive uncertain- 
ties in the foreign markeg; hence it may 
be that the degree of dependence that 
we presently are placing on capital for 
expansion and employment’may require 
review in certain fields, and a change of 
emphasis may be nécessary.” 

The speaker brought a chuckle when 
he told about the observation recently 
made to him by a Visiting Frenchman. 
He said that Canada seemed to be an 
“extension telephone of the United 
States.” Said Mr. Lougheed: “Although 
I tried, IT am not sure at all that I 
changed his view before he left me.” 

The speaker then remarked that Can- 
ada has had three major periods of capi- 
tal formation since the turn of the cen- 
tury. “The first was predominantly 
financed by British capital; the second 
by predominantly American capital, and 
the third—during this past decade— 
financed by capital in the main from 
within our own borders. 

“This year capital investment inten- 
tions estimated a few weeks ago are 
approximately $5.8 billion. Of this aggre- 
gate figure it is assumed that there will 
be about $300 to $350 millions of new 
American, United Kingdom and foreign 
capital invested.” 


Resource Development 


Mr. Lougheed next pointed to resource 
development as another significant fac- 
‘or in Canada’s growth. It began with 
the discovery of oil in 1947 in western 
Canada which has been followed by dis- 
coveries of iron ore, titanium, uranium 
and many other base metals. He felt 
that these activities have led to a diversi- 
fication in the country’s economy and 
as served to cushion the readjustments 
that have been taking place both na- 
tionally and internationally. 

Stating that he is convinced that Can- 


Economist Sees Canada in Midst of 
Boom Period of Growth and Change 


ada’s development. in this respect up. to 
now could have been financed within the 
ccuntry, he acknowledged appreciatively 
the interest of American. investors. and 
American know-how... “Moreoyer,” . he 
said, “American dollar: investment at this 
time further improved. our. balance of 
payments = position and. our reserve 
position.” 

Before closing the speaker: spoke of 
Canada’s foreign trade factor as one of 
the more important: factors: in its. cur- 
rently high level of business. activity. 
Citing its objectives in the international 
econonric field, particularly since . the 
war, he pointed to “the widest scope 
possible for exports and imports and a 
minimum of both monetary and adminis- 
trative (or legislative) restriction.” 

Mr. Lougheed was glad: to note that 
his country’s resource development. has 
served to encourage the investment of 
American capital in Canada, and he said: 
“At this particular period we find any 
deficits in our trade being at least bal- 
anced by capital inflows of U. S. dollars 
which, in turn, have served to keep the 
Canadian dollar at premium vis a vis the 
VU. S. dollar.” 





Jordan on Group Market 


(Continued from Page 50) 


as doctors’ calls, diagnostic and x-ray, 
out-patient hospital care, special disease 
and polio, have now become more or 
less standard coverage. A special rider 
for cancer is entering the picture, but 
few companies up to now have offeréd 
this as a special coverage in the group 
field.” 

Referring to controls which have been 
helpful the speaker said: “The require- 
ment of past experiences on take-over 
cases before making any commitments 


has caused many. group underwriters to 
revise their proposals. We have. also 
found that predominantly older ages in 
a group materially affect the frequency 
as well as the time for recovery. 

“Probably the most effective measure 
for control has been the coinsurance 
feature. By adding a $25 or $35 deducti- 
ble clause, many bad cases have im- 
proved to a satisfactory loss ratio with- 
out raising the premium. This feature 
is not always acceptable, but is the an- 
swer to many cases. I think its popu- 
larity will increase because the theory 
is sound, and it is an educational prob- 
lem.” 


Forecast of the Future 


Looking ahead Mr. Jordan sees many 
things that will materially change Group 
A. & H. practices. Noting that in the 
past 25 vears competition has stimulated 
the growth of hospital and surgical in- 
surance, he said that benefits have been 
regularly increased; that policies have 
been liberalized by elimination of some 
exclusions, and that dependents’ cover- 
age has been added and age brackets 
extended. “Private competition has been 
the chief reason for this progress,” he 
declared. 

He then spoke of . experiments. now 
being ‘condueted “by various companies 
“which are establishing: new approaches 
to welfare plans.” Also, the industry is 
faced with House Bill No. 3458, intro- 
duced in Congress February 2, 1955, 
which provides for an agency of the 
Federal Government to reinsure’ health 
services prepayment plans. 

The speaker also declared that the 
problem of covering retired employes ‘is 
increasingly coming into’ the picture. 
Continuing he said: 

“Statistics show. that within a few 
years over 50% of our population will 
not ‘be working, due to the number over 
age and children not having reached 
maturity. 

“The average hospital claim costs for 
retired’ employes over 65, under an in- 
sured. plan may be two or three times as 
great as for the other employe groups. 
One: of the big problems: is’ financing 
this cost.. Different methods have been 


used. The employer must. weigh care- 
fully how this can be achieved in. the 
most effective manner with the assis- 
tance of the insurance carrier. 

“The lack of coverage in the rural 
areas today is receiving national atten- 
tion. These problems and many more 
face our industry. However, during the 
past 10 years the growth has been so 
phenomenal that you cannot charge the 
carriers with lack of effort and know- 
how to meet the insurance needs for 
most of our people. 

“But it is not possible to provide in- 
surance for all of our people with rates 
within the reach of all of them. Some 
have impairments which make them un- 
insurable and others have no means 
with which to pay premiums.” 


Major Medical Expense 


As to major medical expense cover- 
age, the speaker said that this type of 
protection, now being offered by some 
75 companies, offers great possibilities 
for the future. He sees employers be- 
coming more and more interested in it, 
especially for top bracket employes. Fur- 
thermore, some larger corporations which 
had it available for only top employes 
a short time ago are now changing their 
plans to provide it on some basis for 
all employes, regardless of their job 
classification. “More and more it is be- 
ing offered to union groups,” said Mr. 
Jordan, “and indications are that it is 
to become one of our most popular 
A. & H. lines.” 

In closing he posed the question: 
“Who is to profit from our future opera- 
tions in the group field—the policyholder 
or the company?” He gave this answer: 
“The definite answer is both, as they 
have in the past. This will be achieved 
by cooperation. between management and 
the insurance industry, working together 
to create a better understanding by the 
insured employes. The employer. is’ en- 
titled’ to know what he gets for the 
wages he pays outside the pay envelope; 
as a good group insurance plan’ isa 
major investment for him. Likewise, the 
employe must be properly informed 
about the program in order to appraise 
its real value to him.” 
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All American Casualty Breaks Ground 
For New Home Office In Park Ridge 





All American Casualty officials and local dignitaries at Ground Breaking Ceremony; 
President Ballard (center) with spade 


Construction is now under way on All 
American Casualty’s new $500,000 home 
office building to be located in Park 
Ridge, Ill., and with occupancy expected 
in November, 1955. Because of its rapid 
progress since organization in 1950, and 
particularly in the last three years, the 
company has outgrown its present offices 
at 53 West Jackson Blvd. in Chicago. 

Ground breaking ceremonies for the 
new home office were held recently in 
Park Ridge with E. E. Ballard, president 
of the company, officiating. He brought 
out that the new three-story, brick build- 
ing of Georgian Colonial architecture 
will be completely air-conditioned. A 
total of 8,000 square feet of floor space 
will be occupied on each floor. 

All American Casualty will use the 
ground floor and first floor upon moving 
into the building. Present plans are that 
the second floor will be leased to other 
tenants with the prospect that in the 
future the entire building will be occu- 
pied by the owner. 

Features.of the Building 

The executive offices and the reception 
room will have wood paneled walls and 
carpeted floors. Interior finish of the 
general offices will be asphalt tile floors, 
acoustical tile ceilings and plastered 
walls. 

Of fireproof construction, the building 


will have load bearing exterior masonry 
walls faced with a full range colonial 
brick. Interior supports will be fire- 
proofed steel columns. Floor construc- 
tion will be of steel joists topped with 
a reinforced concrete slab. 

The architect, W. F. McCaughey and 
Associates, of Park Ridge, have made 
provisions for a future kitchen, an em- 
ployes’ dining room and an elevator to 
service all floors. 

In the past three years All American 
Casualty has shown exceptional growth 
for a new company in the A. & H. and 
hospitalization field, reporting a premium 
income gain of 635%. Its capital as of 
last December 31 was $2,000,000; surplus 
of $2,250,000, and special surplus funds 
of $239,411. It possesses assets of $9.31 
for each $1 of liabilities. As recently 
announced the company is making plans 
to enter the life insurance field. 

Attending the ground breaking cere- 
monies besides President Ballard were 
Dale C. Long, G. T. Delehunty and J. B. 
Mosher, All American vice presidents; 
“A. J Schmidt, secretary; J. N. Metro- 
pulos, zone manager and J. H. Deming, 
general counsel. Others present included 
Fred Haach, Jr., Mayor of Park Ridge; 
A. W. Johnson, president of the local 
C. of C.; Willis F. Jones, chief of police; 
W. J. McCaughey and E. V. Erickson, 
architects, and L. Slezak, contractor. 





Pacific Mutual Life Has 
Major Hosp. Expense Plan 


A new hospital expense plan has been 
introduced to its field organization by 
Pacific Mutual Life Insurance Co. Ac- 
cording to Oscar Swenson, actuary, the 
coverage is designed to relieve the ex- 


pense burden of extensive hospitaliza- 
tion. . 
Aptly designated, “Major Hospital 


Expense Plan,” the new policy will pay 
75% of hospital expenses covered in the 
contract, in excess of a deductible sum 
of $100 or $300, as selected and up to a 
total of $5,000 for any one sickness or 
accident. The expenses covered include, 
hospital room and board and miscellane- 
ous services, ambulance charges, and pri- 
vate nurse expense incurred while hos- 
pitalized. 

Designed primarily for family protec- 
tion, Pacific Mutual’s plan also will be 
available to adult individuals. 

‘Faced with the fact that only 17% 
of last year’s medical bills for U. S. 


‘ 


families were covered by health insuf- 
ance,” Mr. Swenson said, “the major hos- 
pital expense plan will provide a natural 
supplement for existing group or indi- 
vidual basic health insurance.” 


Extend Physical Damage 
(Continued from Page 33) 


classification of outboard motor boats 
exceeding 10 horsepower has_ been 
amended by making it apply to those 
exceeding 25 horsepower. Because this 
classification as revised will apply only 
to boats over 25 horsepower, which are 
usually of the speedboat type, the rate 
has been revised upward from $10 to $25. 
When this classification was established 
outboard motors rarely exceeded 25 
horsepower but today the number of 
such boats is considerable. 

Rating procedure for animal collision 
coverage in connection with farmer’s 
comprehensive personal liability insur- 
ance has been amended. Formerly, this 
coverage was available under the policy 
at a flat rate of $1 per policy regardless 
of the size of the risk and the number 
of animals owned by the insured. To 
establish rates for this coverage on a 
more realistic basis, the rating proce- 
dure has been revised so that premium 
charges vary with the number of animals 
owned by the insured. Under the revi- 
sion, the charge applicable for animal 
collision coverage is $5 for 1 to 25 ani- 





North Carolina Bill 


(Continued from Page 37) 


draw certain forms from the state, or to 
not release for use in the state certain 
forms which are being introduced else- 
where, and also any changes which have 
been made nationwide as a result of the 


influence of this statute.” 

It is pointed out that “the accumula- 
tion of this information is important for 
an appeal to the North Carolina Legis- 
lature to reconsider the statute if a 
documentary case can be built by show- 
ing: that it is costing North Carolinians 
more money; or has resulted in their 
receiving significantly fewer benefits per 
premium dollar than policyholders else- 
where; or has resulted in the withdrawal 
or withholding of certain forms from 
the state; or if it can be shown that 
fewer people are being insured than 
either were insured in 1955 or than could 
have been expected to be insured as of 
some future date on a reasonable pro- 
jection of past growth in North Carolina 
as distinguished from actual growth. 
This information is also valuable be- 
cause other legislatures will no doubt 
consider emulating the North Carolina 


example.” 
As of this writing House Bill 96 had 
not yet been formally ratified. Such 


ratification is a pure formality in North 
Carolina however where the Governor 
has no veto authority. It consists merely 
of the attestation by the presiding offi- 
cer of each House that the engrossed 
bill is truly the statute as passed by the 
Legislature. 


Pass Senate Bill 351 


Also passed at the same time as House 
Bill 96 was Senate Bill 351, an omnibus 
proposal which will create a great deal 
of administrative inconvenience to insur- 
ers although unlike House Bill 96 it does 
not constitute an attack on any basic 
insurance concepts. 

Senate Bill 351 requires the bonding 
of agents, written applications for all 
A. & H. insurance policies, the disclosure 
of major exceptions and limitations in 
the advertising of policies, accords a ten- 
day inspection period to the policyholder 
on all hospitalization policies and enacts 
an extremely severe penalty section ap- 
plicable to all types of carriers and all 
lines of insurance. 

The House-Senate Conference Com- 
mittee also made some changes in Senate 
Bill 351. The final version is not yet 
available but will be distributed by the 
Bureau of Accident & Health Under- 
writers in the near future. 

House Bill 96 passed the North Caro- 
lina Senate on April 13 by a margin of 
roughly two to one after having been 
previously passed unanimously in the 
House. Between April 13 and May 2 the 
House and Senate conferees were dead- 
locked but this was broken by the ac- 
tion April 5. 

The Bureau of Accident & Health Un- 
derwriters and the Health & Accident 
Underwriters Conference were jointly 
represented throughout the 1955 Legis- 
lative session in Raleigh by the Raleigh 
firm of Arendell & Green, attorneys. 





DETROITERS TO HEAR BALLARD 

E. E. Ballard, president of All Ameri- 
can Casualty, Chicago, will be the guest 
speaker May 19 of the Detroit Asso- 
ciation of Accident & Health Under- 
writers, Inc. This day has been set aside 
as past presidents’ day by the Detroit 
association. 





CONSIDER A. & H. GROUP PLAN 
At a meeting of the executive com- 
mittee of the Accident & Health Club 
of New York recently, there was a 
discussion on the feasibility of making 
an Association Group & H. plan 
available to club members. : 





mals and $10 for 26 to 100 animals. For 
over 100 animals the coverage is (a) 
rated. 


American Health Agents 


(Continued from Page 37) 


Changing Times,” and emphasized how 
American Health is prepared to on 
the changing situation. He said tha 
the “front money” companies and 0 
operators are slowly but surely driftin 
into the background and that the a 
system is beginning to assert itself more 
positively. 

Later the agents went into round table 
discussion groups, four in all, at which 
the general topic was “How Can I Bes 
Capitalize on the American Health Way 
of Doing Business?” This ended the 
business session for the first day. 

Featured speaker that evening was 
Robert Osler, vice president of Rough 
Notes Co. who talked on the importance 
of A. & H. insurance. It set the stage 
for the Wednesday meeting which was 
to deal almost exclusively with A. & 
policies and promotion. ‘ 

The second morning two breakfast ses. 
sions were conducted on “The Market for 
A.& H.” and “Underwriting A.&H” 
Mr. Washburn was holding a meeting at 
the same time for the ladies present 
which was one of the convention high- 
lights. His subject was: “Facts of Life 
About Your Husband’s Business.” 

The entire group, including the agents 
and wives, then met in a general meeting 
to hear Mr. Washburn tell about Ameri. 
can Health’s plans for the future. He 
emphasized the company’s desire for coy. 
erage at reasonable cost, free from ex- 
clusions and confining restrictions. C. | 
Warneke, assistant secretary of the com- 
pany, then introduced a new sales tool, 
“A Roof Over Your Head Now,” which 
emphasizes the need of A.& H. “We 
want our agents to get away from sell. 
ing insurance or selling a policy—we 
want them to create a need in the 
prospect’s mind,” he said. The balance 
of the meeting was taken up with smaller 
discussion groups and the fixing of 
quotas and making plans for the bal- 
ance of 1955. 

At the annual banquet the All Amer- 
ican Advisory Board of 1955 feted the 
company, their fellow agents and the 
ladies. The “Proven Performance Club,’ 
which was also announced that evening, 
is the first agency club to be organized 
by American Health. Twenty-five of its 
best agents are charter members of the 
club. Its qualifications include “at least 
two years of service with the company, 
unquestioned loyalty, service to policy: 
holders, quality of business, production 
and other qualifications.” The members 
were awarded gold pins and certificates 
Signifying their adoption into the club. 


Hugh D. Combs Address 


(Continued from Page 33) 





existing between the industry and the 
public rested in the conceptions, of 
rather misconceptions, that many people 
held about the functions and operations 
of insurance. 

“The most effective means of narrow- 
ing this gap and perhaps eliminating !! 
lies in direct person-to-person contact 
and persuasion,” Mr. Queen said. “ln- 
surance—and particularly agency insur 
ance—which has one of the finest stories 
of service to tell to the public has been 
altogether too laggard in telling it fully, 
forcefully, dramatically.” The speakers 
bureau, he said, has been designed spe 
cifically to do this job. E 

Mr. Queen noted the enthusiastic sup: 
port which the speakers bureau has te 
ceived both from companies and agents 
from the first days of its inception ané 
called for even greater and more St 
tained support in the future to make 
it “the first port of call” for all organ 
zations desiring speakers for meeting 

The Insurance Speakers Bureatl 
formed earlier this year under the jot! 
sponsorship of the Association of Cas 
alty & Surety Companies and the Net 
York State Association of Insuranct 
Agents, Inc.,. will have .a membership . 
114. volunteer speakers, drawn in almo* 
eqiial number from insurance compat 
executives and local agents and cover 
ing every major area of the state. 
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ASSETS 








Cash $ 6,504,482.72 
Mortgage Loans on Real Estate 965,857.92 
*Bonds and Stocks. 147 ,618,784.78 
Interest due and accrued 171,504.67 
Agents and Departmental 

Balances 3,799,979.91 
Real Estate 3,213,500.00 
Equity in Marine and Foreign 

Insurance Pools 9,022,449.11 
All other Assets. 1,455,742.29 





Total admitted assets__$172,752,301.40 





LIABILITIES 


Reserve for Losses. __$ 18,869,733.29 


Reserve for Loss Expenses____——: 1,641,500.00 
Reserve for Unearned Premiums 54,939,364.59 
Reserve for Taxes and Expenses 2,459,097.50 
Funds held under Reinsurance 
ONE So, FR TARS 
All other Liabilities_ 1,104,179.18 
Capital —____._—sq«wW0,000,000.00 
Net Surplus _.. -75,901,686.76 
sone 182752 AO 


SURPLUS TO POLICYHOLDERS $85,901,686.76 


Securities carried at $3,290,509.33 in the above statement are deposited as required by law. 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
DECEMBER 31, 1954 








ASSETS 

Cash $ 598,124.35 
Mortgage Loans on Real Estate 1,841.96 
*Bonds and Stocks_— 13,083,787.60 
Interest due and accrued 34,661.45 
Agents and Departmental 

Balances 935,891.86 
Real Estate 160,000.00 
All other Assets. 400,669.59 


Total admitted assets___$15,214,976.81 








LIABILITIES 
Reserve for Losses _________ $__ 1,971,464.67 
Reserve for Loss Expenses__ 171,500.00 
Reserve for Unearned Premiums 6,113,108.65 
Reserve for Taxes and Expenses 284,672.50 
All other Liabilities_——___—_ 26,299.08 
Capital = =—~~---_1,000,000.00 
Net Surplus —____ 5,647,931.91 
Total $15,214,976.81 


SURPLUS TO POLICYHOLDERS $6,647,931.91 
Securities carried at $795,921,11 in the above statement are deposited as required by law. 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1954 











ASSETS 

Cash $ 704,674.28 
Mortgage Loans on Real Estate 349,567.43 
*Bonds and Stocks __.-- 36, 221,447.38 
Interest due and accrued 66,711.94 
Agents and Departmental 

Balances 2,824,359.57 
All other Assets. 206,228.78 


Total admitted Assets__$40,372,989.38 


SURPLUS TO POLICYHOLDERS $18,121,239.08 
Securities carried at $2,754,310.37 in the above stat t are d 





LIABILITIES 
Reserve for Losses $ 5,351,118.39 
Reserve for Loss Expenses __ 465,500.00 
Reserve for Unearned Premiums 15,579,819.80 
Reserve for Taxes and Expenses 803,582.50 
All other Liabilities. 51,729.61 
Capital __.._._ = —~—~—_—- 3,000,000.00 
Net Surplus 15,121,239.08 
Total $40,372,989.38 


ited as required by law. 





THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1954 











ASSETS 

OGN: SR 
Mortgage Loans on Real Estate 53,792.36 
*Bonds and Stocks ______ ___ " 43, 576,089.40 
Interest due and accrued _ 121,764.91 
Agents and Departmental 

Balances see 3,594,144.55 
Equity in Marine and Foreign 

Insurance Pools ssid 141,845.57 
All other Assets = 243,951.19 

Total admitted Assets__$49,890,233.85 


LIABILITIES 

Reserve for Losses _______$ 18,433,961.00 
Reserve for Loss Expenses __._—_1,779,775.00 
Reserve for Unearned Premiums 13,366,920.06 
Reserve for Taxes and Expenses 1,513,059.00 
Funds held under Reinsurance 

Treaties nAnrLEaes: 189,825.78 
All other Liabilities — _ 280,587.95 

Capital ===: 2,000,000.00 

Net Surplus _ _ — 12,326,105.06 

Tetek .._.____ _._ __.. G49, 890,233.85 


SURPLUS TO POLICYHOLDERS $14,326,105.06 
Securities carried at $4,440,750.05 in the above statement are deposited as required by law. 


Western Department 
120 So. LaSalle St., Chicago 3, Illinois 


Southwestern Department 
912 Commerce St., Dallas 22, Texas 


NATIONAL-BEN FRANKLIN INSURANCE 


LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1954 


COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1954 








ASSETS 

Cash ee $ 701,306.98 
*Bonds and Stocks 12,961 657.05 
Interest due and accrued__ 31,762.10 
Agents and Departmental 

Bal __—s«-1,584,124.81 
Real Estate 70,500.00 
All other Assets 269,713.05 


Total admitted Assets___$15,619,063.99 





LIABILITIES 

Reserve for Losses._.tt..._ $ 1,971,464.67 
Reserve for Loss Expenses___ 171,500.00 
Reserve for Unearned Premiums 5,739,933.61 
Reserve for Taxes and Expenses 293,472.50 | 
All other Liabilities. — 22,734.98 || 

og ee eR 1,000,000.00 

Net Surplus _.. = ———s——-}6, 419,958.23 

Total $15,619,063.99 





SURPLUS TO POLICYHOLDERS $7,419,958.23 


ROYAL GENERAL INSURANCE COMPANY 


Securities carried at $1,822,477.09 in the above statement are deposited as required by law. | 


OF CANADA 


DECEMBER 31, 1954 








ASSETS 
Cash $ 34,471.83 
Bonds and Stocks 399,903.86 
Interest Due and Accrued = 2,904.58 
Agents and Department Balances 15,526.81 
All other Assets — —__._—S—=i13, 4000.00 
Total admitted Assets $466,207.08 





LIABILITIES 


Reserve for Taxes and Expenses_$ 


EE a caioentineds 
Net Surplus ____—_ 


Total 


SURPLUS TO POLICYHOLDERS $462,343.76 


Securities carried at $55,801.87 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1954 











ASSETS 
Cash $ 2,038,580.99 
Mortgage Loans on Real Estate 450,709.87 
*Bonds and Stocks monk 50,889,280.64 
Interest due and accrued - 119,254.06 
Agents and Departmental 
DUNOUNOS Sie 3,701,677.51 
Equity in Marine and Foreign 
Insurance Pools ——— 147,212.23 
All other Assets — 141,118.75 


Total admitted Assets___$57,487,834.05 


LIABILITIES 
man 


Reserve for Loss Expenses —— 


Reserve for Losses _ 


Reserve for Unearned Premiums 
Reserve for Taxes and Expenses 


Funds held under Reinsurance 
Treaties ___ a 


All other Liabilities — 
Capital Bere Te 
Net Surplus _ —_ 


I siindpitaticrgtiatinns 


SURPLUS TO POLICYHOLDERS $15,500,276.92 


*Valuations on basis prescribed by National Association of Insurance Commissioners 


HOME OFFICE 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Foreign Department 
102 Maiden Lane, New York 5, New York 





| 
Securities carried at $1,692,140.80 in the above statement are deposited as required by law. | 
| 

| 


Pacific Department 
220 Bush St., San Francisco 6, Calif. 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 


—_ 362,343.76 


_ 13,500,276.92 I 
$57,487,834.05 

















3,863.32 
100,000.00 


$466,207.08 


22,082,945.00 Hy 
2,100,947.00 
15,495,847.68 | 
1,534,026.45 i} 


616,139.04 | 
157,651.96 | 
2,000,000.00 H 
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Now Extended Automobile Medical Payments insurance is available | 
from The Travelers to cover you and your family 
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* Policy gives you 
Now! Travelers “Protection + Plus 
. protection + retirement income * cash values at low cost! 
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HOW MANY OF THESE HEADLINES HAVE YOU USED IN SELLING? 


In 1954, Travelers multiple-line representatives used more than 
3,000,000 reprints containing these headlines. 


Why not put the Travelers National Advertising Program in leading 
magazines to work for you? For full details, call your nearest Travelers 
Manager or General Agent or write us for particulars. 


THE TRAVELERS INSURANCE COMPANIES 
Hartford 15, Connecticut 











Poin 
ihat ti 
well 
achieve 
the be 
ship at 
the pré 
lar en 
founda 
ila cooper, 

“ho 

Confer 
ideas < 
derstat 

SES It is c 
also se¢ 
I a ake ccs dae busine: 


sist ar 
This Group Insurance plan is tailor-made to fit your needs govern 
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